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Studebaker Hawk Ready for '61— 


New features of the '61 Studebaker Hawk, which will go on sale Oct. 12, include | profits e. invy =. 


bucket seats, bonded brake linings and a four-speed transmission with floor-mounted 
shift. The five-passenger sports coupe has a 289-cubic-inch engine which develops 210 


horsepower. (Story on Page 2.) 


jU. C. Market Stays Thin; 


Compact Influx Waited 


By Robert M. Lienert 
Associate Editor 
AS DEALERS strive to get their 
& houses in order for ’61 trading, 


‘used cars continue to be a pesky 


problem. 

An Automotive News spot 
check last week of independent 
used-car men, franthised dealers 
and wholesale operators showed 
that just about everybody is sing- 
ing the blues. ’ 

A quick summation: Inventories 
in fair shape, vol average and 


ALTHOUGH iting ae not rosy, 
just how gloomy the picture 





61 Output Climbs as GM Reopens 


By John E, Walsh 
Staff Writer 
SC sharp upturn in auto 
production is due this week as 
General Motors, last producer to 
begin work on ’61 models, restarts 
assembly lines which have been 
idle from one to three weeks. 
New-model cars will start roll- 
ing tomorrow (Sept. 6) at Cadillac, 
Buick (standard line), Oldsmobile 
and Pontiac. Chevrolet truck plants 
also will be in action, but Corvair 
and standard Chevrolet output are 
not scheduled to begin until 
Sept. 12. 

Paced by the return of Amer- 
ican Motors and most Ford Motor 
Co. plants to work on ’6l1s, pro- 
duction rose last week to an es- 
timated 53,237 units, an increase 
of 36.3 percent over the previous 
week’s 39,062, the year’s low. 

Truck production wag down, 
however, because of the shutdown 
at Chevrolet. An estimated 13,138 
units were scheduled, 10.5 percent 


Floor-Plan Rate 
Eased by GMAC 


EW YORK.—General Motors 

Acceptance Corp. last week re- 
duced the interest charged on 
floor-plan loang to auto dealers 
from 5% to 5 percent. 

The change was made effective 
for transactions on and after 
Sept. 1. The 5%4-percent rate had 
been in effect for just about a 
year. 

There was no immediate word 
from other major finance com- 
panies on whether they would 
match the cut. Most of them have 
been charging the 5%-percent rate. 

In the past, the finance com- 
panies have tended to reduce and 
increase the floor-plan rate at 
about the same time due to com- 
petitive conditions. However, GMAC 
has at times had a lower rate than 
that charged by the finance com- 
panies with no factory connection. 

*~ * * 

_ MANY ways, the reduction in 

the floor-plan rate wag not un- 
expected. Interest rates generally 
have been falling since the begin- 
ning of this year, Two weeks ago, 
am Automotive News story said that 
a floor-plan cut was likely if banks 
reduced: their prime interest rate. 

Banks have since cut their prime 
rate, a move which probably trig- 
gered the GMAC move. The prime 
rate is the interest charged. the 
biggest business borrowers with 

(Continued on Page 47, Col. 3) 








under the 14,673 built in the previ- 
ous seven-day period. 
* * * 


H all plants on a five-day 
schedule, Ford Division was 
expected to turn out 17,221 of the 
corporation’s estimated weekly out- 
put of 24,642 units. 
Falcon was slated to account for 


Ford Hikes Share 
Of New-Car Sales 


SIX-MONTH market slide, 
which saw Ford Division’s 
share of new-car sales slashed by 
a third, was finally reversed in July, 
according to an analysis of just- 
released registration figures. 
Ford’s penetration was up a 
modest 0.07 percentage peint in 
July to 19.82 percent, but the in- 
crease was considered significant. 
From a high of 29.54 percent of 
all new-car sales captured by Ford 
last December, Ford’s share was cut 
by 5.67 percentage points in Janu- 
ary, 1.02 in February, 1.84 in March, 
(Continued on Page 8, Col. 4) 
* * * 


Each Maker's Share... 


7,322 assemblies, standard Ford, 
7,639, and Thunderbird, 2,260, Thun- 
derbird will close out production of 
’60 models on Friday, (Sept, 9), and 
is expected to be idle for several 
weeks before resuming on ’61 mod- 
els. 

Mercury’s Wayne. (Mich.) plant 
worked six days ‘last week to 
wind up goy 60 mod- 
els, which was yed by the 
recent strike. Lincoln-Mercury 
Division said the ®hangeover in 
Wayne to ’61 médels would be 
“fairly long.” 

Meanwhile, pibduction of ’61 
models got under way at other 
Mercury plants in Lis Angeles and 
Kansas City last “Monday (Aug. 
29). These factories were scheduled 
to turn out 1,198 units. 

Lincoln complete§ its work on 
'60 cars last Tuesg@ay (Aug. 30), 
and also is schedtiled to be down 
some time for changeover. 

* *-« * 
OMET, which closed out its ’60 
run on Aug. started work 
on the new mod last Monday. 

(See PRODUCTION, “Page 47, Col. 1) 





New-Car Sales Analysis 
By Month and Year to Date 


MONTHLY COMPARISON 


Pet. of 
Regis., 
JUNE 


27.07 
19.75 
6.91 
7.32 
6.41 
5.92 
4.76 
3.71 
2.95 
2.19 
2.01 


Pet. of 
Regis., 


Studebaker 
Chrysler 


GEN. MOTORS 
FORD MOTOR 
CHRYSLER .CORP. 15.19 
AMER. MOTORS ...., 





FIRST SEVEN MONTHS 
Pet. of Pet, of 
Regis., Regis., 
7 Mos., 7 Mos., 

1960 1959 
%4.54 
28.86 
5.85 


Pet. Pt. 
Change 
°60 vs. '59 
26.15 +1.61 
21.07 
6.53 
7.02 
5.77 
6.09 
5.17 


may be depends on which dealer is 
talking. 

“Summer selling” is the situa- 
tion in most areas, with clean 
53 to ’58 models—mostly Ford, 
Chevrolet and Plymouth—carry- 
ing the ball. 

Medium and luxury cars of all 
ages are slow, while all conven- 
tional ’59s and '60s seem to be the 
problem children, 

As always, clean cars can turn 
a buck; junkers are hardly worth 
bothering with. 

” + * 

OMPACTS are still so scarce in 

used-car channels that no true 
picture can be drawn of their 
a in the second-hand mar- 
et. 

Imports are slow movers, with 
a@ greater availability of tiny 
sedans and roadsters than ever 
before.—-__ 

Shoppers seem to be of two 
Classes: Those who want to stay 
under $1,000 for a good, clean piece 
and those willing and able to go 

over $2,000. 

One of the difficulties is that. the 
latter group is being upgraded into 
new compacts or price-shopped into 
conventional models by better 
terms which used-car vendors can- 
not offer. 

Traffic is down in many. areas, 





Top Cars 


New-car registrations for seven 
months: 


1960 1959 
Pos, Make Pos. 
1—1,034,959 Chev. 896,710— 1 
2— 834,034 Ford 871,773— 2 
3— 277,869 Plym. 233,492— 4 
4— 258,523 Rambler 213,602— 6 
5— 240,861 Pontiac 237,696— 3 
6— 228,310 86,795—10 
7— 204,468 Olds. 227,289— 5 
8— 154,672 Buick 155,572— 7 
9— 92,752 Mercury 90,572— 8 
10— 87,247 Cadillac 87,679— 9 
ll— 69,461 Comet ......... 
12— 67,850 Stude. $1,046—11 
13— 47,162 Chrysler 38,018—12 
14— 16,691 DeSoto 27,472—13 
15— 13,177 Lincoln 16,990—14 
Ih 9,424 Imperial 10,466—15 
320,244 Misc. 379,091 
Total All Makes 
3,957,704 3,654,263 


Further details on Page 40. 








although the thinout apparently has 
hit “lookers” harder than “buyers.” 
* * > 

_CCALaD unemployment prob- 

lems have hurt used-car sales 
in many areas. Pittsburgh has been 
particularly hard hit with local 
strikes and the low production rate 
in steel mills. 

Layoffs have a psychological ef- 
fect, said a Midwest dealer whose 
area has suffered from industrial 
employment cutbacks, 

He said that rumors of layoffs 
weeks earlier, along with smaller 
cutbacks, actually hurt business 
more than the big layoffs did when 
they finally came. 

One Pittsburgh dealer blamed 

(Continued on Page 4, Col, 3) 


Tempest to Bring 
Raft of Changes 


Front Four-Cylinder 
Features Transaxle 


By Joseph M. Callahan 
Engineering Editor 
T= Tempest, Pontiac’s new com- 
pact, will be one of the most 
revolutionary volume cars ever 
produced in this country from the 
engineering standpoint. 

This is a strong statement, es- 
pecially if one is mindful of the 
Corvair, introduced last fall. But 
the Corvair’s features, while unique 
among American cars, were often 
adaptations of features found on 
European cars. 

In contrast, some of the engi- 
neering innovations of the Tem- 
pest have never appeared on any 
cars, Others have been used only 
infrequently. Encluded among 
these features are a flexible drive 
shaft, transaxle with front en- 
gine, split-torque rear automatic 
transmission, tilted four-cylinder 
engine and independent swing- 
axle rear suspension, 

Most amazing of these innova- 
tions, and something that will be 
discussed and written about end- 
lessly in the coming year, is the 
Tempest’s unorthodox drive shaft. 
Although this is a relatively simple 
component, many engineers even 
have difficulty understanding how 
it works, Of all current components, 

(Copthoups on pews, 4, Col, 1) 


Tempest’s Rear-Mounted Transmission— 


Pontiac's new Tempest will feature a four-cylinder engine mounted in the front and 
@ transmission in the rear. This transaxle innovation provides equalized weight distri- 
bution for excellent ride and handling. Introduced with the unusual drive train is o 
“rope prop shaft’ which is three inches lower. in the center than at the end. 
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Cole Sees Big Year, 
Doubts Compact Boom 


By John K, Teahen Jr. 
Associate Editor 


ILFORD, Mich. — Edward N. 
Cole, Chevrolet general man- 
ager, expects new-car sales to 
reach “as high as seven million” 
in 1961, but he questions some of 
the highly opti- 
mistic predictions 
for the smaller- 
car field. 

Cole voiced his 
’61 market views 
last week at 
Chevrolets 
national press 
preview at the 
General Mo- 
tors Proving 
Ground here. 

He looks for an 
increase in the compacts’ slice of 
the sales pie, but he believes the 
hike “will not be as great as some 
people are forecasting.” 

He thinks 50 percent penetration 
for the compacts next year is too 
high a guess. Compacts are ex- 
pected to garner 25 to 30 percent 
of this year's registrations. 


cear-and-truck year for Chevro- 
let,” he said. 
















































year are running 15 percent ahead 
of 1959 and are well ahead of rec- 
ord 1955 when the division sold 
2,066,337 cars and trucks. 

He estimated 1960 sales of 2,085,- 
000 units—1,750,000 cars and 335,000 
trucks—and said that would be the 
highest total ever achieved by any 
company. 

* * * 

HE CREDITED Corvair with 

providing most of Chevrolet’s 
plus business this year. The com- 
pact has accounted for 12.3 percent 
of the division’s car sales, The fig- 
ure has been 14 percent during the 
last six weeks, 

Five Corvair models will be 
added for ’61—two station wagons 
and three commercial] units. 

There will be a Lakewood four- 
door, six-passenger conventional 
type wagon and a Greenbrier 
sports wagon, which has a body 
like a small bus. 

The Greenbrier can carry six 
passengers and 700 pounds of cargo 
or—with an optional third seat— 
nine passengers and 250 pounds of 
cargo. A panel body version of the 
Greenbrier will be offered as a 
commercial unit. 

In addition, there will be two 
Corvair pickups. One is loaded in 
the rear in the regular manner, 
and the other can be loaded from 
the side by a swing-down ramp, 

* * + 
vo sales goal for the Corvair 
trucks, including the Green- 
brier, is 40,000 units, Cole said. 
They have a 95-inch wheelbase, 
compared with 108 inches for 
standard Corvairs. 

Corvair is standing pat on styl- 
ing for 61, but engineering changes 
have resulted in improved luggage 
space, performance and fuel econ- 
omy, Cole said. 

The-spare tire has been moved 
to the engine compartment in 
the rear. “It fits very well back 
there,” Cole said in answer to 
a query. “The only question is 

(Continued on Page 44, Col. 1) 





E, N. Cole 


 Dgsee: predicted that sales of his 
own compact, Corvair, would 
hit 300,000 in the ’61 model year, 
compared with 251,000 for the ’60 
model. 

In his seven-million-car forecast, 
Cole sees domestic makes hitting 
6.5 million and imports dropping 
to about 450,000. He looks for one 
million truck sales next year. 

A market of that size “will 
mean another two-million-plus 


Chrysler Brands 
Dann a Wrecker 


Suit Cites Impact 
On Dealer Morale 


By Kenneth C. Kelley Jr. 
Staff Writer 


pong tom was another whirlwind 
of legal activity in the Chrysler 
case last week, amid speculation on 
how the case will affect sales of 
Chrysler products in the crucial 
cleanup and new-model introduc- 
tion periods. 

There was one report that was 
interpreted by some as indicating 
the company’s sales are being 
hurt. Sales of Chrysler Corp. 
cars in the middle 10 days of 
August were placed at 22,700, 
down 17 percent from the 27,326 
sales in the middle 10 days of 
duly, but up 26 percent over the 
middle 10 days of August, 1959. 

On the question of the effect of 
the uproar on the introduction of 
’61 models, there were two develop- 
ments, 

In a $30,000,000 libel and slander 
suit against the leader of the anti- 
management forces, Sol A. Dann, 
a Detroit lawyer, Chrysler said it 
was charging him with “attempting 
to undermine and destroy the con- 
fidence and faith of Chrysler’s 
dealers and stockholders .. .” 

* * ok 





Renault Cuts Output; 


Cites U. S. Export Lag 


PARIS. — The decline in sales 
of imported cars in the United 
States was reflected last week 
in an announcement by Renault 
that it has cut production of the 
Dauphine model. 

Citing “stabilization” of ex- 
ports, especially to the U. S., Re- 
nault said the Dauphine’s daily 
rate has been sliced from 2,000 
to 1,500 units. 
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Auto Production ......... dihese 39,062 82.2 211.8 
7 Ae. Dann sent a telegram to|| Tryck Production .............. 14,673 96.8 96.1 
Chrysler directors asking that|| auto Registrations—Year to date.. 3,957,704 tks 108.3 
the national press preview of the|| Truck Registrations—Year to date. 530,698 si 103.6 
company’s ’61 models, being held|| gee} Production—tons ......... 1,547,000 99.3 466.0 
this week in Miami Beach, be call-|| Lumber Production—Board feet... 228,688,000 98.5 94.1 
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previews in Detroit and might d0|| Commercial and Industrial Loans $31,114,000,000 100.1 107.6 
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which has been held in Miami|| common Common 
Beach since 1957. Stocks Aug. 31 Aug. 24 1960 Range Stocks Aug. 31 Aug. 24 1960 Range 
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4 p.m., Wednesday, for a regular 
(Continued on Page 8, Col, 1) 


(Sept, 


Cole said Chevrolet sales this| ~ 


Business Barometer 


Automotive News Economic Index — 


131.4 Percent of Like Week Last Year 
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Thunderbird of Stainless Steel— 


An all-stainless steel bodied Thunderbird has been made for Allegheny Ludlum 
Steel Corp., Pittsburgh, of its own steel. The body, fabricated by Budd Co., is made 
of Type 302 stainless with trim being the standard Type 430. The body was given 
@ special satin-smooth finish. The trim work has a mirror finish. A stainless steel 
muffler, grille and bumpers were made especially for the car. Allegheny Ludium plans 
to display the car in auto shows around the country. 





S-P to Ride Compact Tide; 
Hawk Gets 4-Speed Box 


OUTH BEND, — “Our business 
will be good next year because 
people are buying cars in the cate- 
gory in which we sell,” Studebak- 


ident Harold E. 
Churchill declar- 


view. 
He 


1961, and he ex- 





H. E. Churchill 
get its “share” of that market de- 
spite increased competition in the 
smaller-car. field. 

But Churchill declined to esti- 
mate either industry sales or Lark’s 
total for 1961, 

“I won’t get involved in that an- 
nual guessing game,” he said. 

He spiked reports of a four-cyl- 
inder engine, saying that Stude- 
baker has none for 1961 and that 
none is planned for 1962. 

* * * 


HURCHILL said Studebaker 

has a “nucleus of good dealers” 

and that the size of the dealer or- 
ganization is holding steady. 

It now numbers 2,467, down a 
bit from the first of the year. 
“But we have more DEALERS 
today,” Churchill emphasized. He 
said S-P is weeding out “paper” 
franchises and has launched an 
“aggressive dealer development 
program.” 

The cars S-P showed newsmen 
last week have only minor styling 
changes, but that is in line with 
Churchill’s philosophy. 

He feels there should be a “mod- 
est identification change” each 

(Continued on Page 8, Col, 1) 
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ed last week at 
his company’s na- 
tional press pre- 


predict- 
ed that compacts 
will account for 
50 percent of 
new-car sales in 
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What's New: 

Bucket seats . . . optional four- 
speed transmission with floor- 
mounted shift . . . dual exhausts 
-. + new steering wheel , . . bond- 
ed brake linings . . . new exterior 
colors and interior trim. 

ca * * 


HE ’61 Studebaker Hawk, a five- 

passenger coupe with sports-car 
lines, -will appear in dealer show- 
rooms Oct. 12. Its ancestry goes 
back to 1953, when the first of 
Studebaker’s low-slung coupes was 
introduced. 

Following the custom of sports- 
type autos, styling has changed 
little through the years, but the 
’61 Hawk offers a number of re- 
finements and improvements. 
Among them are bucket seats, 

dual exhausts, bonded brake lin- 
ings and an optional four-speed 
manual transmission with a floor- 
mounted shift control. 

* 


a om 
E Hawk has a 289-cubic-inch 
engine that develops 210 horse- 

power at 4,500 revolutions per min- 
ute and 300 pounds-foot of torque 
at 2,800 RPM. With optional four- 
barrel carburetor, horsepower rises 
to 225, and torque climbs to 305. 

Hawk wheelbase is 120.5 inches, 
and the car is 204 inches long,. 71.4 
inches wide and 55.5 inches high. 

Bonded brake linings are 
standard for ’61, and Studebaker 
claims they increase lining life 
about 75 percent. Hawks also 
have finned, weatherseal-type 
brake drums for rapid cooling. 

Other standard Hawk features 
include padded instrument panel, 
heavy-duty transmission and radi- 
ator, 10%-inch clutch and rugged 
box-section, ladder-type frame. 

Windshield and window moldings 
and the moldings on the fenders 
above the wheels are chrome-plated 
stainless steel. 


* + 

OR ’61, the Hawk boasts new 

exterior colors, a new steering 

wheel and a new interior fabric 
with the Hawk insignia as the pat- 
tern, Metallic vinyls are available 
with some exterior shades, 

In addition to the new four- 
speed transmission, the car is 
available with three-speed man- 
ual, overdrive and automatic 
drive. Options offered exclusively 
for Hawks are tachometers and 
deck-lid-mounted radio antennas. 
Hawks scheduled for California 

delivery are equipped with forced 
crankcase ventilation to reduce 
smog-producing fumes, Gasoline 








Salesmen’s Guild 
Steps Up Drive 
In Detroit Area 


Vote Petitions Filed 
For 20 Dealerships; 
Teamsters Move Seen 


By Francis J. Gawronski 
Staff Writer 

N A move that came as a “com- 

plete surprise” to most Detroit- 
area automobile dealers, the Sales- 
men’s Guild of America filed 
petitions with the Nationa] Labor 
Relations Board seeking represen- 
tation elections among salesmen in 

20 dealerships. 

The guild, a newly 
organized independ- 
ent union, is one of 
two unions wooing 
some 3,000 ne w-car 

salesmen in the Detroit area, The 
other union is Teamsters Local 376. 

Although both unions claim their 
organizing drives are “meeting 
with great success,” the guild is 
the only union to file election peti- 
tions. The guild said it would file 
20 more petitions this week. 

Eddie Petroff, Local 376 business 
agent, who is spearheading the 
Teamsters’ latest attempt to or- 
ganize the salesmen, would not 
comment on when the local plans 
to file petitions. 

However, Petroff did say that 
if and when the Teamsters files 
petitions “it will be a timely 
move and a proper move.” 

“We don’t want to single out a 
small number or a certain group of 
dealers,” he said. “We want to do 
it on a citywide basis.” 

The only contract Local 376 now 
has is one covering salesmen at the 
three Cadillac factory branches in 
Detroit. Most Teamsters business 
agents drive Cadillacs. 

The guild’s action is being looked 
upon as a roadblock in the path of 
the Teamsters, who have made re- 
peated attempts to sign up the 
salesmen, 

* ok 

en of the guild is Rene 

J. DeLorme, who is considered 

an arch-foe of the Teamsters 
Union. 

Two years ago, DeLorme filed 
a $3 million damage suit alleging 
a four-man combine, including 
two Teamsters officials, coerced 
him into selling his insurance 
agency valued at $2.1 million for 
$200,000. 

DeLorme, whose insurance 
agency handled 95 percent of the 
health and welfare funds for the 
buildings and trades unions in De- 
troit, said the suit is still pending. 

According to DeLorme, the guild 
was formed June 15 by salesmen 
as an independent unincorporated 
union. 

“The union is 100 percent sales- 
man-sponsored,” he said. “The 
salesmen want this thing so bad 
they are taking time off from the 
floor to contact other salesmen. 
They are using their own money 
and time to get this thing rolling. 
To them it is a crusade.” 

* * * 
DE LORME said one objective of 
the union is to upgrade the 
status of the salesmen, Another is 
(Continued on Page 46, Col. 1) 


fumes that escape from the rings = 


in the cylinders are piped to the 
intake manifold to be burned in the 
cylinders. 

This feature also is available on 
special order for customers resid- 
ing in other states. 

S-P hopes to build 6,100 Hawks 
during the coming model year. 
Each one will be numbered and 
the purchaser’s name will be en- 
graved on a plaque which will be 
affixed to the glove compartment. 


. Blanz on Hospital Board 
EARLE, Ark.—Charles L. Blanz, 
owner of Blanz Chevrolet Co., has 
been appointed to the new board of 
directors of the Crippled Adult Hos- 
pital at Memphis, Tenn.—a Rotary 
Club-sponsored institution. 





Bucket Seats— 


Bucket seats are standard equipment on 
the '61 Studebaker Hawk. The steering 
wheel is new, and the car's interior uti- 
lizes a new fabric with the Hawk design 
as the pattern. Metallic vinyls are avail- 
able with some exterior colors. 
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Dealers Again Face 
Fight for Exemption 
As Wage Bill Dies 


























By William Ullman 
Washington Bureau Chief 


to change escalation, to change the 
| time for starting overtime. 
Some of the changes suggested 





me- 
it. WASHINGTON. — The death of 
es- minimum-wage legislation as the} by Prouty, according to Kennedy, 
led bobtail Congressional session comes| were “almost identical with the 
oor to an end means that car dealers| final recommendations of Secretary 
on- again will have to work to get|/of Labor Mitchell.” What was in 
in exemption. effect the Eisenhower program for 
No matter who is elected in |™Minimum wage was overwhelm- 
vly November, the issue will come up | ingly rejected by the House con- 
.d- Wyoming's New Leadership Team— again in January, and both sides | ferees. ' etme 
of New leaders of the Wyoming Automobile Dealers Assn., chosen last week at the annual convention in Cody gather with guest a Or battle show no kuteiede: poy a or poe 
Wind speaker Walter B. Cooper, first vice-president of the National Automobile Dealers Assn. From left, Archie W. Shafer, executive sign of giving value to establish the meaning of 
ar vice-president, Wyoming association; William Hallem, Lander, second vice-president; George E. Gilles, Torrington, first vice-presi-| Failure of House and Senate interstate commerce. This was 
he dent; W. L. Riley, Sheridan, president; H. P. Nagel, Casper, past president; Cooper; W. R. Trotter, Sheridan, director; Harry; COnferees to come up with a com- what Senator A. S Mike Monroney 
76. D. Evans, Casper, Wyoming's NADA director, and the following state directors: Ken Naramore, Gillette; Ward Myers, Lovell, promise measure was not really a Oklahoma Democrat, wanted to 
oir and E. H. Krumm, Cheyenne. Not pictured was director C. K. Faught, Laramie. (Story on Page 47.) disagreement on party lines. It h in the Senat 
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on Sept. 29 in dealer showrooms 
across the country. 

The public introduction of most 
new models will be concentrated in 
the two-week period prior to the 
opening of the 43rd National Auto- 
mobile Show in Detroit’s Cobo Hall 
on Oct. 15. 

Only the Lincoln, Thunderbird 
and Tempest, Pontiac’s new com- 
pact car, will not be in show- 
rodms before Oct. 15, but all three 
will be on display at the auto 
industry’s big show. 

The Thunderbird will appear in 
showrooms on Nov. 10. No dates 
have been announced for the in- 
troduction of Lincoln and Tem- 
pest, but they are due in early 
November. 

*” * of 


HRYSLER cars being unveiled 


on Sept. 29 are Plymouth, Val- 
iant, Imperial, Dodge Polara, Dart 





Index 


Auctions, Used Import Cars 
Auctions, Used U. S. Cars 
Business Barometer 
Coming Events 
Court Decisions 
Dealer Changes 
Editorial Page 
Financial News 
Highway & Safety News 
Import-Car News 
Letterbox 
Market Reports 
Obituaries 
Parts & Accessories News 
Personnel (Factory) 
Prices, Import-Car 
Prices, U. S. New-Car 
Production by Makes 
Registrations, Cars, Trucks 
Truck Briefs 
Truck Highlights 
Truck New Products 
Turnings 
Used-Car Market Report 
Wilkie Views 
Washington Column 


be seen by the 


eral Motors car to 
public, It will be shown by deal- 
ers for the first time on Oct. 3. | 

Oct. 5 is the big day for Buick’s 
new compact model, the Special, 





Editorial Director Robert M. 
Finlay, author of the Dealer 
Forum column is on vacation. 





and also its standard line. On the! 


following day dealers will intro- 
duce the standard Oldsmobile, its 
new compact —the F-85 —and the) 
standard Pontiac. 

Chevrolet said the Corvair and 
standard models will be introduced 
“about the same date as last year.” 
The ’60 models made their debuts 
on Oct. 2. 

Studebaker-Packard’s Lark, 
Hawk and the new Lark Cruiser 
will be introduced Oct. 12. 

*” * + 


INCOLN-MERCURY Division 

had planned to introduce the 
Mercury and Comet on Sept. 29, 
but a two-week strike at Mercury’s 
Wayne (Mich.) plant delayed the 
buildout of ’60 models and forced 
a postponement of the ‘61s’ an- 
nouncement. 

The new L-M models now are 
expected to be introduced during 
the first week of October. 

American Motors hag not an-) 
nounced an introduction date, but! 
its new models are due to make 
their appearance several days be- 
fore the auto show opens. 


Comet for Canada | 








Planned by Ford | 


TORONTO.—Ford Motér Co. of| 
Canada is to build the Comet at its| 
Oakville (Ont.) assembly plant for 
sale this fall by Meteor-Mercury 
dealers, 

The Comet replaces the Fronte-| 
nac in the Ford stable. The Fronte- 
nac is a twin sister of the Falcon, 
with minor styling differences, pro-| 
vided Meteor-Mercury dealers to| 
give them a compact in the 1960 
season. 





their driving habits. Surveys in- 
dicate that the driving records of 
properly trained youngsters are 
twice as good as those of teen- 

agers who have not had such 
training,” Freed continued. 

A past president and currently a 
director of NADA, Freed, a Plym- 
outh-DeSoto-Valiant-Fiat dealer in 
Salt Lake City, also pointed out 
that the total number of cars made 
available by dealers to schools for 
practice driving instruction has 
more than doubled in seven years. 


Canadian Dealers 
Number 3,925 

TORONTO. — New-car dealers 
in Canada numbered 3,925 in 
July, according to the Canadian 
Automotive Chamber of Com- 
merce, Inc, 








. Instead of 


vention... 





Wemhoft 
in Sept. 13 primary ... 
annual Outing 


from the Detroit River. 


On the House... 


George Dixon, 
association, suggests dealers sign their new factory 
contracts “under protest” as to the compact-car dis- 
count provisions, “No dealer can operate his busi- 
ness if the bulk of his volume is going to be on 
an 18-20 percent discount basis,” declares Dixon. 
“Factory statements that they cannot afford to 
pay regular commissions on compacts is absurd” 


dealers have selected Columbus for its 1961 con- 


Ed Kruspak, advertising director, is starting 
his 30th year with Automotive News. Jake Gold- 
stein, manager of A. N.’s Chicago office, is in his 18th year with 
publication ... Four Utah dealers—Frank Browning, Ernest Mantes, 
John Anderson and Frank Hanson—are running for state senate 


A Hungarian is writing United States Ford dealers, asking for 
miniature Falcons, probably to sell in Hungary ... 
orphans and dependent oldsters were feted at Chicago dealers’ 56th 
. . . New York dealers will stage golf tournament 
Sept. 8; Toledo dealers will hold annual outing Sept. 14.. 
conditioning system in Cobo Hall, where National Auto Show will 
be held Oct. 15-23, uses 10,000 gallons of water per minute directly 


the phrase “affecting commerce,” 


Used-Car Forum 
Planned by NADA 


WASHINGTON. — The National 
Automobile Dealers Assn, wiH con- 
duct a seminar on “the used-car 
department” on Sept, 21-22 at the 
Marriott Key Bridge Motor Hotel, 
Arlington, Va. Experts will discuss 
reconditioning, merchandising and 
establishing basic company policy 
for the used-car operation. 

Registration fee for the two-day 
seminar is $75 for NADA members 
and $100 for non-members, includ- 
ing workbooks, forms and lunch- 
eons, All registrations must be 
made in advance. For further in- 
formation, contact NADA Manage- 
ment Services, 2000 K St., N. W., 
Washington 6, D. C, 





manager of the North Dakota 


an out-of-state resort site, Ohio 









Nearly 5,000 


. Air- 


—Psrre Wemuorr, Editor, 
Automotive News 





































' ada has increased the price of the 
1961 deluxe model by $55 to $1,795, 
according to Werner Jansen, man- 
aging director. The standard model 
is unchanged at $1,595. 

The deluxe model will have a 
new engine with greater horse- 
power, Jansen said. He spoke at 
the opening of the company’s ex- 
hibit at the annual Canadian Na- 
tional Exhibition here. 

Jansen said Volkswagen’ Canada 
expects to sell 30,000 cars this year 
and slightly more in 1961, but he 
would not make an estimate. In 
1959 the firm sold 27,000 cars, 

There is nothing to prevent a re- 
tailer from selling at a lower price 
than that suggested by the fac- 
tory, he said. 

“In fact, such a company ruling 
would be illegal,” he continued. 
“The problem of price cutting has 
not arisen with our dealers, how- 
ever, because demand has out- 
stripped supply here.” 

He also said there are no boot- 
legging problems in Canada, as are 
reported in the United States, be- 
cause of tighter government re- 
strictions and shorter waiting pe- 
riods for new cars. 

“In the U. S.,” Jansen said, 
“some importers are bringing in 
slightly used cars and selling 
them as new. Customers pay 
higher than list prices for im- 
mediate delivery, but they sacri- 
fice service and warranty.” 

He said the company is expand- 
ing by 40 percent its headquarters 
in Scarborough, a suburb of To- 
ronto,. A newly acquired 64,000- 
square-foot plant will be occupied 
next January, he added, and will 
be used principally for service fa- 
cilities. 

The company now has 35 acres, 
with two buildings covering 156,- 
000 square feet, Jansen said, and 
the spare-parts inventory in To- 
ronto ig worth $9 million. 





The third installment of Wil- 
liam Carroll’s series on new-car 
referral selling will appear next 
week. 






















Tempest’s Unusual 'Rope Prop Shaft’ — 


A drawing of the unusual drive train and ‘rope prop shaft’ on the Pontiac Tempest. 
This curved shaft, which is three inches lower in the center than at the ends, transmits 
the torque from the front, four-cylinder engine to the transmission and axles in the rear. 











it most resembles a speedometer 
cable. 


* * * 
7 “rope prop shaft,” which 
transmits torque from the front 
engine to the rear transmission, is 


an automatic transmis- 
% of an inch with a 
manual transmission. 

What makes this one-piece unit 
so unique is that although it will 
rotate at up to 
4,400 revolutions 
per minute, it is 
constantly bent in 
an arced shape, 
permitting sub- 
stantial reduc- 
tion of the prop- 
shaft tunnel. Of 
course, there is 
no transmission 





3. M. Callahan 

The net result is a tunnel that’s 
two inches high in the front and 
8% inches high in the rear—or 
slightly higher than the Corvair 
tunnel. The reduced tunnel provides 
more interior room and more com- 


the rear. 





Housing the propeller shaft is a 
torque tube of hat-sectioned (in the 
shape of a man’s hat), heavy gauge 
stee] that rigidly joins the engine 


Minn. Dealers 
Meet Next Week; 
Moore to Speak 


ST. PAUL.—Agenda for the 4ist 
annual convention of the Minne- 
sota Automobile Dealers Assn. 
Sept. 12-13 ig announced by Cheir- 
man Mal Nichols, Hencir-Nichols, 
Inc. (Rambler), Minneapolis. Event 
will take place at the Leamington 
hotel here. 

Speakers will include Dr. Arthur 
H. Upgren, of Macalester College, 
St. Paul, who will discuss the me- 
dium range economic picture; 
Charles A. Cronin, Cincinnati Ford 
dealer, who will talk on the man- 
agement of people; James C. 
Moore, executive vice-president of 
the National Automobile Dealers 
Assn., who will tell the NADA 
story; Vince Baker, specialist in 
auto sales training, who will reveal 
a “sure-fire selling system,” and 
Dr. Carl S. Winters, of Oak Park, 
Ill., inspirational speaker. 

Several social events also have 
been scheduled in connection with 
the meeting. Mobil Oil again will 
sponsor a cocktail hour and buffet 
dinner the first night. 

For the women two parties have 
been set. First National Bank of 
Minneapolis will sponsor a cocktail 
hour and buffet lunch in its execu- 
tive dining room and then give a 
guided tour of the new bank build- 
ing. Northwestern National Bank 
of Minneapolis will have cocktails 
and then a trip to Lowell Inn at 
Stillwater, Minn., where lunch will 
be served. 





Host of Innovations 
To Bow with Tempest 


(Continued from Page 1) 
























(Continued from Page 1) 


used-car woes on production poli- 
cies of the manufacturers. 

“Detroit is just too damn opti- 
mistic,” he said, blaming high pro- 
duction for softening the used-car 
market. 





Profits on Thin Side 

pa profits are slim, al- 
though in some cases they are 

better than per-unit grosses on 











Tim Anspach, Albany, a keen ob- 
server of the used-car market, had 
this to say about profits: “Discon- 
tinued dealer reserves, cost of 
maintenance, higher wages, scarc- 
ity of good merchandise, compacts 
and tight credit which has retard- 
ed sales have cut used-car retail 
profits.” 

Another wholesale operator, Jack 
Kesler, of Ken Schaefer Auto Auc- 
tion, Indianapolis, speaking for 
dealers in his area, said, “Every- 
one is complaining about profits. 
They say sales are up over last 
year but they have made less. It 
costs more to operate. The public 
is shopping more and is more 
price-wary.” 

Mike DiFranco, manager of Di- 
Franco Motors in St. Louis, said 
profits are “getting worse,” princi- 
pally because of stiff competition. 

* 


O*n THE other hand, Pioneer 
Plymouth in St. Louis said 
profits have been steady in the past 
three months and are better than 
in the early part of the year. A 
Pioneer spokesman said the firm 
Pays an average of “$100 more” to 
get clean cars, “because the better 
models bring more.” 

In Peoria, DL, Jim Smith, Le- 
Cour-Smith Motors, a quality 
used-car outlet, said, “The profit 
picture is the worst I’ve seen 
since I’ve been in the business— 
since World War Il—and that 
includes the worst months of the 
recession.” 

Other dealers in the area also 
reported profits have been shaved 
ever thinner. 

A Pittsburgh dealer, who said 
there is virtually no profit in used 
cars now, added, “I'll be happy to 
break even in the next 60 to 90 
days.” 

Dealers overallowing on tradeins 
to move new cars are especially 
hard hit on ‘used-car profits, he 
said. 


and the transmission. This curved 
housing supports two bearings for 
the prop shaft, and considerably re- 
duces the vibration from the four- 
cylinder engine, permitting use of 
extremely soft engine mounts. This 
is called “self-contained torque re- 
action.” 

Although the Tempest has a uni- 
tized body and, consequently, is 
frameless, this torque tube joins the 
front and rear ends of the car, pro- 
ducing a sort of a chassis which 
facilitates assembly. 

The prop shaft is partially held 
in place by two damper bearings 
located % and % of the distance 
back from the engine. They 
ball bearings, sealed and lubricated 
for life, which are bolted inside the 
torque tube. Pontiac engineers say 
the rope shaft can function without 
the bearings. 






















* * * 


ECAUSE of the curve in the 

flexible shaft, the shaft’s center 
is three inches lower than the ends. 
Most persons will expect the prop 
shaft to produce a hooping action 
when it rotates, but this doesn’t 
happen. 

To some extent, the flexible drive 
shaft acts like a torsion bar in that 
it actually twists 30 to 32 degrees, 
depending on whether the car has 
manual or automatic transmission. 


This twisting action permits 
absorption of some of the engine 
vibration. Incidentally, this writer 
drove a Tempest equipped with 
a four-cylinder engine and found 
it extremely smooth-running and 
normal in all respects. A person’s 
initial reaction, on returning to 
the wheel of a four-cylinder car, 
is to expect considerable vibra- 
tion, but it didn’t materialize. 

The drive shaft is heat-treated 
and shot-peened during manufac- 
ture for high fatigue life. According 
to Pontiac engineers, it has been 
precisely developed and extensively 
tested on 15 test cars over the 
past couple of years “without a 
single shaft breaking.” Some of 
these cars were driven up to 75,000 
miles. 

However, one skeptic noted that 
the torque tube also would shield 
bystanders if the shaft ever did 
shatter. The tube also protects the 
shaft from stone damage. 

Standard engine for the Tempest 
will be a 195-cubic-inch, four cylin- 
der, water-cooled, regular fuel en- 
gine, which promises economical 
operation and good gas economy. It 
has a compression ratio of 8.6 to 1 
and develops 130 horsepower with 
automatic transmission and 110 
horsepower with manual transmis- 
sion. 

An optional premium-fuel engine 
is this same four-cylinder unit with 
a four-barrel carburetor, 10.25 to 1 
compression ratio and 155 horse- 
power, Also available is a 215-cubic- 
inch, water-cooled aluminum V-8, 
very similar to the standard engine 
of the other new GM compacts. 
This engine has a compression 
ratio of 8.8 and develops 155 horse- 
power. 























* * * 


Doubled Sales Effort 
N MINNEAPOLIS, Dan Arenson, 
of D & H Motors, Inc., said 
volume is on a par with last year, 
although the staff is working 


































White Fetes Cass— 


Robert Cass, center, assistant to the 
president of White Motor Co., Cleveland, 
is honored by Robert F. Black, left, and 
John N. Bauman, board chairman and 
president, respectively, at a retirement 
dinner given in recognition of his 35 
years with the company. Cass, who joined 
White in an engineering capacity in 1925, 
became chief engineer, and in 1945 was 
promoted to his present position. In 1952, 
he served the United States government 
as director, Motor Vehicle Division, Na- 
tional Production Authority, and, in 1953, 
was president of the National Society of 
Automotive Engineers. 













([EMPEsT’s four-cylinder engine, 
the industry’s first since the 
1953 Henry J, is essentially the 
right bank of Pontiac’s regular V-8 
engine. Inclined at a 45-degree 
angle, this engine has the same 
(Continued on Page 47, Col. 3) 


Lots Still Waiting for Compacts acidic 
Used-Car Thinness Persists 



































“twice as hard” to move the same 
number of cars. 

Average gross profit, 
said, is 


y 
averaging a higher profit, but they 
are not selling as Many cars, 

Dealers in Birmingham, with one 
exception, said the profit picture 
is not good, and that prospects are 
that it will worsen. 

“Slim” profits were also reported 
from Mason City, Ia. where the 
blame was placed on dealers who 
are “almost desperate to move out 
new ones.” 

+ + * 
a” CHICAGO, used-car profits 
were reported to be generally 
poor for new-car dealers, with re- 
sults depending upon the individ- 
ual operator in the independent 
field. 

“Some are doing well, but gener- 
ally not,” said Joe Briley, operator 
of Greater Chicago Auto Auction. 

Bob Robertson, of Bob Robert- 
son Chevrolet, Houston, noted 


depends on the accounting meth- 
od. Some dealers, he said, charge 
off little on the used car and 
make it_up on the new unit. 

Most used-car men agree that 
the new compacts have hurt used 
cars to a certain extent, although 
their own experience with retailing 
used compacts has been somewhat 
limited. 


rr GENERAL, it appears that 
Falcon, Rambler, Lark and 
Comet have done best among the 


Withie Views... 






compacts in the used-car field. 
While Corvair is relatively soft, 
dealers are quick to point out that 
most of the Corvairs in used-car 
channels are the plain-Jane sedans 
which were sold early in the model 
year. 

In Los Angeles, Valiant and Fal- 
con are considered top-drawer used 
merchandise. 

The used-car dealer’s view of 

the compacts was perhaps best 


manager for A. 
Cars, Houston. Said Daselle, “I’m 


afraid they are here to stay, but 
I hope not.” 

Daselle, as do most other used- 
car dealers, views compacts as a 
threat because of their easier fi- 
nancing. 

Dealers elsewhere in the country 
tend to feel that the Coast is load- 
ed with compacts, although Los 
Angeles dealers say that the small- 
er cars, while showing in moderate 
quantities, tend to sell for close 
to the price of a new compact. 

In Detroit, the consensus is that 
Falcon, Comet and Rambler are 
good merchandise—the rest of the 
compacts, fair. 

” * + 


‘Very Competitive’ 

ir CHICAGO, Briley said, there 
is a good wholesale demand for 

Falcon, Comet and Valiant and 

“Corvairs at a price.” 

At the retail level, Briley said, 
the compact field has been “very 
competitive with new-car dealers 

(Continued on Page 45, Col. 1) 





Assessing the Compacts 


By DAVID J. WILKIE 


THE AUTO industry has entered 
a@ new era with the advent of the 
economical compact car, It is an 
era that should bring another 
e i g h t- million- 
unit production 
year by the latter 
part of the cur- 
rent decade and 
a “re-evaluation” 
of the present 
medium price car 
field. 

The impact of 
the smaller car 
trend already is 
being felt in sub- 
stantial pro- D. J, Wilkie 
portions; it will be felt to an even 
greater extent within the next 
three or four years. 

These are among the thoughts 
of Harold E. Churchill, president 
of Studebaker-Packard, Churchill 
told Automotive News he looks 
for an industrywide volume of 
business in 1961 that will be as 
good or better than it was this 
year. 

“The growing trend toward com- 
pacts is not a temporary thing,” 
he said. “It has been made neces- 
sary by increasing costs in the 
form of more taxation and the 
growing demand for other con- 
veniences of modern-day living. 

“The automaker has to compete 
not only with his fellow vehicle 
producers, but with the manufac- 
turers of other comfort and con- 
venience items, like swimming 
pools and home air conditioning. 
This trend will continue and grow’ 








Late Report... 




















Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $9 last week to $954, according to Automotive News’ index. 

Every model indexed showed a setback, the first time since mid- 
June that the downward trend blanketed the field. 

Losses were recorded at $2 on 53s, $6 on ’57s, $7 on ’60s, $10 on 
56s, $10 on ’55s, $13 on ’59s, $13 on ’54s and $14 on ’58s. New lows 
were established for ’58s, ’57s, 56s and "55s. 

At a group of representative auctions last week, the sales ratio 
was 72.0 percent, compared with 69.9 percent the previous week. 
It was the highest sales ratio recorded in nearly two months. 

Auction reports begin on Page 36. 


more pronounced as more families 
establish homes.” 
” * - 

CHURCHILL agreed with George 
Romney of American Motors that 
annual major styling and design 
changes merely for the sake of 
change is not sensible. 

“Such changes,” he said, “put an 
unnecessary cost burden upon the 
car buyer,” he added. 

Contributing to an expanded 
demand for more automobiles, 
Churchill went on, “will be the 
growing number of new housing 
starts in the years immediately 
ahead. 

“Many of the war babies of 1945 
and 1946 will be establishing their 
own homes in the next few years,” 
Churchill] said. “New families 
means mounting demand for trans- 
portation, The industry will best 
meet that demand with economical, 
compact cars.” 

>” ~ oe 

CHURCHILL DID not define his 
predicted “re-evaluation” of the 
medium price car market. He did 
say, however, that he believed the 
impact of the compact cars will be 
felt heavily in the upper levels of 
the medium price car field. 

He said also that he believed 
several car names in this price 
area will disappear from the 

market places in the present dec- 
ade as one of the results of the 
inroads of the smaller, more eco- 
nomical] vehicles. 

Churchill was enthusiastic about 
Studebaker - Packard’s diversifica- 
tion program and optimistic about 
its future. 
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Not only do GMC Dealers get 
the powerful selling support of 
big GMC engineering break- 


_ throughs to make 1960 a real 


profitable year . . . they get 
the backing of the most power- 
ful ad barrage ever launched. 
by GMC! 


FULL-COLOR SPREADS 
IN LIFE EVERY MONTH... 


blanketing the entire truck market 
from 1-truck owners to fleet owners 
... reaching all the millions of people 
who directly and indirectly influence 
truck- buying! 


FULL-COLOR SPREADS 
IN FARM JOURNAL 


plus ads in other leading farm maga- 
zines, month after month, covering 
this big, important truck market! 


FULL- COLOR 
INSERTS in the nation’s top fleet 


and construction magazines again 


and again all year long! 


HARD-HITTING ADS Ik 
40 STATE TRUCKING 
PUBLICATIONS month after 


month! Reaches large influencing 
groups through their own association 
publications. 


SATURATION RADIO 
SP OTS in market after market 


during peak truck-selling seasons! 


POWERFUL DIRECT MAIL 
PROGRAN_:- mailings per year 


—slanted directly at key prospects in 
each truck-buying-classification! 


With so much to sell—and so 
much pre-selling being done for 
you—it’s great to be a GMC 
Dealer! A limited number of 
profitable GMC franchises are 
available to qualified businessmen. 
For complete information, write 
to General Sales Manager, GMC 
Truck & Coach Division, General 
Motors Corp., Pontiac, Michigan. 





GMC 
DEALERS 
BACKED 

BY 

HEAVIEST 
ADVERTISING 
IN GMC 
HISTORY! 
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From %-ton to 60-ton... 
General Motors leads the way! 
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Compacts Seen T, aking 
33 Pct. of 61 Sales 


CLEVELAND.—Compact cars 
will take 35 percent of the market 
in 1961 and the figure may go even 
higher, M. C. Patterson, Dodge 
general manager, 
said here last 
week. Compacts 
accounted for 
22% percent of 
first-half sales 
this year. 

He spoke to al- 
most 1,500 Dodge 
dealers and sales 
managers from 
seven states, who 

ya attended a pre- 
M. C, Patterson view at the auto 
firm’s 1961 line of cars and trucks, 
including the new compact Lancer. 

The number of families which 
own more than one car ig grow- 
ing steadily, Patterson said, and 
“a great many of these second 
and third cars are, and will con- 
tinue to be, compacts.” 

The addition of four compacts 
this fall “will further stimulate the 
public’s interest in compact cars,” 
he predicted. 

But, he said the greatest demand 
in the next year “will continue to 
be for conventional low-price cars, 
especially those that provide top- 
notch economy of operation.” 


Patterson also said he expects 
the Dart will continue to be the 
firm’s “bread-an d-butter” car, 
with the Lancer representing 
“plus business” for the dealers. 

Guests at the meeting came from 
Ohio, Michigan, Indiana, Pennsyl- 
vania, New York, Kentucky and 
West Virginia. 

More than 1,200 from Dodge's 
Eastern region previewed the cars 
earlier in the week. Midwest area 
retailers met in the Kansag City 
Municipal Auditorium later in the 

week. 

Southern area dealers will meet 
Friday (Sept. 9) in Miami Beach’s 
New Convention Hall, and Western 
area retailers will view the cars 
Sept. 14 in the Oakland (Calif.) 
Municipal Auditorum. 

Patterson reported that since the 
introduction of the Dart, Dodge car 
sales have increased by more than 


Buick Bringing 
Dealers to Flint 


For Preview of ’6ls 


FLINT.—Buick will airlift its en- 
tire dealer force, some 3,400 strong, 
into Detroit and Flint this week 
and next for 1961 model announce- 
ment meetings. 

Each of five separate groups will 
be welcomed by the Flint Chamber 
of Commerce, which has organized 
a community “Salute to Buick 
Dealers” celebration in recognition 
of the key role played by the dealer 
organization in the economic de- 
velopment of Michigan’s second- 
largest city. 

The dealers wil] arrive by air on 
Sept. 7, 9, 12, 14 and 16. A special 
train will bring those arriving in 
Detroit to Flint. 

Edward D. Rollert, Buick gen- 
eral manager said the dealer visits 
were being reactivated for the first 
time since 1936 “to show the people 
who sell our cars that Buick is 
booming.” 

The program includes formal 
presentation of the Buick line for 
1961, a parade through downtown 
Flint, a tour of the Flint College 
and Cultural Center and inspection 
of Buick’s expanded production fa- 
cilities, including the new assembly 
plant for production of the Special, 
Buick’s new smaller car to be in- 
troduced this fall. 

“A Buick Family Cookout” will 
conclude each session. 











152 percent in 1960, moving the 


company from 10th to sixth place 
in registrations. 

“There is no doubt that in 1960 
Dodge will have itg best year in 
history,” he said. The current 
sales record was set in 1950, when 
300,104 cars were sold. 

Patterson cited a number of rea- 
song “for anticipating good selling 
in the automobile business in the 
year ahead.” They were: 

1. Personal income has jumped 
to alltime highs. 

2. Almost half the cars on the 
road—more than 26.5 million—are 
more than five years old. 

3. Consumer spending remains at 
@ substantially high level. 

4. Population is steadily growing 
and the number of families owning 
two or more Cars ig rising. 





Distribution Chief— 


As General Motors distribution vice- 
president, James M. Roche dispenses spark 
plugs and diesel locomotives as well as 
cars and trucks. He believes the auto in- 
dustry must m6vé forward continually in 
the field of merchandising, and he is a 


staunch advocate of the franchise system. 
* * 


=| Oldsmobile gen- 





New F-85 Widens Market 
For Olds, Wolfram Says 


DETROIT.—Oldsmobile’s market 
has been widened with the entry 
of the compact F-85 into the low- 
priced field and with the introduc- 
tion of new Dy- 
namic 88, Super 
88 and 98 models, 
Jack F. Wolfram, 


eral manager, 
said here last 
week. 

“We are no 
longer fenced in 
by price class,” 
Wolfram told 250 
auto editors from 
all parts of the Jack F. Wolfram 
nation attending Oldsmobile’s 1961 
national press preview. “Our deal- 
ers can sell in the low-price field 
with the F-85, the medium-price 
field with the Dynamic 88 and 
Super 88, and on the borders of 
the luxury field with the Classic 98. 


He said the 88s have been com- 





Roche Stresses Personal Touch 


Eprror’s Note: This is another 
in a series of articles designed 
to explore distribution in the 
auto industry. 

* ok + 
By John K, Teahen Jr. 
Associate Editor 

AhOXG with its never-ending 

program to improve its prod- 
ucts, the auto industry must move 
forward continually in the field of 
merchandising, according to James 
M. Roche, General Motors distribu- 
tion vice-president, 

He feels the industry could do 
@ better job of “going to the cus- 
tomer,” and he believes retail sales 
techniques can be improved con- 
stantly through the joint efforts 
of manufacturer, field man and 
dealer. re 

In an interview with Automotive 
News, Roche stressed the personal 
element in automotive merchandis- 
ing, and he emphasized that that 
is why the franchise system is the 
best method of selling cars. 

“The dealer igs the best liaison 
between the manufacturer and the 
customer,” Roche declared. 

* * ¢ 


[= manufacturer’s job, he said, 
is to build cars that meet the 
needs and desires of the consumer. 
After he builds them, he has the 
problem of getting them to the 
market. 

That’s the dealer’s job. “It’s up 
to the dealer to operate his busi- 
ness in such a way as to insure 
the satisfaction of the customer,” 
he said, 

Roche noted that the factory is 
not set up to retail cars and that 
it would be impractical for the 
factory to try to do it because of 
the importance of the personal re- 








lationship in selling automobiles. 
He calls this personal contact the 
“ideal relationship.” 
* * * 

H= SEES no swing to auto su- 

permarkets because the super- 
market operator is attuned to the 
short-range market. 

“He has no particular product 
loyalty,” Roche explained. “He sells 
what happens to be ‘hot’ at any 
given time and ignores other 
brands. 

“With a dealer handling the 
car or cars of a specific manufac- 
turer, you have a singleness of 


Roche said the manufacturer 
must have the proper number of 
dealers and that there must be a 
proper profit opportunity for each 
dealer, assuming that the dealer 


Dodge Dealers Get 
$75 Dart Rebate 


DETROIT.—Dodge last week be- 
gan paying a $75 buildout bonus on 
all new Darts retailed between 
Aug. 29 and Sept. 28. It is the first 
rebate of the year on Dart, al- 
though a Matador-Polara program 
with payments up to $250 per car 
has been in effect since Aug. 1. 

Dodge dealers also will receive 
$75 for each Dart they have in 
stock when the ’61 models are ‘in- 
troduced. The carryover payment 
would have been 5 percent had 
there been no buildout bonus. 

Every domestic factory except 
Cadillac, Lincoln and Comet is pay- 
ing a buildout bonus on all or some 
of its models. 


‘Mr. Colorado Dealer of 1960'— 


has adequate facilities, adequate 
capital and capable management. 
Selecting dealers is one of the 
manufacturer’s most important 
jobs, he said and added: “You 
must choose a man who will meas- 
ure up to expectations. When you 
do, you have a good working ar- 


rangement.” 
* ~ * 


HE “personal touch” also was 

evident in Roche’s comments of 
the role of the field man in the 
distribution setup. 

“Above everything else,” he said, 
“we expect the field man to be 
helpful. We also expect him to be 
intelligently aggressive in promot- 
ing our interests and the interests 
of our dealers.” 

At the retail level, Roche noted 
that the facto can and does 
help the dealer improve his sales 
tactics through films, literature, 

sales meetings and sales and 
service training centers, 

“These things are all part of the 
manufacturer’s program,” he said. 
“The dealer has a right to expect 
that they will be made available, 
and the manufacturer has a right 
to expect that the dealers will use 
them. 

“But the day-to-day management 
of the selling effort still ig up to 
the dealer.” 


* * * a 

OCHE, 53, has been GM distri- 

bution vice-president since June. 

He spent 33 years with Cadillac 
before being appointed to his pres- 
ent post. He joined the division in 
1927 in Chicago as a statistician 
and came to Detroit in 1933 as as- 
sistant business management man- 
ager. 

He became head of that de- 
partment two years later and 
was named personnel manager 
in 1943, In 1949, he was appointed 
Cadillac’s first public relations 
director, adding those duties to 
his personnel tasks. 

Roche moved up to general sales 
manager a year later and was 
named Cadillac general manager 
and elected a corporate vice-presi- 
dent in 1957. 

* * * 
oe of his long association 
with the division and his firm 
belief in the personal approach to 
auto selling, Roche would enjoy a 
retired Detroit banker’s story of 
why he purchased a ’60 Cadillac. 

The banker was visited recently 
by a stranger who identified him- 
self as a Cadillac salesman. 

“That’s a pretty old car,” the 
salesman observed, pointing to a 
57 Cadillac in the driveway. “You 
ought to be driving a new one.” 

The banker was surprised, but, 
he admitted that he had been 
thinking about a new car. He 
agreed to a demonstration ride, in- 
dulged in a bit of bargaining on 
price and tradein allowance and 
took delivery of his new Cadillac 
two days later. 


pletely redesigned, and repowered, 
and that the 98s have a longer 
body and larger trunk. 

Noting estimates that 6,800,000 
new cars would be sold this year, 
Wolfram said: 

“In 1961 I look for at least that 
many—maybe 7 million. Over the 
years the automobile business 
will continue to grow and Olds- 
mobile is prepared to grow 
with it.” 

Discussing Oldsmobile achieve- 
ments, he said the firm has in- 
stalled a new assembly line for the 
F-85, and has completed a new 
service parts warehouse with 750,- 
000 square feet under one roof. 

“Nearing completion is a 26,000- 
square-foot building where, just 
before the car is shipped, all F-85s, 
88s and 98s will undergo a recheck 
of,.gll electrical components—bat- 
teries, radios, heaters, electrical 
seat adjusters, automatic window 
regulators, as well as a recheck of 
all lights. 

“Here, too, a temporary coating 
is applied over the finish*of the car 
to protect the paint and chrome 
during shipment. This is a part of 
our reliability program to insure 
the car reaching the customer in 
as near perfect condition as pos- 
sible.” 

Wolfram also said Oldsmobile 
will begin construction of a new 
engineering laboratory next month. 
This building will more than double 
the division’s engineering facilities, 
he added. 

Wolfram revealed several de- 
tails of the 1961 Oldsmobile line 
which will be shown in dealer 
showrooms across the nation on 
Oct. 6. 

He said that in addition to styl- 
ing changes, Oldsmobile has a new 
chassis design in which passengers 
are cradled within the frame side 
rails. The frame is cushioned on 
new rubber-insulated front and 
rear suspensions, he said. 

Among design changes to im- 
prove passenger comfort, Wolfram 
continued, is increased headroom. 
Higher door openings and elimina- 
tion of the windshield pillar offset 
make the cars easier to get in and 
out of, he said, and more comfort- 
able chair-height seats have re- 
sulted from lowering the front 
floor. Floor tunnel size has been 
reduced by another 25 percent, he 
added. 

The regular models are from 3% 
to 5% inches shorter overall than 
the ’60s and 3% inches narrower 
outside, Wolfram said. Wheelbase 
is unchanged at 123 inches, while 
the weight is reduced 140 pounds. 

“A most important engineering 
development,” Wolfram  contin- 
ued, “is the newly designed 
Hydra-Matic transmission for 
1961. It features an Accel-A- 
Rotor, a unique fluid torque mul- 
tiplier that operates as first gear. 
The Accel-A-Rotor gives the car 
smooth and lively getaway per- 
formance and blends into normal 
Hydra-Matic operation as it gains 
momentum.” 

Wolfram told the reporters that 
the F-85, which he said has a 
“strong family resemblance,” is 
built on a wheelbase of 112 inches 
and has an Overall length of 188 
inches. 

The F-85 is powered by a new V-8 
aluminum water-cooled engine, to 
be known as the Oldsmobile Rock- 
ette engine, he said. 

The car will be built in two body 
styles—the four-door sedan and the 
four-door station wagon, with op- 
tional deluxe versions, he added. 





°61 Plymouth on Sale 


In Waterbury, Conn. 


WATERBURY, Conn.—A 1961 
Plymouth Fury four-door hard- 
top, with full power, was featured 
last week at Tony’s Auto Sales, 
a used-car dealership at 550 
Hamilton Ave. 

Tony Buonauto, the dealer, said 
he purchased the car out of state, 








Ed Garrett (Ford-Mercury), center, Loveland, Colo., has been selected as the winner 
of the “Mr. Colorado Dealer 1960'' Award, sponsored by the Colorado Automobile 
Dealers Assn. The award is presented annually to the dealer who has gone “the extra 
mile” in community service programs and who has so conducted his business as 
to hold the respect of customers, employes and the general public, Garrett's nomina- 
tion was submitted by the Loveland Chamber of Commerce and the Loveland Auto 
Dealers Assn. Garrett receives the award from Roy Mason, right, CADA president 
during the association's annual convention. At left is Mrs. Garrett. 


that it was “used” and that he 
would sell it for $3,650, The car 
had no price sticker. In the case | 
of new models, stickers usually | 
are mailed to the original dealer | 
just prior to introduction day. | 


Why did he buy? The banker 
explained it this way: “It’s the first 
time in my life anyone has ever 
tried to sell me a car. In the past, 
I've always had to make the con- 
tact myself by going to the show- 
room.” 


March of Dimes Leader 


BURBANK, Calif.— David T. 
Grubbs, president, Valley Ford 
Center, has been named Burbank 
community chairman for the 1961 
March of Dimes. 








The Rambler Franchise Is A Volume 
. Franchise...A High-Profit Franchise 


| INNEW CAR SALES 
| PER DEALER... 


RAMBLER LEADS 
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: | In fact, Rambler dealers sell Far More Compact Cars 

: | Per Dealer than any other dealer group—up to 4% times as many! 
: And Rambler dealer profits are way above industry average! 

| RAMBLER Is The Franchise For 


= Volume-Minded...Profit-Minded Dealers! 





Director of tae Developmen 
American Motors Sales Corpo Sahin 
Detroit 32, Mic ieee 


: We Have the Product for the Exploding Compact 





: Car Market... There Are Still a Few ir Dea r Sir, Will you please prov = with more co ry , 

. | Franchises Available in Select Markets . . . - onder no bl Senge any my NTU we lt Gee 
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Rambler Franchises Also Available in Canada and : 
in Canada, Write to: American Motors (Canada) Ltd., Brampton, Ontario. aod Ende Gb an eb OD NENEDE AO SOAw SSSA Boas aawnaenmaswawawd } 
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‘Suit Charges Dealer Morale Bei 


Wrecked... 





Chrysler 


(Continued from Page 2) 
meeting of the Chrysler board in 
New York Thursday. 


* * * 


ACTION on the legal front in- 
cluded these developments: 

1. The anti-management group 
led by Dann filed another suit 
against Chrysler management in 
New York City. 

This action asked a Federal 
Court to set aside the stock-op- 
tion and bonus plans for certain 
Chrysler officials and to order the 
return of some $18 million in 
benefits which the suit said were 
paid out under the plans. 

2. The Dann group also filed an 
extensive revision of its suit in a 
Delaware court, This suit asks that 
a receiver be named to oversee 
Chrysler management. The amend- 
ment adds 16 persons and 17 com- 
panies to the list of defendants. 

The original complaint listed 28 
. persons and 16 companies as de- 
fendants. Dann said last week his 
group would add another 35 de- 
fendants in a second revision of 
the suit. 

3. Chrysler came back at Dann 
with a libel and slander suit for 
more than $30 million, complaining 
about two of the charges that 
Dann made during and just after 
the Chrysler annual meeting, held 
last April 19. This was the sixth 
suit to grow out of the Chrysler 
case and the second to be filed by 
the company. 

* ” a 


Investigation Goes On 


oe the Chrysler in- 
vestigation of its own officials 
goes on behind closed doors under 
the direction of the law firm head- 
ed by Thomas E. Dewey, former 
Republican presidential nominee 
who gained his original fame as a 
' racket buster in New York City. 
That probe got a vote of con- 






Fires Back at Critic 


they’ve done the job, it won’t 
have to be done again.” 

The fifth suit in the Chrysler case 
was filed in New York Federal 
Court by the Dann group, asking 
the court to set aside the com- 
pany’s stock option and bonus 
plans, to order the return of $18 
million paid out under the plans 
and the return of Chrysler stock 
obtained through the plans. 

Eg * * 


defendants in the suit are 

the 10 men who serve both as 
Chrysler directors and as factory 
officials, plus William C. Newberg, 
ousted Chrysler president who also 
had been a director, and Louis B. 
Warren, a director and New York 

















fidence from a spokesman for Pru- 
dential Insurance Co, last week. 
Prudential, which owns 14,000 
shares of Chrysler stock and has 
loaned Chrysler $250 million, is 
seeking to stay out of the Chrysler 
troubles, insisting that it has no 
power to interfere with the com- 
pany so long as‘the loan is in good 
standing. 

The Prudential spokesman said 
the Dewey group is doing a good 
job but an extensive job.that will 
run “two weeks, four weeks or 
maybe longer.” He added: “When 





New Home for DADA— 


This 6,500-square-foot building has been purchased by the Detroit Auto Dealers 
Assn. Located at 6525 Limcoin Ave., Detroit, the air-conditioned building gives the 
association a home of its-own for the first time in its 51 years. The building houses the 
executive and administrative offices and provides meeting rooms for dealer activities. 





Luxury Model Added for 61... 
S-P Rides with Compacts 





Dealer Adds Tractors— 


Grant W. Musick (DeSoto), Anaheim, 


Calif., has been appointed a distributor 


by the Kramer-American Corp., importers 
of the German-built Volkschlepper tractor. 
Musick and Grant Chavis, former Compton 
(Calif.) auto dealer, will form a new dis- 
tributing firm to serve auto and farm 
equipment dealers in Orange, Riverside, 
San Bernardino, Imperial and San Diego 
Counties. Musick said showroom, parts 
and service facilities will be provided by 
the dealership. Musick, ‘seated, points out 
tractor's features to customer on same 
floor with cars. 


(Continued from Page 2) 


year, rather than one that outdates 
a@ year-old model. 

Two innovations for '61 are a 
new six-cylinder engine and a “lux- 
ury compact”—a larger and plush- 
ier four-door sedan called the Lark 
Cruiser, It will have a 113-inch 
wheelbase, compared with 108.5 
inches for other Larks. 

*~ - + 


E new engine, called the Sky- 

bolt 6, is an overhead-valve 
power plant which displaces 170 
cubic inches and develops 112 
horsepower. Independent test driv- 
ers praised it highly at last week’s 
preview. 

Padded instrument panel will 
be standard on all ’61 models; 
steering has been improved, and 
all Larks have bonded brake lin- 
ings, Windshields and rear win- 
dows are larger. 

Churchill said that, as of Aug. 21, 
retail deliveries for the '60 model 
year totalled 108,522 units, com- 
pared with 107,603 a year ago. 

(Registrations, however, tell a 
less encouraging story, Studebaker 
registered 67,850 new cars during 
the first seven months of 1960, down 
16.3 percent from last year’s seven- 
month total of 81,046.) 

+ os * 
7s S-P president said fleet 

sales have increased from 7.9 
percent in 1959 to 11 percent in 
1960. He added that truck retail 
deliveries during the 30-day period 
ended Aug. 10 were the highest of 
any similar period during the last 
three years. 

Sales of Mercedes-Benz cars, he 
noted, continue to be limited only 
by the number of vehicles allocated 
to the United States market by the 
manufacturer. S-P distributes Mer- 
cedes through a subsidiary, Mer- 
cedes-Benz Sales, Inc. 

Referring to the increased 
competition in the compact field, 
Churchill declared: “Once the 


glamor of new products declines, 
the competitive test returns to 
the fundamental factors of qual- 


ity, investment value, overall 
economy, long life, attractive 
styling and performance, 

“In all comparisons of these 
basic factors, our products are out- 
standing.” 

He said the new six-cylinder en- 
gine currently is undergoing a 
100,000-mile test by consumers in 
10 cities, At least 5,000 persons (500 
in each city) will take a 20-mile 
test drive. 

4 + ok 
Tus test is being conducted by 
United States Testing Co., Inc. 
The new engine is mounted in a 
’60 Lark for the experiment. 

In preparing to produce the en- 
gine, Churchill said, Studebaker 
saved $3.5 million by reworking 
automatic transfer machines that 
formerly were part of the Pack- 
ard cylinder-head machining line. 

This line of interconnecting ma- 
chinery has 68 machining stations 
and is 211 feet long. 

Other plant improvements in- 
clude a new semiautomated line 
for machining the cylinder block 
and new machines for drilling 
manifolds and rocker arm shafts. 

“But despite all this machinery,” 
Churchill said, “the valve seats in 
the cylinder head are hand-finished 
for accuracy—and we do this to 
maintain Studebaker quality.” 

+ * * 


H® ADDED that all parts in the 
body assembly plant now are 
sprayed with a rustproofing weld- 
through primer before they are as- 
sembled on the body shell. He said 
this means that the primer reaches 
parts of the panels that are later 
covered in the body shell. 

Looking at 1961, Churchill said: 
“Certainly, the year ahead presents 
challenge. But with all the indica- 
tions of an expanding sensible- 
sized car market, it also offers us 
here at Studebaker a great op- 
portunity. 

“You can be certain that we are 
going to take full advantage of 
this opportunity.” 

—Joun K. Teanen Jr. 
























lawyer. 

Sam A. Schwartzberg, New York 
owner of Chrysler common stock, 
is listed, along with Dann, as those 
filing the suit. 

The suit charges the directors 
with “continuous looting” of the 
company by accepting ‘salaries 
and other compensations while 
allegedly holding interests in 
supplier firms, 

The suit also charges the direc- 
tors with: 

Violating the Securities and Ex- 
change Act by concealing their al- 
leged outside interests. 

Concealing “corruption in the 
corporation” from _ stockholders 
when seeking approval of compen- 
sation plans. 

* * * 


Further Charges 


HESE plans,” the suit read, 
“were not bargained for at 
arm’s length but voted to the offi- 
cer-directors by themselves and 
each other. So far as the consent 
of the outside nonmanagement di- 
rectors is concerned, it was ob- 
tained without their knowledge of 
the corruption in the corporation.” 
The suit deals only with bonus 
and stock option benefits. Dann 
said he is not seeking the return 
of the officer-directors’ salaries “at 
this time.” 

In addition to Newberg and 
Warren, defendants in the latest 
Dann suit are L. L. Colbert, 
chairman and. president, and vice- 
presidents Paul C. Ackerman, 
R. S. Bright, C. L. Jacobson, Lynn 
A. Townsend, John D. Leary, 
F. W. Misch, E. C. Quinn, E. C. 
Row and L. I. Woolson. 


In answer to the New York suit, 
Chrysler issued a statement which 
said in part: 

“There is no foundation for the 
reckless and irresponsible charges 
in this suit with respect to the 
propriety and validity of the cor- 
poration’s incentive compensation 
plan and stock option plan, and 
Mr. Pann knows it. We will answer 
more fully the charges Mr, Dann 
makes in this and in his other 
suits against Chrysler in the courts 
at the appropriate time. However, 
as to Mr. Dann’s suit filed yester- 
day the facts are these: 

* * * 


“Rota the incentive compensa- 
tion plan and the stock op- 
tion plan, which he attacks, are in 
complete accord with the best mod- 
ern business practices to attract 
and keep competent and able man- 
agement and supervisory personnel, 
and are an important element in 
competing for such talent against 
other companies that have similar 
plans. 


“Chrysler Corp.’s present incen- 
tive compensation plan had its be- 
ginning in a 1929 stockholder’s res- 
olution authorizing bonus plans. In 
1956, the board of directors, a ma- 
jority of whom were not salaried 
officers, recommended continuing 
the practice of paying incentive 
compensation, 

“It is not true, as Mr, Dann 
states, that officers vote them- 
selves bonuses. Participants in 

the plan and the amounts they 
receive are determined by a com- 
mittee of nonmanagement board 
members who are not officers or 
employes of the company and are 
not eligible to participate in the 
plan. 

“In 1957, when the most recent 
awards were made under the in- 


(Continued on Page 48, Col, 1) 


Ford Hikes Sales Share; 
July First to Trail ’59 


(Continued from Page 1) 


0.10 in April, 0.55 in May and 0.61 
in June. 
x * * 
LTHOUGH Ford’s historic rival, 
Chevrolet, saw its penetration 
clipped a bit during July, the latter 
still held a commanding lead in the 
race for sales honors this year. 
Registrations of all makes fell 
.below year-earlier volume levels 
for the first time during July, the 
R. L. Polk & Co. figures showed. 
The month’s count was 546,535, 
somewhat above preliminary esti- 
mates but below the 566,453 regis- 
trations recorded in July, 1959. All 
other monthly totals this year have 
topped their 1959 counterparts, 
some by as much as 20 percent. 
At the end of seven months, reg- 
istrations totalled 3,957,704 for 1960 
and 3,654,263 in 1959. 
* * ck 
ULY was also the first month this 
year in which. market ‘penetra- 
tion was reduced from the previous 
month for each member of the Big 
Three, 
Ford Motor’s share was down 
0.45 percentage points (despite 


Swimming Pool, 
Nursery Feature 
New Dealership 


WORCESTER, Mass, — George 
Butler (Chevrolet) announces plans 
for a half-million dollar “garden 
spot” dealership to be built on the 
site of the former old aged home. 
He said the building would be 
ready by March, 1961. Construction 
is to begin on the five-acre site 
in October. 

Of the $500,000 total, $350,000 to 
$400,000 will be for the building 
alone, providing the largest Chev- 
rolet dealership facilities in New 
England, Butler said. 

The remainder will be spent for 
land and a 40-by-20-foot swimming 
pool with eight bathhouses. The 
pool, for use of employes’ families, 
will be the first in the country in- 
stalled by an automobile dealer. In- 
cluded will be an outdoor patio and 
barbecue facility, along with a 
children’s playground. 

Another innovation, Butler said, 
will be a nursery for customers’ 
children, It will operate from 6 to 9 
p.m, with a registered nurse in 
charge. 

The main two-story building will 
include a 100-by-40-foot showroom 
with 15-car capacity; 10 executive 
offices, including an executive din- 
ing room and an office for In- 
vestors’ Credit Corp., Butler’s whol- 
ly owned car financing subsidiary; 
a body shop; a 180-by-60-foot serv- 
ice area with a capacity of 30 cars; 
an automatic car wash, and a 
dynamometer, one of only two in 
New England, to road-test cars 
within the building. 

Outdoor display space will ac- 
commodate 500 cars. 

Butler said opening the five-acre 
facility will mean closing six loca- 
tions now scattered throughout the 
city and outlying towns. The con- 
solidation will mean an increase, 
however, of from 80 to 125 em- 
ployes. 


the improvement by Ford Divi- 

sion); Chrysler Corp. lost 0.26 

points, and General Motors was 
off 0.21 points. 

On the other hand, both Ameri- 
can Motors and Studebaker-Pack- 
ard demonstrated improved market 
penetration in July, and miscel- 
laneous makes, consisting mostly of 
imports, also stepped up their pene- 
tration. 

July was the best month of the 
year for AMC, which jumped 0.28 
percentage points to take more 
than 7 percent of new-car sales for 
the first time since last December. 

+ * * 

a totalled 138,958 reg- 

istrations in July, compared 
with 149,251 a month earlier. In 
view of the overall decline in vol- 
ume, however, their share of sales 
rose to a new high of 25.43 percent. 
It had been 25.05 percent in June. 

Corvair was the only compact 
to register more cars in July than 
in June, moving up to 19,210 from 
18,231. 

The July count for other compact 
makes: Rambler, 39,291, and Fal- 

con, 37,320 (the lead in the compact 
field changed hands again); Val- 
iant, 20,055; Comet, 14,245, and 
Lark, 8,837. 

Imports accounted for 7.97 per- 
cent of all July registrations with 
a volume of 43,537. In June, imports 
claimed 7.27 percent with 43,309 
registrations. 

* * of 
MONG individual makes, July 
penetration was the smallest of 
the year for Buick, Cadillac, Chrys- 
ler, Lincoln and Mercury. 

Biggest gain in penetration dur- 
ing the month went to Rambler, 
which was up 0.28 percentage 
points. Other increases were Pon- 
tiac, up 0.11; Ford, 0.07; Oldsmo- 
bile, 0.03, and Studebaker, 0.01. 

Sharpest setback was suffered by 
Comet, which was off 0.34 percent- 
age points. Others declining were 
Plymouth, 0.20 percentage points; 
Buick, 0.19; Mercury, 0.17; Chevro- 
let, 0.12; Chrysler, 0.05; Cadillac, 
0.04; Dodge, 0.01, and Lincoln, 0.01. 

* * cd 





Sales Score 
For July 


New-car registrations for July: 


1960 1959 
Pos. Make Pos. 
1—147,288 Chev, 139,660— 1 
2—108,339 Ford 136,594— 2 
3— 39,291 Rambler 36,762— 4 
4— 38,929 Plymouth 37,707— 3 
5— 34,998 Dodge 14,110— 8 
6— 32,950 Pontiac 36,635— 5 
7— 26,214 Olds. 32A07— 6 
8— 19,235 Buick 20,639— 7 

9— 14,245 Comet uate 
10— 11,050 Mercury 13,610— 9 
11— 10,759 Cadillac 11,736—11 
12— 8,837 Stude. 12,475—1L0O 
13— 6,073 Chrysler 6,045—12 
14— 1,896 DeSoto 4,421—13 
15— 1,283 Lincoln 1953—14 
16— 1,133 Imperial 1,390—15 

44,015 Misc. 60,309 

Total All Makes 
546,535 566,453 


Further details on Page 40. 
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For strong bodies, 
car buyers count on steel 


It's the pow in pow-wow that hurts, and no one has ever devised a way to 
keep the neighborhood Indians off the family car. That’s why covered 
wagons like this one are built to take a lot of punishment. 








@ Steel is the strongest, lastingest material used for automobile 


. bodies. Its formability makes modern styling possible. Its strength 


soaks up hard knocks. That's why the public prefers steel. People 
demand its strength, dependability and quality . . . its protection of 
resale value. We know because continuing surveys conducted 

by Alfred Politz, Inc. prove it. For automobiles, the 

public prefers steel over any other material. 

@ Use steel as a strong selling feature. Make a point of the special 
Steels used in bodies and other parts that must take abuse. Talk 

up the durability of steel. We're doing it with a big national advertising 
program in magazines, billboards and network television. We're 
Strengthening the public’s preference for steel even more. Make this 
preference work for you. 


Sell Lv it sells for you 
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AUTOMOTIVE WASHINGTON 





Income Gain, Compacts 


Underlie Auto Surge 


By William Ullman 
Washington Bureau Chief 
rr ITS monthly publication, “Survey of Current Business,”’ 
the Office of Business Economics of the Department of 
Commerce analyzes the reasons behind the improved sales 


of domestic cars this year. 


Foremost factor cited is 
the betterment of general business 
conditions with its increase in pur- 
chasing power. 
With progressive- 
ly higher income 
in each month of 
the model year, 
the article re- 
ports: 

“Consumers 
supplemented 
their purchasing 
power through 
the use of a large 
volume of auto 
installment cred- 





it, readily available on terms not 
much different from those prevail- 
ing last year. Automobile paper out- 
standing at mid-year totalled $17% 
billion—some §$2% billion higher 
than a year earlier. The propor- 
tions of new cars bought on credit 
in most months-this year exceeded 
those in the corresponding months 
of 1959.” 

Second reason cited for the up- 
turn in domestic sales was the 
“immediate acceptance” of the 
new compacts. The article points 
out that the sales success of the 

has forced down the 
average unit retail price of new 


Keeps 
er 
customers 
mT 





ITH 


brings 


Remember—if you can get new 
car customers to come back for oil 
change, you’ll get them for all 
their service needs . . . and nothing 
’em back like Mobil! 


cars by about 5 percent from the 
first half of 1959 to the first half 
of this year. 

“This reduction offset about one- 
half of the rise in the volume of 
domestic sales so that dollar ex- 
penditures for new cars in the first 
half of 1960 were about 5 percent 
above the corresponding period of 
last year.” 

~ * * 


Brake Fluid Warning 


EP, KENNETH A, ROBERTS, 

Alabama Democrat and chair- 
man .of the traffic safety subcom- 
mittee, has introduced a bill to 
establish Federal safety standards 
for motor vehicle brake fluids. 


“Substandard brake fluids now 
on the market are a menace to all 
who use our streets and high- 
ways,” Roberts declares, adding 
that the only apparent way “these 
hazardous fluids can be kept off 
the market is by federal legisla- 
tion.” 

He cited an article in the Aug. 15 
issue of Automotive News as point- 
ing up the dangers of inferior brake 
fluids. 


* * * 


Cleanup at Home 


F THE Federal Trade Commis- 
sion has its way, Washington’s 





reputation as a “showcase” city will 
extend to business practices as well 
as those Federal edifices of gleam- 
ing marble. FTC Chairman Earl W. 
Kintner says the agency is launch- 
ing an intense cleanup campaign 
here and investigations into several 
lines of commercial activity, includ- 
ing auto financing, are already 
under way. 

Why pick on Washington? After 
all, business morality here is no 
lower than anywhere else, on the 
whole. 

Two reasons, according to 
Kintner. First, as the national 
capital Washington should be a 
model for the rest of the country. 
Kintner says that business lead- 
ers around the nation with whom 
he has conferred on the problems 
of sharpster tactics have told 
him: “If you clean up your own 
doorstep, it will have a salutary 
effect on the whole country and 
we’d be inclined to improve our 
own practices.” 

The second reason is legal. FTC 
has no jurisdictional problem in 
Washington, a federal area. It does 
not have to prove “interstate com- 
merce” before cracking down on a 
merchant or manufacturer. 

Actually, Kintner says, the im- 
portance of deodorizing the bad 


New car customers will keep coming back to you for 
oil changes . . . and there are some very good reasons why: 


PROOF! Mobiloil Special is recognized by your 
customers as one of the truly top multi-grade 

oils on the market today— proved in America’s top 
speed and performance events. 


QUALITY! Mobiloil Special provides the kind 
of smooth, performance and top economy every motorist 
expects from his new car. 


CONFIDENCE! With Mobiloil Special new car 
owners feel confident that they are protecting that 
big dollar investment in their car. 





MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N. Y. 





spots in D. C, goes beyond our bor- 
ders. Inasmuch as Washington is 
the focal point of the free world, 
“it is important to create the im- 
pression of the highest level of 
commercial activity here,” accord- 
ing to the FTC chairman, 
+ * * 


Safety Stamp? 

EP, Samuel Friedel, Maryland 

Democrat, vows to continue his 
efforts to have the Postmaster Gen- 
eral issue a commemorative stamp 
on traffic safety, saying its wide 
circulation “would be very useful 
in our campaign to stop the need- 
less loss of the lives of so many of 
our citizens.” 

Since stamps are issued calling 
attention to such matters as the 
need for soil and water conserva- 
tion, Friedel sees no reason why 
a stamp shouldn’t be issued 
stressing “the need for conserv- 
ing human lives.” 


Printing a traffic safety stamp 
has the support of the governors 
of all 50 states. 

* 


Federal Aid 


MANUFACTURER of wind- 
shield wiper motors in Michi- 
gan City, Ind., and a producer of 
automobile battery holdowns in 
Baltimore were among the auto- 
motive firms receiving loans from 
the Small Business Administration 
in June. The Indiana firm, with 
108 employes, got $155,000 and the 
Baltimore concern $15,000. 
Eight new-car dealers were in- 
cluded in the list of loan recipients. 
Largest loan was $65,000. 


N. J. Glass Group 
Accepts Judgment 
In Pricing Action 


WASHINGTON. — A consent 
judgment has terminated a federal 
antitrust suit charging the New 
Jersey Auto Glass Dealers Assn. 
with violating the Sherman Act in 
the selling and installing of auto 
replacement glass, according to 
Lawrence E. Walsh, acting attor- 
ney general. 

Under the order, he said, the as- 
sociation is enjoined from “various 
restrictive practices, such as fixing 
or policing prices for the sale or 
installation of replacement glass.” 

The group also will be required 
to amend its bylaws to conform to 
the judgment, he continued, and all 
present and future members must 
comply with provisions of the de- 
cree, 

In addition, Walsh said, the as- 
sociation must admit as a member 
any dealer who is technically qual- 
ified to engage in the glass-install- 
ing business, 

The complaint had accused the 
association and its members of 
conspiring to fix prices, circulate to 
insurance companies and others the 
agreed-upon prices and discounts 
for the sale and installation of 
glass, circulate to insurance com- 
panies membership lists containing 
names of only those dealers who 
agreed to charge prices fixed by 
the association, and coerce dealers 
to charge prices set by the associa- 
tion. 


B. C. Veteran Quits 
GM Franchises 


VANCOUVER, B. C—Lawson 
Oates, 61, veteran Buick-Pontiac- 
Vauxhall dealer, is giving up his 
General Motors franchises and 
going out of the new-car field. He 
will continue in the used-car busi- 
ness and plans to operate the larg- 
est leased car fleet in British Co- 
lumbia. 

In a letter to customers, Oates 
stated that news of his intended re- 
tirement had caused unfounded 
rumors as to the financial status of 
his company. He pointed out there 
are many changes indicated for the 
automobile industry, such as split- 
ting up of large dealerships for 
several cars of the same company 
and introduction of more compact 
cars. He said he does not want to 
get into the “free-for-all dog fight 
which is bound to come.” 


* * 


Hanke to Move 
HOUSTON.—Rude Hanke Motors 
(Datsun), now located at 1900 
Austin St., is scheduled to move to 
permanent quarters at 3701 West- 
heimer Dr., on or about June 1. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


READER writes: “What I 

would like to know is if a fi- 
nance company can charge the loss 
on a nonrecourse deal against a 
dealer’s reserve? 
It was my opin- 
ion that if you 
assign a condi- 
tional-sales con- 
tract to a bank 
or finance com- 
pany nonrecourse, 
that they had no 
recourse on the 
dealer if the sign- 
er of the note 
failed to pay.” 

L, T. Parker The exact word- 
ing and legal construction of the 
contract between your company 
and the finance company will an- 
swer your legal question. Generally 
speaking, there are three different 
contracts in this classification. 
Some specify a positive liability on 
the part of the auto dealer. 

The terms “nonrecourse” and “re- 
course” should be defined in the 
general contract. Otherwise seri- 
ous legal controversies may arise 
which will require complicated tes- 
timony to convince a court as to 
the dealer’s liabilities. 

* * * 


When Insurance Is Effective 


AnOra= READER says: “I am 
quite interested in knowing 
when the dealer’s fire, theft and 
collision policies would cease to 
cover an automobile which the 
dealer has loaned to a _ potential 
buyer for demonstration purposes, 
and the customer does not return. 
Would the coverage cease right 
away, after a couple of days, a 
week or a month?” 

In my opinion, the insurance cov- 
erage would cease at the exact time 
and instant the customer decided 
to appropriate the auto after he 
had possession of it. Without testi- 
mony of the customer to establish 
this time, the insurance coverage 
would cease, in my opinion, ‘the 
instant he took possession of the 
car. 


and where fraud is involved, addi- 
tional exemplary or punitive dam- 
ages are allowable, 

* * = 

















































Bank’s Check Worthless 


(peas, the purchaser of 
an auto acquires no legal in- 
terest or lawful rights to it if his 
bank check, given in payment, is 
subsequently declared worthless. 
For instance, in Peoples Loan 
& Finance Corp. v. Halbeisen 
Motors Co., 271 Fed, Rep. (2d) 
538, testimony showed these 
facts: Halbeisen Motors Co, sold 
an auto to Douglas Motor Sales, 
receiving a bank check for $3,100. 


The check and title papers were 
sent by Halbeisen Motors to the 
bank for payment of the check 
and delivery of the title papers to 
the purchaser upon payment of the 
check, The check was not paid and 
therefore the bank sent it and the 
title papers back to Halbeisen Mo- 
tors, Hence, under the terms of 


+ * * 


Damage Awards Lawful - 


ENERALLY speaking, damages 

for breach of a sale contract 
by a seller are limited to the 
pecuniary loss sustained by the 
purchaser, Recently, however, a 
higher court held that the seller 
of an auto may be liable to the 
same purchaser for two damage 
awards, one of which is exemplary 
or punitive damages. 

For illustration, in Craig v. 
Spitzer Motors, 166 N. E, (2d) 
537, the testimony showed these 
facts: A man named Craig pur- 
chased an auto from Spitzer Mo- 
tors. Craig alleged that an official 
of Spitzer Motors represented 
that the auto had been used as 
a demonstrator by one of its 
salesmen who left his employ- 
ment after driving the auto only 
51 miles. 

Craig further alleged that such 
statements were untrue, that the 
Seller knew they were false and 
that they were made purposely to 
deceive Craig and to induce him 
to purchase the auto. Craig proved 
that the seller sold the auto to one 
John Speel, who used it to pull a 
house trailer to Florida. 

Craig asked the court to award 
him $2,750, or ordinary damages, 
and several additional thousand 
dollars exemplary or punitive dam- 
ages. 

The lower court refused to give 
Craig two damage awards, but the 
higher court reversed the lower 
court’s verdict, and said: 

“In a suit to recover damages 
for a tort which involves the in- 
gredients of fraud, malice or in- 
sult, a jury may go beyond the 
rule of mere compensation to the 
party aggrieved and award ex- 
emplary or punitive damages.” 

This higher court went on to 
explain that exemplary damages 
may be recovered for malice, wan- 
tonness or oppression. This is so 
because where the seller of an auto 
breaches his contract, under or- 
dinary circumstances, he is liable 
always in damages equa] to the 
financial losses of the purchaser, 
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the contract, title to the car did 
not pass to Douglas Motors, 

Therefore, the higher court held 
that Halbeisen Motors could recov- 
er the auto or its full value from 
Douglas Motors. 

+ * ok 
Employe Is Negligent 
| | epee ypieeg a higher court held 
that an auto dealer can re- 
cover no damages from a customer 
caused by negligence of his em- 
ploye. 

For illustration, in Morris v. 
Rotary Fuel, 322 S, W. (2d) 30, 
testimony showed that an em- 
Ploye in an auto dealer’s service 
station had been servicing a 
motor truck from the time it was 
new, which covered a period of 
about two years, 

The employe knew butane and 
propane gas sometimes leaked from 
containers which were hauled in 
the truck. The employe got into the 
truck and started to drive it into 
his employer’s garage, where an 
open fire was burning. The flame 
ignited the butane, or propane gas. 
causing a fire which burned down 
the dealer’s service station. The 
dealer sued Rotary Fuel, which 
owned the truck, for $49,500 dam- 
ages. 


award damages, saying: “The evi- 
dence, in our opinion, fully supports 
the finding that appellant’s (em- 
ploye’s) action in driving the truck 
into the enclosed room knowing 
that an open fire was contained 
therein, and in failing to turn off 
the fire before driving the truck 
into the building was negligence 
and a proximate cause of appel- 
lant’s (dealer’s) injuries and dam- 
ages.” 

This higher court went on to 
explain that Rotary Fuel would 
have been liable in damages if its 
driver had driven the truck into 
the service station, or the service- 
station employe had no knowledge 
that gas leaked from the truck’s 


containers. 
- +* * 


Son Sues Okla. Dealer 


In Crash Fatal to Dad 


OKLAHOMA CITY.—Earl A. 
Beck, administrator of the estate 
of his father, George W. Beck, has 
filed a $11,650 damage suit against 
Cooper Oldsmobile Co., of Yukon, 
and General Motors. 

Beck charged his father was 
fatally injured when an automobile 
driven by Donald Dale Smith col- 
lided with his father’s automobile. 


The higher court refused to| He charged Smith was an agent 
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for the automobile agency and the 
automobile belonged to the agency. 


16th ‘Nationalease’ Meeting 
Set for Sept. 12-15 in Chicago 


CHICAG O.—How to get the 
local member. to do a 
better job of publicizing their 
identification with the “Nation- 
alease” brand of full-service 
truckleasing is one problem 
which will be given attention at 


Leasing 
cording to Frank Max jr., presi- 
dent. 

The meeting will be held at the 
Sheraton Towers Hotel in Chi- 
cago Sept. 12-15, with an antici- 
pated attendance of 200 from all 
parts of the United States, Can- 
ada and Puerto Rico, said Max. 
The “Nationalease” network is 
made up of 85 independent leas- 
ing companies. 


Jessup Buys Ford Deal 


COCHRAN, Ga.—Ben Jessup, 
member of the Georgia General As- 
sembly, has purchased Jones-John- 
son, Ward Ford, Inc. (Ford), in 
Hawkinsville, Ga. 


Bring back new-car safety, new-car performance with DELCO 


MORAINE 


~~ 
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POWER 
BRAKE 
SERVICE 
UNITS 


These kits, parts and com- 
plete assemblies—along 
with special service manuals 
—help you to make quick, 
accurate repairs as recom- 
mended by the original 
manufacturer. And your 
customer gets that just-like- 
it-was-when-I-first-bought- 
it feeling. Service units and 
copies of the Delco Moraine 
power brake service man- 
uals are readily available 
through car dealers and 
U.MS. outlets. Order now. 





Service manuals available 
for all models. 


DEPENDABLY MADE 


DELCO 
MORAINE 


Division of General Motors, Dayton, Ohio 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


ARIS, — Maintenance has been 
simplified greatly on the new 
Peugeot 404, which should be avail- 
able in the United States soon now 
that production has been stepped 


up. 

The headlights can be opened 
without the use of a tool and 
lamps can be replaced easily. Only 
three nuts fasten each wheel, 
and the hubcaps have rubber 
foam rings inside to prevent rat- 
tles and keep out moisture. 

The battery-terminal clamps can 
be disconnected by hand, and the 
spare wheel has a fabric cover. 
Rear doors have special locks which 
prevent children from opening them 
while the car is in motion. 

All doors have silent locks, and 
the doors close quietly and without 
effort. The water pump and fan cut 
in at a specified temperature and 
stop when the temperature falls too 
much. Pickup and lack of vibration 
smack more of a six-cylinder than 
the 404’s 72-horsepower four. 

The new Peugeot should prove 
to be one of the top four-cylinder 
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cars from Europe from the stand- 
point of performance, comfort, 
safety, simplified maintenance and 
durability. The U. S. price is yet 
to be determined. 

+ * 


* 
NSU Builds Wankel Plant 
KX NECKARSULM, Germany, 
NSU announced that it is con- 
structing a plant for mass produc- 
tion of the turn-piston Wankel 
engine. The research and develop- 
ment section for the new engine 
also has been enlarged. 

The firm also reported at its an- 
nual stockholders’ meeting that the 
Prinz, a small car, now is account- 
ing for half of its business volume. 

+ * ea 


Alfa-Romeo Building, Too 
I MILAN, Italy, Alfa-Romeo an- 
nounced it has decided to build 
a new assembly plant in a bid to 
increase its market share. A Brit- 
ish firm, Production Engineering, 
Ltd., will design the structure. 
Fiat provided 300 vehicles for 


use by top officials and guests at 
the 27th summer Olympic games 
in Rome. 

* * * 


Sliding-Roof Trend Grows 


7. trend to the steel sliding 
roof, which originated in 
France, is spreading to West Ger- 
many and other countries. The roof 
ig replacing the lower-price fabric 
folding top. 

Most observers feel that the steel 
roof offers better protection, lasts 
longer, igs easier to handle and it 
can be locked to prevent people 
from breaking in. 

oe * * 


A ‘Hot? Renault 
eS newest Dauphine- 
Gordini offering is a small car 
which can keep up with the big 
ones in pickup and top speed. It 
has a “souped-up” engine for which 
Gordini, a racing-car builder, is re- 
sponsible. 
The engine is more powerful but 


better traction. 


shafts and gears. 


CORPORATION 


ELL-STANDARD 


still is economical. The car has a/|the 220 series and 18 months for 


four-speed transmission and a more 
beautiful interior than other Re- 
nault models. 

* * a 


2-Cylinder Cars Doomed? 


Lg erage experts seem to think 
that the two-cylinder power 
plant is doomed. 

Since little cars with two-cylinder 
(four or two stroke) engines are 
not much cheaper than those with 
four cylinders, the future of the 
two-cylinder car appears rather 
limited, the experts say. 

* * * 


Cologne on Shelf 


_ Koblenz project hag been 
shelved by Ford-Cologne, Fur- 
ther offers from other regions of 
Germany have been received. 

aoe 


Another Casualty 
UE to too much work in the air- 
plane division, the British firm, 
Hawker-Siddeley, has given up the 
production of the Armstrong-Sid- 
deley automobiles, 
+ + is 


Mercedes Backlog 


other Mercedes models. 
+ + * 


Volkswagen Sold Out 


ne is still sold out 
until the middle of October this 
year. The export quota has risen 
to 60 percent of entire production. 

VW will invest another $50 mil- 
lion towards production increases, 
which point to the fact that one day 
VW will be the first Eureopean 
maker reaching one million units 
per annum, This will be when the 
car program will have two series 
besides the stepped-up light truck 
and Microbus, perhaps in 1963. 

* * * 


Walking Salesman 


—— European champion walk- 
er is Stanley Vickers, of Lon- 
don, who sells cars. 

* * * 


Escape Avenue 


[ARG aE-SENZ, looking for 
outs in the dire need for more 
production, has arranged parts pro- 
duction with Horex, of Bad Hom- 
burg, near Frankfurt. Horex, an 
oldline motorcycle maker, went 
through rough times when the 


Awa of car orders have! boom transferred many former cus- 
reached the 24-month point for| tomers into four-wheeled cars, 


The Rockwell-Standard Traction Equal- 
izer provides a substantial increase in 
tractive effort to the wheel with the best 
road adhesion. It is effective on a vehicle 
even if one pair of driving wheels has no 
traction. Provides safer, surer perform- 
ance on or off the highway . . . easier con- 
trol on curves, slippery pavement and 
soft ground. Eliminates tendency of 
vehicle to swerve when one wheel sud- 
denly loses traction. 


Automatic actuation. Doesn’t depend on 
driver to start it working. Whenever one 
wheel tends to turn faster than the other, 
Traction Equalizer starts to work. 


Tailored to your needs. With multi-drive 
axle vehicles, each axle may be equipped 
with Traction Equalizer units. No matter 
where your vehicles operate—on or off 
the highway — the Rockwell-Standard 
Traction Equalizer gives your vehicles 


Self lubricating. Traction Equalizer auto- 
matically picks up standard axle lubri- 
cant and works it through unit. 


Less maintenance. Normally, Traction 
Equalizer requires no maintenance be- 
tween axle overhaul periods. It also 
cushions impact of heavy loads on tires, 








* * * 
Up Porsche Prices 


re cars have new higher 
price tags, at home and abroad. 
a * * 


Spare Innovation 


A NEW Porsche patent concerns 
the already known narrow 
spare wheels with non-air filled 
rubber. New is the way Porsche 
fastens this spare wheel to a wheel 
which needs assistance due to a 
flat. The new spare connects on to 
the rim itself. 

* * * 


Rubber Spring 


7 Farbenfabriken Bayer AG, 
one of the successors to the pre- 
war LG. Farben industry of Ger- 
many, has a new patent which con- 
cerns a rubber spring said to be 
completely independent from the 
varying load, 
* a a 


Speed Conqueror? 


us absolute world speed record 
has been attacked by Porsche— 
however, so far on the drawing 
board. Chief engineer for chassis, 
engine and transmission, Leopold F. 
Schmid, has designed a lighter than 
usual vehicle for this purpose. 

The car has no springs, is gas 
turbine driven, with 40 percent 
going through the rear wheels 
while the rest occurs through the 
usual backpressure propulsion. 

Wheels have rubber spring cen- 
ters, and the car runs on light 
metal “tires” which contain no 
rubber but have an outside band 
of high grade steel. 

The car has two high side fenders 
and a center torpedo-like power 
housing and a far-forward driver's 
seat. Porsche expects to be able to 
able to find a sponsor for this much 
cheaper and more robust world rec- 
ord car, 

* * * 


°61 VW Test-Driven 


W. HAVE just driven the 1961 
Volkswagen, and found that 
the engine feels altogether differ- 
ent. More power can be felt and 
the engine is much quieter. 

We liked the new transmission 
very much, and the gear ratios 
better fit the engine output. 

The press, in general, greeted the 
new VW as a step forward and 
praised the fact that it offers more 
for the same price, However, a few 
critics complained about the lack 
of change in body styling. 


* * * 


BMC to Distribute ‘Met’ 


ie LONDON, British Motor Corp. 

announced it has made arrange- 
ments with American Motors Corp. 
to distribute the Metropolitan in 
England once more. 

The car will be distributed out- 
side England by Rambler Motors, 
a British subsidiary of AMC. 


* * * 


Paris Police Use Renaults 


VY PARIS, police use three types 
of Renault vehicles to patrol the 
superhighways into and out of the 
city. The vehicles are the little 
Quatre Chevaux, the Dauphine and 
the Estafette, a front-wheel-drive 
small bus, 
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Miles 


Of New Roads Open 


WASHINGTON. — More than|the system were completed to final 


9,100 miles of the 41,000-mile Na- 
tional System of Interstate and De- 
fense Highways are now open to 
traffic and construction is under 
way on another 4,700 miles, Federal 
Highway Administrator Bertram 
D. Tallamy announces. 
Information as of June 30, com- 
piled by the Bureau of Public 
Roads, showed that 250 miles of 





Minn. Travelers 
Regard Cars as 
Worst in Safety 


By a strong margin, Minnesotans 
rate cars “the least safe way to 
travel” as compared with plane, 
train or bus travel. They give 
trains the edge as “the safest way 
to travel.” 

These results of a statewide sur- 
vey by the Minnesota Poll, con- 
ducted by the Minneapolis Star and 
Tribune are based on personal in- 
terviews with a cross-section of 
men and women 21 years of age 
and older in all parts of Minnesota. 

While men rank commercial 
planes next to trains for “the safest 
way to travel,” women put car 
travel in second place. But there is 
no disagreement among men and 
women—or among any other major 
groups in the sample, either—in 
appraising cars as “the least safe 
way” to travel. 

Almost two-thirds of the college- 
educated persons and the state’s 
farm residents see cars as consti- 
tuting the most hazardous method 
of travelling. 

+ * 


Sliding-Track Seat Belt 


Patented by New Yorker 

David Oppenheim, New York, has 
been granted a patent for an auto 
seat belt, the ends of which are 
attached to sliding tracks on the 
car’s doors. 

The belt slides up and out of the 
way when the door is opened, The 
belt also features strips that divide 
the long belt into two or three seat- 
ing areas. 

* * * 


Emotional Problems Linked 
To Teen-Age Accidents 


Emotional problems often are 
contributing factors in teen-age au- 
tomotive accidents, Joseph Zabel- 
ski, safety education consultant, 
Automobile Club of Michigan, told 
the 31st Institute of Teacher Prep- 
aration for Driver Education at the 
University of Michigan. 

“The increased activity of the 
high school student is a normal 
part of the growing-up process but 
it can—and does—involve them in 
the more violent types of acci- 
dents,” He said. “Although high 
school students compose only 14 
percent of the driving population, 
they cause 28 percent of traffic ac- 
cidents.” 5 ik 

ok 


3 Minnesota Cities Cited 
For Safety-Check Programs 


Three Minnesota cities have been 
named winners of the “State Award 
of Excellence” for outstanding vol- 
untary vehicle safety-check pro- 
grams conducted last May as part 
of the 1960 National Vehicle Safety- 
Check for Communities program. 

Designated as having the best 
programs in the population groups 
in Minnesota were: 25,000 to 100,- 
000 population, St. Cloud; 10,000 to 
25,000 population, Virginia; under 
10,000 population, Hutchinson. 


Cedar Rapids Firms 


Add Imported Lines 

CEDAR RAPIDS, Ia.—Allen Im- 
ports, 1024 First Ave., N.E., has 
added Triumph. It also handles Re- 
nault and Peugeot. 

Handler Imports, Second Ave. at 
Eighth St., S.E., has added Sun- 
beam, Singer and Hillman. It will 
continue to handle Triumph, Mer- 
cedes-Benz and Lloyd. 














standards during the last three 
months. 

“The actual mileage in use by 
Passenger and commercial ve- 
hicles rose from 8,855 as of March 
31, the date of the last survey, 
to 9,107 as of June 30,” Tallamy 
said, “Thus, well over one-fifth 
of the Interstate System is now 
open to traffic and new mileage 
is being completed rapidly ag the 
construction season nears its 


The Interstate System will be the 
nation’s key highway network, 
serving both civilian and defense 
requirements, and carrying about 
20 percent of the total traffic. The 
Federal-Aid Highway Act of 1956 
required the system to be designed 
to accommodate the traffic needs 


state System now in use by motor- 
ists, 3,693 miles were completed to 
standards adequate for 1975 traffic, 
and 3,140 miles were improved to 
adequacy for present traffic but 
will need additional improvement 
to bring them up to the standards 
for 1975, Toll roads, bridges and 
tunnels incorporated in the system, 
as permitted by law, totalled 2,274 
miles. 

Almost half of the mileage 
open to traffic, 4,386 miles, has 
been built or improved under the 
Federal-aid Interstate program, 
most of it on the 90-percent Fed- 
eral, 10-percent state sharing pro- 
gram launched in 1956, Work on 
the remaining 2,447 miles (other 
than toll facilities) was financed 
by the states and localities, most- 
ly before 1956, under other pro- 
grams—in many cases with Fed- 
eral aid. 

In addition to the sections open 
to traffic, 4,690 miles were under 
construction with Interstate funds 
as of June 30, and engineering or 
right-of-way acquisition was in 
progress on another 10,093 miles. 

Thus, some form of work was 
under way or completed on 23,890 


of 1975 and assumed completion of| miles of the 41,000-mile system— 


the system 1972. 
Of the 9,107 miles of the Inter- 


over half of the total, stated Tal- 
lamy. 
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Electronic Traffic Caatrebe: 


Artist's sketch shows how vehicles passing over wire loops (white rectangles in road- 
bed) buried in highway‘ pavement operate new Radio Corp. of America detector sys- 
tem for automatic traffic control. Wires provide both support for the traffic signal on 
an electrical connection to the detector unit. System can be used to record 
and speed of vehicles or to adjust signal lights to changing flow of traffic. It is an 
application of techniques used in an electronic highway system recently demonstrated 
at RCA's David Sarnoff Research Center in Princeton, N. J. 
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Service work provides added income. Any trained mechanic 
with proper instructions and manuals can handle outboard 
service work. During the winter it provides a constant source 


of service income. 


FEIID 


FOUTBOARDS 


West Bend Aluminum Co.e« Outboard Motor Division « Hartford, Wis. 
West Bend Aluminum Co. (Canada) Ltd. « Barrie, 
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Ontario 





Last year more than 39,000,000 Americans went 
boating for fun, to make boating the No. 1 family 
participation sport in America. They purchased 
more boats, more motors and accessories than 
ever before. Outboard motor sales for example, 
soared to a record 540,000 units. The whole in- 
dustry reported sales of $2,475,000,000 and ex- 
perts predict a continued increase. 

The marine industry can be a profitable “‘second 
business” for yourself or for your son. It will 
pay you to look into West Bend’s “Provrct--- 
BELLWEATHER.”’ It’s a unique franchising plan 
for developing a sound profitable business in the 
fast growing marine field. West Bend “‘ProJEctT 
---BELLWEATHER’”’ includes: 


@A long term area protection according to boating potential. 


@A full line of motors ranging from a New Tiger Shark 
large HP motor soon to be announced, through the proven 
Golden Shark 40 HP, Silver Shark 25 HP, 18 HP, and 12 HP, 
7¥2 HP Special to the 2 HP Shrimp. 


@Full scale factory-service training schools for dealer 
personnel. 


@A complete year’s warranty program on both parts and 
labor. 


@A field merchandising service for new national advertising 
backing in leading magazines. 


@A generous co-operative advertising program for build- 
ing marine dealer strength in their own territories. 


/f you have been looking at the boating field and are well 
financed and sound in business practices, our West Bend 
representative would like to discuss this new area franchise 
plan with you. 
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Automotive Cartoon 


Of the Week 


Events 


% Evrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Sept. 11-13—New Hampshire Automobile 
oe fares Farragut House, Rye 
eac am. * 

Sept. 12-13—Minnesota Automobile Deal- 
ers o., Leamington Hotel, Minne- 
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Chairman of Board and President—Mrs. George M. Slocum “indians ae 

| Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M. Finlay. So. wr oe a, Dealers 
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) Service & oh ge ae ce cee * toshes' be — Sept. 18-19—Kentucky Automobile Dealers 
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SALE 
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John E. Walsh, Agnes Stewart, Audrey Lincicome. Sept. 30-Oct. | — Montana Automobile 
Business and Advertising Manager—Richard L. Webber. ealers Assn., Rainbow Hotel, Great 
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—Eugene M. Conrad: Birmingham, Ala.—Stuart Riddle; Boise—Robert J. Brown Jr.; Boston—| Dec. 5—Utah Automobile Dealers Assn., 
Guy Livingston; Boulder—Ernest Fair; Buffalo—G. E. Toles; Chicago—David J. Atchison; Cin- Newhouse Hotel, Salt Lake City. 


Sine aa ‘ Sant key: Columb: Jan. 15-19—National Independent Auto- 
cinnati—Allan R. Heim; Clearwater, Fla.—E. C. Bash; Cleveland—Sanford Markey; Columbus— mobile Dealers Assn., Eden Roc Hotel, 





H. S. Perdue; Dallas—C. K. Cates: Denver—ira Alexander; Des Moines—F. W. Lazell; Fairbanks, Miami 

Alaska—Jerome F, Sheldon; Fort Worth—William Stone; Harrisburg—George Shelley; Houston! j,, 28 Feb, | — National Aatomobite 
—Ruby Fenoglio, Louis Alexander; Huntington—William E. Francois; Indianapolis—C. L. Kern, Dealers Assn., Sen Francisco, 

David G. Watson; Jackson—Thomas Herrington; Jefferson City—L. H. Houck; Little Rock—Inez| March 13-14—Louisiana Automobile Deal- 
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—Charles Sampas; Manchester, N. H.—Guy Langley; Marthaville, La.—E. E. Gentry; Miami— leans. s 

Trescot Goode; Milwaukee—Benn Ollman; Minneapolis—Donald Lyons; Montgomery, Ala.— wen 7 io ae Asso- 


William Lynn; Nashville—Ed Goins; New Jersey—Bethune Jones; New Orleans—Gordon 

Hebert; New York City—Ed Brown: Norfolk—Ken Baldwin; North Kansas City—Larry E. John-| *Nay 416 “Georgia Automobile Dealers 
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Reading—Wesley Stillwell; Rochester, N, Y.—Ted Case; Salem, Ore.—F. K. Haskell; - nae “ys ne Dealers 
City—Dan Valentine, W. F. Smiley; San Antonio—J. H. Reed; San Francisco—Leon Pinkson; " ‘ *. 

Santa Fe—Lewis E. Thompson; Gulesieb-Bien Coleman; Seattle—Martin Trepp; Springfield, time Automobile Deal- 
i1.—C. C. Hall; South Bend—L. E. Dunkin; Spartanburg, S$. C.—L. D. Bray; St. Louis—John Nae, 
Rogers, Jack Bernstein; Wamego, Kans.—G. M. Hunholz; Worcester—Sidney Dorfman; Youngs- 

town—Stephen L. Ritz. Auto Shows 


Sept. 23-Oct, I—Commercial Motor Show, 
arl's Court, London, 





Letterbox 


‘Happy Birthday ..... / 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request, Address Editor, Automotive News, Detroit 7, Mich. 
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Capsule Comment 


Dealer profit increases to 1.7 percent in first half, accord- 
ing to NADA’s quarterly survey. 
What’s more encouraging, fewer than 10 percent of the 
franchised dealers finished in the red. 


* * 


American Motors President George Romney expects still 
deeper sales gains for the compacts. 
Maybe it should be called the “shrinking” ’60s for cars. 


Referral new-car selling is explored from all angles in 


an AUTOMOTIVE NEWS series. 


Bird-dogging in new feathers? 


Volkswagen’s first national press preview follows the 


American style. 


gasoline and oil taxes, collected by states 
to building and maintenance of highways; 
R { 3. Guard the precepts of individual freedom, which made the U, S. A. 

great and gave its citizens more of the better things of life than anywhere 


Oct. 6-16—Paris Automobile, Bicycle, Mo- 
torcycle and Sports International Ex- 
position, Grand Palais, Paris. 

Oct, 8-23—Dallas Auto Show, Texas State 
Fairgrounds, Dallas, 

Oct, 14-16— Empire Motor Show, Denver 
Coliseum, Denver, 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 19-23 — Autorama, Industrial Arts 
pte. Exposition Park, West Springfield, 


ass. 

Oct. 19-23—International Foreign and 
Sports Car Show, Commonwealth Ar- 
mory, Boston. 

Oct. 19-29— International Motor Show, 
Earl's Court, London. 

Nov. 3-13 — International Automobile 
Show, Turin, Italy. 

Nov, 4-13 — Seattle Auto Show, Armory, 
Seattle. 

Nov. 5-12—Philadelphia Auto Show, Grand 
Exhibition Hall, Trade and Convention 
Center, Philadelphia. : 

Nov. 5-13— World Car Show, Roosevelt 
Raceway, Westbury, L. I., N. Y. 

Nov. 9-12—Denver Auto Show, Coliseum, 


Denver. 

* Nov. 12-19—Albany Auto Show, Wash- 
ington Ave. Armory, Albany, N. Y 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan, 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 


Miami. 
Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 
* * 7 


General 
Sept. 6-16, 1960—Production Engineering 
how, Navy Pier Spicege. 
Sept. 6-16, 1%60—Machine ool Exposition, 
International Amphitheatre, Chicago. 
Sept. 12-15—National Truck Leasing Sys- 


Responsible Role 


Congratulations to AUTOMOTIVE 
News on its 35th Anniversary. 


I have been an avid reader of 
AvuToMoTIVE News since 1936; have 
found each issue packed with in- 
teresting reading and always a 
source of informative material and 
goings-on pertaining to all seg- 
ments of the automotive industry. 

Automotive News has notably 
fulfilled a responsible role in the 
growth of America’s automotive in- 
dustry, and I sincerely wish you 
many, Many more years of success. 
—Ep CuHarney, The Branham Co., 
Detroit. 

* J * 


Best Wishes 


Congratulations to you on this 
thirty-fifth anniversary of AuToMo- 
tive News.—Haroitp D. Draper, Sag- 
inaw, Mich. 

* * aa 


Both Sides 


Congratulations on your 35th an- 
niversary. I have read the news in 
Automotive News for many years. 
It covers its field in an outstanding 
and interesting way. 

Many changes have come: The 
turn of the people to “compacts;” 
the shift of automobile financing 
from finance companies to banks. 
Other changes are obviously com- 
ing. 

Your publication is well written, 
gives both sides on controversial 


formed on what is going on in 
motordom. 


I had a particular interest in the 
articles which Ned Jordan wrote 
at one time. His writing had a “lilt” 
to it. 

May your publication have many 
more happy and prosperous years. 
—G,. F. Atcort, agency supervisor— 
bank plan, State Farm Insurance 
Companies, Bloomington, IIl. 

* * * 


Fine Staff 


Happy Birthday to AUTOMOTIVE 
News and all its fine staff. Best 
wishes for many more. — Amos T. 
CrowL, manager, Motor Car Dealers 
Assn. of Northern California, San 


Francisco. 
* * * 


Up in the Air 

Re “Capsule Comment” in the 
Aug. 22 issue: My memory beats 
yours, The Arrow airplane used the 
Ford V-8 engine. The Wiley Post 
biplane used the Model A engine. 
I’ve flown both! Ford dealer for 
45 years.—R. J. Scuvuette, Schuette 
Motor Co., Lebanon, Kans. 

ok * * 


Who’s Oldest? 


As public relations counselor for 
Peugeot, Inc., I must take exception 
to the statement appearing on Page 
48 of the Aug. 15 issue of AuTomo- 
TIVE News in which the ’92 Benz 
was referred to as the “oldest car in 
operation on earth.” 


An 1891 Peugeot, in original con- 


tem, Sheraton Towers Hotel, Chicago. subjects, and keeps one well in- 


The Big Stories 


35 Years Ago—1925 
Confirmation of the merger involving General Motors Corp. and 
Austin Motors, Ltd., of England was given by Alfred O. Sloan jr.. GM 
president . . . Estimates based on Internal Revenue records placed || Buick Sales Test Lauded 
a ‘ P Ford Motor Co.’s net earning for 1924 at $115,452,120. : 
| Senate vote favors car dealers’ historic exemption from 20 Y A 1940 As a Buick salesman, I want to 
minimum wage-hour provisions. Despit core Age . congratulate you on your -» Stticle 
pite rises in materials and operating costs, Buick’s 1941 models Sales Testing the ’60 Buick,” which 


Start of the “domestic imports?” 


dition, is owned and still occasion- 
ally driven by William Pollock, of 
Pottstown, Pa. Incidentally, it was 

the subject of a press release sent 

out prior to the Fourth Interna- 
tional Automobile Show in New 
York.—Watt Woron, New York. 

mn * * 


Auto Wonderland at this year’s National Auto Show will 
feature a consumer-opinion poll on new-car features. 
A first gauge of Motor City likes and dislikes. 


As one Senator pointed out, find a dealer who doesn’t have been held to an average increase of 2.12 percent ... Plymouth, || appeared in the Aug. 1 edition of 
Hudson, Studebaker, Pontiac and Buick introduced their 1941 models || Automotive News. 


ay his help far more than the minimum wage. 
wey ? this week. I have been selling Buicks for 
° .. ° 10 Years Ago—lI 950 approximately 10 years, and with- 
August was the second best production month in the history of the || Ut a doubt, it is the best that I 


Current buildout bonuses by several makes omit quota || United States auto plants. The industry produced 817,151 cars and have ever sold. Your article will aid 
tie-ins for the first time. trucks. It was the second month in history that the industry turned || me in selling more ’60 Buicks. — 


7 Z ‘ out more than 800,000 units. Martin F.. Herr, McMackin Buick 
Overcoming an objection from many dealers. S Co., Collinsville, Til. 
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ales Conditions in Various Areas... 





Auto Market Reports 


Salt Lake City 

July registrations of new cars 
numbered 1,297 in Salt Lake Coun- 
ty (Salt Lake City), compared with 
1,191 in June. 

By makes, registrations were: 
Chevrolet, 313; Ford, 272; Rambler, 
111; Plymouth, 95; Comet and Mer- 
cury, 80; Pontiac, 79; Oldsmobile, 
63; Dodge, 58; Buick, 31; Cadillac, 
25; Chrysler, 14; Studebaker, 13; 
DeSoto, 8; Lincoln, 7; Imperial, 3, 
and miscellaneous, 125. 

New-truck registrations totalled 
322 in July, compared with 250 the 
previous month, By makes, they 
were: Chevrolet, 97; Ford, 120; In- 
ternational, 32; GMC, 28; Dodge, 
14; Willys, 11; White, 10; Diamond 
T, 2; Mack, 2, and miscellaneous, 6. 

* * * 


San Antonio 

The new-car sales curve, as de- 
picted by July registrations, con- 
tinued downward in San Antonio, 
with dealers hanging on and hop- 
ing for an upward turn in the fall. 

The July count was 1,185, com- 
pared with 1,327 in June. By 
makes: 

Chevrolet, 376; Ford, 307; Pon- 
tiac, 75; Rambler, 70; Comet, 67; 
Oldsmobile, 65; Buick, 49; Dodge, 
49; Cadillac, 26; Plymouth, 22; 
Valiant, 21; Chrysler, 10; Opel, 
10; Mercury, 9; Volvo, 8; Vaux- 
hall, 4; English Ford, 3; Imperial, 
3; Lincoln, 3; MG, 3; Simca, 3; 
Jaguar, 2; Studebaker, 2; DeSoto, 
1, and miscellaneous, 3. 
New-truck registrations amount- 

ed to 186, compared with 187 the 

previous month, By makes: Chev- 

rolet, 75; Ford, 65; International, 

13; GMC, 11; Dodge, 5; White, 5; 

Willys, 5; Mack, 3; English Ford, 

2; Diamond T, 1, and Renault, 1. 
—J. H. Reep 

* * * 


Youngstown, O. 


A total of 1,095 new cars were 
sold in Mahoning County (Youngs- 


town), O., in July, a decline of 
more than 20 percent fom June, 
when the count was 1,373. 

By makes, registrations were: 
Chevrolet, 292; Ford, 137; Dodge, 
136; Pontiac, 85; Rambler, 71; Fal- 
con, 55; Buick, 44; Oldsmobile, 39; 
Plymouth, 33; Corvair, 32; Comet, 
30; Valiant, 27; Mercury, 21; 
Chrysler, 18; Volkswagen, 16; Cad- 
illac, 11; Studebaker, 11; DeSoto, 
4; Lincoln, 3; Checker, 1, and mis- 
cellaneous, 13. 

Used-car transactions numbered 
1,943 in July, compared with 2,170 
in June, 

New-truck registrations amount- 
ed to 97 in July, compared with 101 
a month earlier. By makes: Chev- 
rolet, 30; Ford, 27; International, 
14; Dodge, 11; GMC, 5; Divco, 2; 
Studebaker, 2; Volkswagen, 2; 
White, 2, and Willys, 2. 


* * * 


Hartford 


A total of 2,699 new cars were 
registered in Hartford in June, 
compared with 3,596 a month ear- 
lier. 

By makes, they were: Chevrolet, 
571; Ford, 328; Rambler, 217; Fal- 
con, 167; Dodge, 157; Pontiac, 152; 
Plymouth, 119; Oldsmobile, 110; 
Comet, 106; Valiant, 105; Buick, 96; 
Mercury, 82; Corvair, 72; Chrysler, 
52; Cadillac, 48; Studebaker, 32; 
DeSoto, 13; Lincoln, 10; Imperial, 
4, and miscellaneous, 258. 

—Tuomas L, FORBES 
oe * * 


Columbus, O. 


A decline of more than 17 per- 
cent marked new-car registrations 
in Columbus and Franklin County, 
O., during July, when the total fell 
to 2,258 from the previous month’s 
2,749. 

By makes, registrations were: 
Chevrolet, 485; Ford, 313; Falcon, 
213; Plymouth, 163; Dodge, 157; 
Pontiac, 152; Rambler, 144; Valiant, 
120; Oldsmobile, 100; Corvair, 69; 


Comet, 53; Buick, 47; Volkswagen, 

46; Mercury, 39; Studebaker, 39; 

Cadillac, 29, and Chrysler, 11, 
DeSoto, 11; Austin, 6; Fiat, 6; 

Triumph, 6; Renault, 4; Willys, 

4; English Ford, 3; Imperial, 3; 
Lincoln, 3; Metropolitan, 3; Saab, 

3; Simea, 3; Singer, 3; Volvo, 3; 

Borgward, 2; Hillman, 2; MG, 2; 
Opel, 2; Vauxhall, 2, and miscel- 

laneous, 7. 

New-truck registrations, mean- 
while, rose to 191 from the 168 re- 
corded a month earlier. By makes, 
they were: Chevrolet, 61; Ford, 55; 
International, 23; GMC, 20; Dodge, 
13; Volkswagen, 5; White, 4; Divco, 
3; Autocar, 2; Mack, 2, and Wil- 
lys, 2. 

—STEPHEN J. ScCHMIEDL 


+* oe Oo 
Philadelphia 

A total of 5,740 new cars were 
registered in Philadelphia County 
in June, compared with 5,449 in the 
same month a year ago. 

By makes, registrations were: 
Chevrolet, 1,621; Ford, 924; Dodge, 
799; Rambler, 469; Plymouth, 355; 
Pontiac, 261; Oldsmobile, 233; 
Comet, 160; Cadillac, 137; Buick, 
123; Studebaker, 86; Chrysler, 81; 
Mercury, 65; DeSoto, 42; Lincoln, 


16; Imperial, 8, and miscellane- 
ous, 360. 
—ALLEN SOMMERS 
* * * 
Dallas 


A total of 3,302 new cars were 
registered in Dallas in July, com- 
pared with 3,633 in June. 

New-truck registrations, mean- 
while, declined to 324 from 445. 

By makes, new-car registra- 
tions were: Chevrolet, 1,059; Ford, 
730; Pontiac, 246; Oldsmobile, 
242; Rambler, 161; Buick, 127; 
Dodge, 113; Valiant, 83; Cadillac, 
81; Volkswagen, 64; Plymouth, 
58; Checker, 50; Vauxhall, 46; 
Chrysler, 36; Renault, 32; Comet, 
23, and Studebaker, 18, 

Imperial, 14; Triumph, 13; Opel, 


12; Mercury, 11; English Ford, 10; 
Fiat, 9; Lincoln, 9; Metropolitan, 
9; Austin-Healey, 7; Mercedes- 
Benz, 5; Simca, 5; Taunus, 5; MG, 
4; Morris, 4; Peugeot, 4; Volvo, 4; 
DeSoto, 3; Porsche, 3; Sunbeam, 2; 
Willys, 2, and miscellaneous, 3. 

Truck registrations were: Chev- 
rolet, 138; Ford, 104; International, 
43; GMC, 8; Volkswagen, 7; Dodge, 
5; White, 5; Commer, 4; Mack, 4; 
Peterbilt, 4; Kenworth, 1, and 
Willys, 1. 

—Rusy FENoGLIo 
ok a a 
Billings, Mont. 

A total of 273 new cars were 
registered in Yellowstone County 
(Billings), Mont., in July, compared 
with 316 in June, a loss of nearly 
14 percent. 

By makes, registrations were: 
Chevrolet, 59; Ford, 28; Buick, 22; 
Rambler, 22; Oldsmobile, 17; Dodge, 
16; Falcon, 14; Studebaker, 11; 
Corvair, 10; Plymouth, 9; Pontiac, 
9; Comet, 7; Mercury, 7; Valiant, 7; 
Volkswagen, 7; Cadillac, 4; Check- 
er, 4; Willys, 4; Renault, 4; Chrys- 
ler, 2; Lincoln, 1, and miscellan- 
eous, 9. 

New-truck registrations number- 
ed 46 in July, down 28 percent from 
the previous month’s count of 64. 
By makes, they were: Chevrolet, 
20; Ford, 10; International, 8; GMC, 
4; Dodge, 2; Volkswagen, 1, and 
White, 1. 


* * * 


Cincinnati 

New-car registrations in Hamil- 
ton County (Cincinnati) amounted 
to 3,091 in July, compared with 
3,657 a month earlier. There were 
3,409 new-car registrations in July, 
1959. 

By makes, registrations were: 
Chevrolet, 829; Ford, 560; Rambler, 
240; Pontiac, 221; Oldsmobile, 204; 
Dodge, 184; Valiant, 165; Buick, 
164; Plymouth, 83; Comet, 64; Cad- 
illac, 63; Volkswagen, 57; Mercury, 
47; Studebaker, 39; Chrysler, 22; 
Austin, 18; Opel, 18; English Ford, 
16; Renault, 15; Metropolitan, 10; 
Triumph, 7, and Imperial, 6. 

DeSoto, 5; Hillman, 4; Porsche, 

4; Fiat, 3; Jaguar, 3; MG, 3; 

Saab, 3; Lincoln, 3; Vauxhall, 3; 

Simca, 3; Sunbeam, 3; Taunus, 
2; Morris, 2; Mercedes-Benz, 2; 

Borgward, 2; BMW, 2; Willys, 2; 
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Peugeot, 2, and miscellaneous, 5. 

New-truck registrations totalled 
238, compared with 338 a month 
earlier and 294 in July, 1959. 

By makes, registrations were: 
Chevrolet, 61; Ford, 57; GMC, 36; 
International, 30; Willys, 15; Dodge, 
12; Volkswagen, 10; Mack, 7; 
White, 5; Diveo, 3; Diamond T, 1, 
and Hendrickson, 1, 

Used-car registrations in July 
amounted to 3,933, compared to 
4,581 a month earlier. Used-truck 
sales numbered 172 in July, com- 
pared with 179 the previous month. 

—ALLAN R, Hem 
* * + 
Detroit 

A total of 12,463 new cars were 
registered in Wayne County (De- 
troit) during July, compared with 
13,272 in June and 14,132 in July 
a year ago. 

By makes, registrations were: 
Chevrolet, 2,761; Ford, 2,247; Dodge, 
1,051; Falcon, 1,006; Pontiac, 847; 
Oldsmobile, 561; Comet, 528; Mer- 
cury, 509; Rambler, 499; Buick, 
453; Valiant, 443; Plymouth, 340; 
Corvair, 326; Cadillac, 282; Chrys- 
ler, 140; Volkswagen, 77; Renault, 
56, and Lincoln, 53. 

Studebaker, 42; DeSoto, 31; 
Imperial, 20; Metropolitan, 19; 
Triumph, 18; Simca, 17; Opel, 15; 
Fiat, 14; English Ford, 12; Hill- 
man, 12; Taunus, 12; MG, 8; Peu- 
geot, 8; Austin-Healey, 7; Mer- 
cedes-Benz, 7; Volvo, 5; Willys, 
4; DKW, 3; NSU Prinz, 3; Saab, 
3; Vauxhall, 3; Austin, 2; Sun- 
beam, 2, and miscellaneous, 4, 

New-truck registrations number- 
ed 729 in July, compared with 748 
a month earlier and 815 a year ear- 
lier. 

By makes, they were: Ford, 284; 
Chevrolet, 251; GMC, 58; Dodge, 
50; International, 28; Willys, 19; 
Diveo, 5; White, 5; Mack, 4; Stude- 
baker, 4; Autocar, 3; Diamond T, 1, 
and miscellaneous, 17. 





Dunn Motors in New Home 


CURTICE, O. — Dunn Motors 
burned out in a fire in 1959, has 
formally opened its new salesroom 
and garage at Brown and N. Cur- 
tice Rds. The new property repre- 
sents an investment of more than 
$100,000, according to Clifford 
Dunn, owner. 





SELL DATSUN! The fine imported small car that’s thoroughly American! 


Japan’s exciting “ 








new 





Datsun is the magnificent 1960 answer to the need for a truly 


unusual new American small car that can be built efficiently overseas. 
Delightfully American in advanced design, comfort and conveniences, 


the handsome Datsun comes through with sparkling performance 
and meaningful gas saving. Solid and sound, and a dream to 
handle, every Datsun is American-inspired in specifications. 


Built with legendary Japanese care in Yokohama’s great Nissan 
works, one of the largest, most efficient plants on earth. 


DATSUN 
4-door Bluebird Sedan, 
$1695, p.o.e. 


GOOD LOCATIONS OPEN ALL OVER U.S.A. 


Wire or write right away for the sensational Datsun proposition— 
the industry's most attractive franchise arrangement. Small invest- 
ment—good profit with almost no overhead. Address nearest 
distributor. HAWAII: Von Hamm -Young Co., Ltd., P.O. Box 2630, 
Honolulu 3. WEST: Woolverton Motors, 5967 Lankershim Bivd., 
No. Hollywood, Cal. MID-SOUTH: Southern Datsun Dist. Co., 
1501 Clay St., Houston, Tex. CENTRAL & EAST: Luby Datsun 
Dist., Ltd., 107-36 Queens Bivd., Forest Hills 75, N.Y.C. 
NISSAN MOTOR COMPANY, LTD. ¢ TOKYO, JAPAN 


SINCE 1926. 


DATSUN 





4-door Station Wagon, $1969, p.o.e. 





DATSUN 
Pickup Truck, $1696, p.o.e. 


ATSUN 





BLUEBIR D 














DATSUN PRICES 


RANGE FROM $1595 
TO $1996 


p.o.e. West Coast 





Sports Convertible, $1996, p o.e. 
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Commercial Car News 


4 Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 


Training on Trucks 
Can Step Up Sales 
And Stabilize Staff 





a to the thinking of 
many truck dealers, especially 
those who handle both trucks and 
cars, a spot survey indicates that 
training of truck salesmen pays off 
not only in greater sales but also 
in the fact that most of the men 
who have gone through a training 
program stay with the dealer who 
put them through the course. 

Ford made the survey on 160 
graduates from its Truck Sales- 
man’s Workshop and found that 


Ford to Warrant 
Big Engines for 
100,000 Miles 


EARBORN.—A 100,000-mile or 

24-month warranty on Ford 
Super Duty truck engines has been 
announced by Ford Division. 

Ford said it is the industry’s 
most complete and extensive 
warranty on gasoline engines. 

The warranty applies to all major 
components of the three Ford Su- 
per Duty engines, which are avail- 
able in 12 models of heavy and 
extra-heavy trucks, including Tilt- 
Tandem models, 

Wilbur Chase, the division’s 
truck marketing manager, said the 
warranty has been extended by the 
company to all of its authorized 
Ford heavy duty truck dealers and 
that a similar warranty will be 
extended by them, directly or 
through other authorized Ford deal- 
ers, to cover all 1960 Super Duty 
trucks, for repairs performed on 
or after Aug. 15, 1960. 

+ * ao 


“JOR the first time,” Chase said, 
“dealers will be able to make 
prompt, on-the-spot warranty de- 
cisions for up to two years or 100- 
000 miles of service—the most 
liberal dealer adjustment policy 
ever presented by the industry.” 

He said that many Ford Super 
Duty trucks have run well over 
200,000 miles without need of major 
repair. “And,” he added, “the new 
warranty is further positive proof 
of the company’s confidence in the 
reliability and durability of its 
product.” 

Repairs meeting the conditions 
of the newly established war- 
ranty to heavy duty truck dealers 
can also be made by any author- 
ized Ford dealer. 

Ford’s previous warranty pro- 
gram on Super Duty truck engines 
was the same as on cars, 4,000 miles 
or 90 days. 





Red Lights on Vehicles 


Probed in California 


SACRAMENTO, Calif. — Cali- 
fornia’s State Assembly Commit- 
tee on Transportation and Com- 
merce is considering the problem 
of too many red lights on vehi- 
cles. Assemblyman L. M. Back- 
strand has termed the present 
law concerning emergency vehi- 
cles as “too vague.” 

Captain Harold K. Jacobs, of 
the State Highway Patrol, testi- 
fied the use of flashing red lights 
on moving vehicles should be re- 
stricted to emergency vehicles— 
police cars, fire engines and am- 
bulances. He urged that red lights 
for standing vehicles be restricted 
to a minimum. He said amber 
lights should be used exclusively 
te warn traffic to slow down. 











92.1 percent of them were work- 
ing for the same dealers six 
months after taking the training 
course, 

Ford also found that the sales 
productivity of these salesmen had 
increased 64.1 percent in the sale 
of new trucks, 47.8 percent in sales 
of used trucks, 16.7 percent in 
new cars and 19.5 percent in 
used cars in a six-month period. 

Surprisingly, too, it found that 
47.9 percent of these graduates had 
increased their own income by 
more than $100 per month at the 
end of the first six months after 
they completed the course. One 
out of 20 had been promoted to 
management, 

ca 


+ * 

| iaerad this small sample indicates 

what good truck men all know 
—Trained men will make more 
money for themselves and their 
dealers than those who go about 
the job without at least a basic 
training on how to approach the 
job. 

It indicates that when salesmen 
concentrate on selling product in- 
stead of deals, profits immediately 
go up. 

Here is a factual basis for the 
statement made recently by a 
high-ranking truck sales manager 
to the effect that 90 percent of 
the problems of the average 
truck dealer would practically 
disappear, if he would insist that 
his salesmen sell the product and 
know enough about the prod- 
uct so that they could make 
factual recommendations to the 
prospect. 

Body and truck equipment dis- 
tributors also know that their oper- 
ations would smooth out consider- 
ably and they and truck dealers 
would make more money, if more 
dealers endeavored to sell trucks 


properly. 
* + 


Get Little Attention 


OST truck factories have some 
type of truck salesman train- 
ing program, usually under the 
guidance of the district or zone 
truck manager. Only Dodge has 
realized to date that these men 
are so busy with the “nuts and 
bolts” tasks that salesman training 
gets far too little attention. 
Dodge has one man in each 
region whose primary job is to 
conduct truck sales classes and 
work with the salesmen who need 
to know more about selling the 
product and the fundamentals of 
(Continued on Page 19, Col, 4) 





Chevrolet Lays Out Truck Display— 


Chevrolet educates entire field force on truck equipment potential. The above 
model layout shows the display of cars and trucks that will be staged in giant Cobo 
Hall, Detroit. It will be seen and inspected by over 1,800 Chevrolet field representa- 
tives, including all regional and district managers and travellers, at a national sales 


conference starting Sept. 7. 
~~ = © 


Huge Equipment Show Set 
For Chevy Sales Meeting 


7 ACQUAINT its entire field 
organization with vocational 
applications of its commercial ve- 
hicles, Chevrolet will stage the 
largest special equipment showing 
at any national sales convention in 
its history starting Sept. 7 in De- 
troit. 

Opening of the city’s giant new 
Cobo Hall made available for the 
first time adequate space for dis- 
playing a wide variety of trucks 
fitted with special bodies and 
equipment in connection with the 
annual wholesale meeting. 

More than 1,800 field men, 
from zone and district managers 





Top Trucks 


New-truck registrations for six 
months, plus 34 states for July: 


1960 ‘1959 
Pos. Make Pos. 
1—179,471 Chevrolet 181,521— 1 
2—158,482 Ford 149,354— 2 
3— 63,062 Internat. 55,025— 3 
4— 44,394 GMC 38,473— 4 
5— 23,887 Dodge 29,921— 5 
6— 15,905 Willys 14,346— 6 
7— 8,698 White 8,368— 7 
8— 6,578 Mack 71,7388— 8 
9— 2,704 Studebaker 3,471— 9 
10— 1,545 DiamondT 1,463—10 
1l— 657 Brockway 598—11 
24,815 Misc. 22,118 
Total All Makes 
530,698 512,446 


Further details on Page 40. 





down, will have a chance to view 
at close range the 35 trucks and 
commercial cars, 20 of which will 
be equipped with special bodies 
and equipment fitting them for 
the work they are designed to do. 

Drawn up for inspection will be 
a vocational exhibit that ranges 
from a half-ton panel to a tandem 
concrete mixer. Three of the ve- 
hicles equipped with a _ beverage 
body, Skyworker and refuse collec- 
tion body are activated. 

Also included in the exhibit are 
dry cleaners’ type panel body, 
camper body, stand drive milk de- 
livery, utility body with front 
mounted winch, six-man cab con- 
version, hydraulic lift gate, combi- 
nation stock and grain body, Sky- 
worker used by sign companies and 
others who have to lift men to 
various heights to do their work, 
beverage body and refuse collection 
body. 

Also in the display will be 
trucks equipped with tractor 
equipment, dump body (10 to 12 
yards) concrete mixer, wrecker 
with snow plow mounted, small 
bus, dump body and large snow 
plow, one-man cab lumber body 
and fire apparatus. 

Following the showing to the 
wholesale force, it is understood, 
Chevrolet will also invite in deal- 
ers, truck managers and truck 
salesmen from the Flint and De- 
troit zones one day and the Fort 
Wayne and Cleveland zones an- 
other. 

An abbreviated show will go out 
to the rest of the country. 





sign trucking industry would 
have registered more than half 
a million units in the first six 
months of this year if the farm 
states had not fallen behind last 
year’s purchases for the period. 

Fifteen of the 17 states that 
registered fewer trucks in the 
first half of 1960 than in the like 
period of 1959, are considered 
farm states. It brings up the 
question of whether it was farm 
income or the bad spring weather 
that caused the letdown. 

Six of the eight states that failed 
to register as many passenger cars 
for the period also fell down in 
truck sales. It is interesting to note 
that all eight states that failed to 
hit last year’s mark for the per.od 
were farm states. 

The states that failed to meet 
last year’s truck sales total were 
Colorado, Delaware, Florida, Illi- 
nois, Kansas, Louisiana, Minnesota, 
Rhode Island, North Carolina, 
South Carolina, Missouri, Iowa, 
Montana, Nebraska, North Dakota, 
South Dakota and Washington. 

* * * 


TS last six of those states, plus 
Idaho and Oklahoma, also failed 
to register as many passenger cars. 

The 17 states failed to meet last 
year’s truck sales for the period by 
8,705 units. Add that figure to the 
491,435 registrations that were 
chalked up for the first six months 
of the year and we would have had 
500,140 sales for the first half. 

Iowa was the big loser in regis- 
trations, being 2,202 sales behind 
last year for the period. 

Only four of the major truck 
manufacturers were behind last 
year’s first-half sales, They were 
Chevrolet, Dodge, Mack and Stu- 
debaker. 

States that gained in truck sales 
for the period over last year were 
led by Georgia, up 4,500 more; New 
York, up 4,200; California, up 3,000, 
and Michigan, up 2,000. 

The failure of the farm states to 
meet last year’s sales means that 
the sale of light trucks under two- 
ton capacity was hit hardest. While 
26 percent of all trucks in this 
country are on farms, according to 
surveys made by the departments 
of Commerce and Agriculture, 88 

(Continued on Page 20, Col, 3) 





Axle Know-How Is Vital in Selling Trucks 


A= perhaps have never 
played a more important part 
in truck history than they do today, 
even though in the early days of 
the cargo haulers they made the 
truck possible, 

Important as axles are, there 
still are many truck dealers and 
salesmen who fail to recommend 
the proper type of axle for the 
customer’s type of haul. 

This is vividly brought out by 
the experience of a truck salesman 
who was trying to sell a new truck. 
After he had shown his product to 
the prospect, the potential buyer 
said: “But your truck has no win- 
ter-driving gear.” 

After questioning, the salesman 
found that the prospect had been 
sold a truck with a two-speed axle 


which had the shift lever on the 
floor of the cab. The owner said he 
had been told by the salesman 
that he should shove the lever for- 
ward for winter driving and back 
for summer driving. And the cus- 
tomer had been following that ad- 
vice for years. 

There are many distinct operat- 
ing advantages for a two-speed 
axle, but it would take a very im- 
aginative and poorly informed 
salesman to come up with such an 
explanation as to why anyone 
should buy a truck with a two- 
speed axle. 


* * * 


Chain Drive Big Factor 
F IT HAD not have been for the 


great gear reductions made pos- 
sible by the chain drive, the early 


predominate drive, the low-powered 
engines of those pioneer days never 
would have been able to haul suf- 
ficient loads to make a truck prac- 
tical. 

The chain-drive rear axle was 
a natural evolution of the auto. 
Engineers and inventors had de- 
veloped the car axle with its ring 
gear and pinion. 

Car axles were too light for truck 
work, so the natural evolution was 
to put the load on a dead axle, 
equip the rear wheels of the truck 
with a big “toothed” ring that 
would mesh with chain, put cogs of 


Truck New Products 


Page 28 





the same type on the outer ends 
of a car axle, fasten the live axle 
to the frame of the vehicle and 
drive the rear wheels by chains 
from the cogs on the live axle to 
the big cogs on the wheels. 

While many gear reductions 
could be gained by lessening the 
number of teeth on the cogs on the 
driving axle and increasing the 
teeth on the cogs attached to the 
rear wheels, the chain drive had its 
disadvantages. 

They were noisy, the chains 
would stretch and fly off the wheels 
and, being open to all of the abras- 
ives in the road dirt, chain drives 
wore out quite fast. 

* 


* * 

S° ENGINEERS began develop- 

ing enclosed drives that would 
(Continued on Page 19, Col, 1) 








yuld 
alf 
six 


last 


led 
ars 
in 
ote 
to 
10d 


eet 
ere 
lli- 
ta, 
na, 


ta, 


ee a! 


4 
nile 





Research and Development at Work 


The Breath of Death! Tiny bubbles seeping up through a liquid. 
The tell-tale breath of death that Midland-Ross engineers have 
purged from Midland brake systems. One more decisive step in 
research and development at Midland-Ross that protects auto- 
motive America. 


AIR, AIR AIR 
BRAKES COMPRESSORS CONTROLS 





VACUUM 
POWER BRAKES 


MIDLAND-ROSS @. 
CORPORATION § \euy 


OWOSSO DIVISION OWOSSO, MICHIGAN 
ONE OF THE “400” LARGEST AMERICAN CORPORATIONS 


CONSOLIDATED 


DIE 
CASTINGS TRANSPORTATION EQUIPMENT 








If Buyer Is to Get Proper Unit for His Needs . . . 





Truck Seller Must Know Axles 


(Continued from Page 16) 


accomplish the same objective and 
get away from the noise, rapid wear 
and undependability of chains. 

By the mid-teens, the war of the 
axles was on in the truck business. 

An engineer had invented what 
he called an internal gear drive, 
in which the live axle was moved 
back near the dead axle, and 
spur gears engaged a spur ring 
gear on the wheels which still 
were mounted on the dead rear. 


Timken Detroit Axle Co. had 
begun importing worm gears devel- 
oped by David Brown Co. of Eng- 
land and building them into a com- 
pletely enclosed axle much as they 
are built today. 

Still another engineer had ac- 
complished the same results by us- 
ing spur gearing in an enclosed 
axle similar to the way Timken had 
adapted the worm. This was the 
first double-reduction axle. 

Both axles ran in a bath of oil, 
were relatively quiet and solved the 
problem of road abrasives causing 
rapid wear on the driving and 
driven cogs. 

* 


Internal-Gear Axle Cheaper 


But for years the internal-gear 
axle lived because it was cheap- 
er to build, eliminated much of the 
problems of the chain drive and 
was said to give the truck the same 
flexibility in gear reductions as the 
chain drive. 

About that time, a Western in- 
ventor came up with a different 
adaptation of the internal gear 
and for which great power claims 
were made. The Kirkwen or relay 
axle, as it was called, carried the 
load on the live axle which, in 
starting the load would climb the 
ring of the big spur gears mount- 
ed on the wheels of the dead 
axle. 

The Kirkwen axle made a perma- 
nent road out of the wheels and 
ran on the spur-ring gear mounted 
on the wheels. Since this axle was 
developed long before hydraulic 
brakes and the current flexible 
brake connections to the rear 
wheels, braking a vehicle equipped 
with this axle was always a prob- 
lem. Cable brakes were used be- 
cause of the erratic wheel action, 
and these were never too depend- 
able. 

This axle, however, did develop 
great potentials for dump work or 
any other hauling where the truck 
had to go in soft ground, because 
the action of the gearing practically 
laid its own road ahead of itself. 

On the road the action of the 
axle was weird since the wheels 
wobbled back and forth as they met 
obstructions or fell into holes in 
the road. 


* * 


* * * 


NOTHER variation of a final 

drive for light trucks was 
found in an axle named the Ruck- 
stell. It utilized planetary gears in 
the axle to obtain gear reduction. 
This axle was manufactured by 
Eaton until the middle 20s. 

Modern axles, in the main, are 
improved versions of these origi- 
nal types with the exception that 
the internal-gear drive has prac- 
tically disappeared from the mod- 
ern truck picture. The modern 
version of the chain is used by 
a few makers to convert trailing 
dead axles into power-driven 
axles where great power is not 
needed but flotation is essential. 





The former ring-gear-and-pinion | 


car axle that started out in truck 


work as the power part of the] 
chain drive has been beefed up for 


truck work until today it is used on 


Piggyback Order 
Worth $750,000 


CHICAGO. — Piggyback Leasing 
Corp. has purchased $750,000 worth 
of specially designed and engineer- 
ed trailer equipment from High- 
way Trailer Co. 

Highway Trailer has delivered 
the first 25 of the 100 trailers in- 
cluded in this order. 

The 40-foot units have full-length 
underframes with slots in the rear 
for bullboard protection, special 
rear doors and reinforced bulk- 
heads, specifically designed for pig- 
gyback operation. 








more trucks than any other type. 
It is now made in the typical 
spiral bevel and in the hypoid, 
which has the pinion offset with 
respect to the ring gear and which 
permits greater tooth-contact area. 
The single-speed axle is used to- 
day in both spiral bevel and hypoid 
versions as a single axle in trucks 
rated as high as 19,500 pounds 
GVW, and in tandem drives in 
trucks rated at 50,000 pounds GVW 
and higher. The hypoid is used 
mainly when high torque is essen- 
tial as claims of 30 percent more 
torque capacity are made for this 
gear. 
* * 


2 Types Available 


OUBLE-REDUCTION axles are 

made in both single and two- 
speed types. In the single-speed 
axle, the first gear reduction is 
gained through a typical spiral bevel 
or a hypoid ring gear and pinion 
as in the simple _ single-speed, 
single-reduction axle. 

The second reduction in a typi- 
cal Timken double-reduction is 
through helical or spur gears. In 
the Eaton type double-reduction 
axle, the second reduction is pro- 
vided by planetary gearing locat- 
ed inside the ring gear. Double- 
reduction, single-speed axles are 
used where greater pulling power 
is needed than the single-reduc- 
tion single-speed axie can deliver. 

Two-speed axles are in wide use 
today and offer the driver the se- 
lectivity of two rear-axle ranges or 
final drives. Coupled with the trans- 
mission, this type of axle thus gives 
the driver eight speeds or gear 
reductions with a four-speed trans- 
mission, and 10 speeds with a five- 
speed transmission. 

Two-speed rear axles are made in 
two basic types, double reduction 
and planetary. The shift from the 
high range to the low range is 
selected by the driver, usually by 
means of a selector button on the 
gear shift, although shifting levers 
formerly were used. 

In both types of two-speed axles, 
the first range used for normal op- 
eration, is driven through either 


a spiral or hypoid gear. 
6 * * 

i THE hypoid-helical two-speed 

rear axle, the high range is 
driven through a hypoid pinion with 
the ring gear driving helical gears. 
The low range is driven through a 
second set of helical gears which 
afford a greater reduction than the 
first, or primary set, of helical 
gears. This design is featured by 
Timken and provides double reduc- 
tion in both the high and low range. 

In the planetary type of two- 
speed axle, such as made by 
Eaton, the high range is driven 
through hypoid or spiral ring 
gear and pinion. The low range 
is driven through a spiral bevel 
or hypoid pinion and ring gear, 
and a set of planetary gears 


* 





Training Mechanics— 


George Moore, center, and Tetsuo Vada, 
right, both of Los Angeles Trade Tech, 
were among more than 50 student win- 
ners in the 1960 Plymouth “Trouble-Shoot- 
ing Contests" who took a series of special 
auto-mechanics training courses at the five 
Chrysler Corp. training centers. The courses 
were part of the youths’ prizes as winners 
of the events designed to encourage more 
young men to enter the auto mechanics 
field. The instructor here is John Schmitt, 
assigned to Chrysler's training center at 
Anaheim, Calif. 





which revolve within the ring 
gear and drive the differential as- 
sembly. This design provides sin- 
gle reduction in the high range 
and double reduction in the low 
range. 

Two-speed axles are used where 
great pulling power is needed on 
part of a trip, and more speed on 
the road on the balance. A typical 
installation can be seen in the case 
of wholesale meat or beer delivery, 
where the maximum load requires 
the low range at the start of the 
delivery run. But with a constantly 
diminishing load, the driver can 
shift to the high range near the 
end of his trip and speed up his 
operation without increasing engine 
speed. 

Expert drivers also utilize the 
two-speed to maintain higher aver- 
age speeds on hills by shifting to 
the low range before they get far 
enough up a long hill to lose mo- 
mentum. 

For low-speed heavy work, such 
| as in crane and dump work where 
great durability is a factor, the 
worm gear is still in demand. The 
simplicity and ruggedness of this 
design assure long life if top speeds 
are not required for long distances. 

* * * 


What Tandems Require 


aor single and two-speed axles 
are used in tandem drive “bo- 
gies,” depending upon the type of 
service the truck will encounter, 
but where the additional axle is 
needed due to weight laws, rough 
terrain or the need of added trac- 
tion. 

An adaptation of the old chain 
drive is seen in another version 
of the dual-rear axle “bogie,” 
where only one axle is driven by 
the trucks’ engine. When greater 
flotation is needed, or less slip- 
page is desired, the wheels on the 
dead axle often are driven by a 
V-belt from the wheels of the 
driven axle. Until these V-belts 
were made available, this type of 
| operation also used chains be- 
tween the two sets of wheels. 





(Continued from Page 16) 


selling trucks such as how to 
prospect, how to approach a cus- 
tomer and how to evaluate the 
prospect’s needs. 

These men are backed by a corps 
| of sales engineers in the field who 
| also work with salesmen on deals 
|that require more engineering 
knowledge than the average sales- 
man possesses. Dodge also has 
training centers around the coun- 
try where truck salesman courses 
are held. 








* * 


UT, in the main, truck factories 

today don’t have the manpower 
in the field to do an effective job 
of training the dealer’s truck 
salesmen so that they are thor- 
oughly prepared to sell product 
instead of deals. 

International Harvester has one 
of the most thorough training 
programs for the retail truck sales- 
man but, up to now, the program 
is largely on a “do-it-yourself” 
basis as far as the dealer’s truck 
salesmen are concerned. 

In the Harvester branches and 
retail outlets, the manager is 
charged with doing the training 
job, aided by the classroom 
material and other aids that have 
been prepared for the extensive 
“Motor Truck Salesman Develop- 
ment Program.” 

Harvester executives have re- 
cently realized that even this pro- 
gram needed expansion and the 
direction of one man whose entire 

job would be that of training re- 
tail salesmen, Just a short time 
ago, IH brought in G. Byron Healy, 
formerly motor truck district sales 
manager at Los Angeles, and put 
him in full charge of salesman 
training. 


* 


* * * 


Several Men Added 


UE TO now, the training has 
been on a periodic basis, main- 
ly during district managers’ meet- 
ings. Until quite recently, the sales- 
man working for a dealer had to 
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For Design Proposals— 


This lass shows a departure in design 
proposals for dump trailers produced by 
Galion Allsteel Body Co., Galion, O. By 
means of the four-page, 8% by 11-inch 
proposal folder, plus a carbon-underlaid 
duplicate specification page, the Galion 
sales engineer can work out his recom- 
mendation on the spot. He retains a copy 
for use of the engineering department 
and leaves the original with the buyer. 


tion equalizers tend to increase the 
ability of the truck to operate ef- 
ficiently over ice and other slippery 
roads and to give greater traction 
ability in soft mud and sand. 

Available from most truck facto- 
ries, and also as an “add-on” piece 
of equipment, are driving front 
axles to make the standard truck 
a four-wheel drive and the dual- 
drive truck a 6 x 6, or driven on 
all six wheels. 


* * * 

Factory Data Available 
EALERS and truck salesmen 
can find all of the data they 

should know about the axles of- 
fered in their line from their truck 
data books and truck-comparison 
data books, as well as promotional 
literature sent them by their facto- 
ries to keep them advised as to the 
proper axle to recommend for each 
type of an installation. 

It will pay them to study this 
information and be able to make 
sound suggestions to the prospec- 
tive buyer, regardless of what the 
buyer may think he wants. 

It may prevent them from trying 


Limited slip differentials or trac-|to sell a “winter-summer” drive. 


‘Training on Trucks Can Hike Sales 


learn by going through the printed 
course on his own with little help. 
But in the last year, several men 
have been added who are charged 


with getting better mileage out of 


this training program. 

It is expected by Harvester men 
that Healy will expand this ac- 
tivity considerably as soon as he 
is able to get his new function 
organized. 

Chevrolet’s Truck Sales Confer- 
ence program, which is claimed 
to be one of the oldest factory 
training programs on truck sell- 
ing, is one of those that is left 
pretty much up to the zone and 
district truck managers, This 
program goes on four times a 
year. Larger dealers or groups of 
dealers also can stage the pro- 
gram to train their own sales- 
men, 

Chevrolet also holds one two-day 
truck salesman’s product training 
course, said by many to be a pri- 
mary training course, following 
new-model announcements. In these 
244 schools, 6,511 retail truck sales- 
men have been given the embry- 
onic training as well as 554 dealers 
and truck managers and 968 men 
in the Chevrolet field force. 

ok + os 


N THE truck conference pro- 

gram held every three months, 
the attendance at each session has 
been from 1,520 to 2,000 salesmen 
and dealers. In these half-day ses- 
sions, usually one subject is tackled 
at a time but this topic is gone over 
in minute detail. 

In addition, Chevrolet furnishes 
its dealers with 10 different films 
on truck selling that cover demon- 
stration, heavy-duty trucks, and 
many other subjects pertinent to 
truck selling. They also furnish 
dealers’ truck salesmen with “aid” 
books, such as “Wrangling Used. 
Trucks Down the ’ol Business 
Trail,” as well as data comparison 
books on various models. 

Ford hag put 8,277 retail truck 
salesmen through its basic work- 
shop course and 811 of these have 
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Big-Bore Diesels 


Gain in Economy, 


White Reports 


CLEVELAND.—New highs in 
fuel economy with high-displace- 
ment diesel engines have been re- 
ported by White Motor Co, and 
Cummins Engine Co., Inc, in a 
coordinated research and testing 
program. 

J. N. Bauman, White president, 
said a scientifically conducted pro- 
gram resulted in White chassis 
and Cummins engine modifications 
that produced 7.3 to 18.5 percent 
more miles per gallon than other 
leading large-displacement engines. 


White is offering Cummins’ modi- 
fied NHE 180 and 195 diesels im- 
mediately in its 3400TD, 4400TD, 
5000TD and 900TD series tractors. 
Each of the engines has 743-cubic- 
inch displacement. 

Large-displacement diesel en- 
gines have been noted for their 
long life and low maintenance 
costs, Bauman said. 

“These White-Cummins tests 
prove that now it is possible to ob- 
tain small-displacement fuel econ- 
omy with them,” he said, 

The economy tests were conduct- 
ed over four months under actual 
carrier route conditions, 


When the modifications had been 
made to the White-Cummins NHE 
180 diesel and a White 9000TD 
tractor, the unit produced’ an aver- 
age of 7.05 miles per gallon pulling 
a tandem-axle trailer with a 59,000- 
pound gross load. The same tractor 
performed proportionately as well 
with a 71,500-pound gross load on 
a double-bottom rig consisting of 
tandem-axle flatbed trailer and 
four-wheel flatbed trailer. It aver- 
aged 6.02 miles per gallon with this 
load. 


Lancaster Mack Sales 

Sold to Hollinger Firm 
LANCASTER, Pa.—Sale of Lan- 

caster Mack Sales to A, B. Holling- 

er & Son, Inc., has been announced. 

No purchase price was given, 
Hollinger sells and services Dia- 

mond T trucks and White trailers. 





graduated from its advanced work- 
shop program that was only started 
in July, 1959. 

White has been using an in- 
genious method of training men 
for retail truck selling by putting 
new salesmen out selling parts 
and service to fleet owners for its 
branches and larger direct deal- 
ers. The constant contact that 
these men have with truck prob- 
lems soon educates them in the 
mysteries of truck selling and 
prepares them for the regular 
sales force. 

All in all, indications are that 
dealers are wrong when they feel 
that the factories are weak in 
their training programs as far as 
literature and programs are con- 
cerned. They can’t be blamed for 
noting the lack of enough men in 
the field whose sole job is conduct- 
ing training. 


Perhaps, like Dodge and Har- 
vester, it is time for other truck 
makers to take another look at 


their training programs and see if 
they and their dealers wouldn’t gain 
much in sales, in proper application, 
in customer appreciation of the 
product and in dealer profits by 
expanding their truck salesman 
training programs with the addition 
of more field men. 


TTMA Enrolls 


2 Foreign Firms 


WASHINGTON, — The Truck 
Trailer Manufacturers Assn. direc- 
tors have approved the member- 
ship application of the Vincent G. 
McGrath, Pty. Ltd., trailer manu- 
facturing firm of Victoria, Austra- 
lia. 

At the same time the board ap- 
proved membership for Trivellato 
S/A. Engenharia, Industria e Com- 
ercio, trailer manufacturing firm of 
Sao Paulo, Brazil. 

The present membership of the 
association includes some 60 trailer 
manufacturing firms. 








53 Trucks Delivered to Reo Distributors— 


Reo distributors and salesmen from throughout the United States and Canada 
cre shown with 53 Reo trucks and tractors on which they took delivery while attending 
the annual national sales meeting in Lansing. Embracing almost every model Reo 
truck and tractor, the vehicles were driven from the factory for delivery to Reo cus- 
tomers. A highlight of the meeting was the introduction of five new model series. 






Sell To An 
Established Market! 


Fruehauf Truck Bodies offer you 
BIG EXTRA-PROFIT Advantages! 


TRUCK DEALERS who are now selling only truck 
chassis are passing up a lucrative profit opportunity. 
Why not join the hundreds of other successful truck 
dealers who are padding their profit margin by 
selling Fruehauf truck bodies along with their 
regular chassis sales? 


For almost a decade now Fruehauf bodies have 
been “‘best sellers” with truckers who buy your 
chassis. When you sell Fruehauf truck bodies you 
have the sales asset of built-in customer acceptance. 
Fruehauf for 1960 offers you three complete lines of 
truck bodies—the custom quality, low-priced, all- 
steel ““CubeoKing’’, the handsome, economical alu- 
minum ‘‘CargoxStar’’, and the ‘‘WorkSaver’’, 
standard of the beverage industry. 


Where else but from Fruehauf can you get these 
positive selling advantages: 


© An established name in the trucking industry for over 
46 years. 


FRUEHAUF TRAILER COMPANY TRUCK BODY DIVISION 


Detroit 32, Michigan 


10952 Harper Avenue * 
SEND FULL FACTS WITHOUT OBLIGATION ON UNITS CHECKED: 





By Jack Weed 





(Continued from Page 16) 


percent of these are of two-ton 
capacity or less. 


* + ad 
Farm Trucks Are Aging 
F pcg pi to the agencies’ fig- 
ures, 62 percent of the trucks 
on farms are rated at less than 
one ton and another 26 percent are 
rated at less than two tons. 
With more than half of these 

trucks, according to the depart- 
ments’ figures, being over 10 
years old, the farmer should have 
been a prime prospect for new 
trucks this year. Weather cut 
down sales in the wheat belt last 
year as well, so the least one 
can say is that the service and 
maintenance business in these 
areas is bound to increase per- 
ceptibly. 

Also, according to the depart- 
ments’ figures, one-third of the av- 
erage farmer’s expense of operation 
is for supplies, parts and service 
labor. 

The failure of the farmers in 





these areas to come into the truck 
market the first half of the year 
also was influenced by a desire to 
see what will be brought out this 
fall in compact trucks that may 
offer lower operating costs. 

* * 


wo than 100 private truck op- 
erators have been named mem- 
bers of standing committees of the 
Private Truck Council of America, 
Inc., by President C. S. Decker, 
genera] traffic manager, Borden 
Co., New York. 

Committee chairmen are: Policy 
—T. A. Drescher, Milk Industry 
Foundation, Washington; Eq uip- 
ment and Maintenance — O. A. 
Brouer, Swift & Co., Chicago; High- 
way Safety—Frank P. Luzzo, John 
Sexton & Co., Chicago, and High- 
way Transportation—M. E. Cowden, 
American Bakeries Co., Chicago. 

Also, Law Committee—R. E. 
Spatz, Koppers Co., Inc., Pitts- 
burgh; Legislative—Frazor T. Ed- 
mondson, Campbell Taggart Associ- 
ated Bakeries, Inc., Dallas; Pro- 


Aluminum, Steel and Sliding 
Panel Fruehauf Truck Bodies 
are available for immediate 
mounting on your truck 
chassis! 












© The most complete line of truck bodies on the market 


© Fast mounting—immediate delivery 


© Custom quality—rugged construction 


® Low initial cost, plus low upkeep 


® Most options in the industry 


In addition, Fruehauf offers these follow-up services 
to your customer at no extra cost to you! 


® Painting and lettering 


© Body repair facilities 


© Immediately available replacement assemblies and factory 


parts 


©@ Extensive steel and aluminum welding facilities 


Here is a profit stimulator you won’t want to pass 
up. Whether your chassis customer wants a rugged 
steel or a handsome, economical aluminum truck 
body, you can be sure of his continued good will— 
when you sell Fruehauf. 





TRUCK BODIES 














C] CubeDKing Cc] CargosrStar 0 WorkSaver 
NAME _ ihiiindlictinatas 
(Please Print) 
COMPANY sopimleaa 
ADDRESS 3 i 
CTV seeniittichenientei on STATE 





posed Regulations—John E. Merz 
jr., Corning Glass Works, Corning, 
N. Y.; Public Relations—Henry 
Rowold, Mack Trucks, Inc., Plain- 
field, N. J., and Uniform Traffic 
Laws and Ordinances—L. E. Reed, 
Mobil Oil Co., New York. 
* + * 


Auto, Airplane or What? 


7 oe INC., one of the coun- 
try’s largest wheel and rim dis- 
tributors, will not merge its Albany 
warehouse with that of Durham Co. 
but has relocated the Albany ware- 
house near the junction of the 
Northway and the New York Thru- 
way. 

Wheels’ warehouse operations at 
Syracuse and Farmingdale, N. Y., 
and at Clifton, N. J., will continue 
as usual, according to Edward D. 
Meeker, vice-president and general 
manager. 

John B. Hulse, of the Truck 
Trailer Manufacturers Assn., notes 
a riddle that was laid in the lap 
of the Interstate Commerce Com- 
mission recently. A request was 
made for authority to transport 
“air cars’—the “Hovercraft” or 
“ground-cushion phenomenon” ve- 
hicles to be manufactured by Cur- 
tiss-Wright at South Bend. 

First it was determined that 
these “cars” were not aircraft. But 
were they vehicles, since they had 
no wheels, transmissions or axles, 
and they operate about a foot above 
land or water rather than on high- 
ways? 

It was concluded by the ICC ex- 
aminer handling the case that it 
was not a vehicle but rather “a 
new commodity which may be 
properly classified by itself as an 
air-pressure vehicle.” 

o* * * 

Pee is gaining despite 

the rapid advance of contain- 
erization. Although many shippers 
see containerization taking over as 
a major shipping movement in the 
near future, “piggyback” still is 
making considerable headway, ac- 
cording to recent reports. 

In a recent week there were 
10,877 cars loaded with one or 
more revenue truck trailers. This 
was an increase of 3,155 cars or 
40 percent above the correspond- 
ing week of 1959, and 5,212 cars 
or 92 percent above the 1958 week. 


Cumulative piggyback loadings 
for the first 31 weeks of 1960 to- 
talled 326,490 for an increase of 
85,551 cars or 35.4 percent above 
corresponding period of 1959, and 
175,701 cars or 116 percent above 
the corresponding period of 1958. 

There were 55 Class I U.S. Rail- 
road systems originating this type 
of traffic in the 1960 week com- 
pared with 50 a year ago and 40 
in the like week in 1958. 


Area Truck Tax 
Called a Threat in 
New York State 


BUFFALO.—The Trucking Feder- 
ation of the Niagara Frontier, Inc., 
first affiliate of the Empire State 
Highway Transportation Assn., Inc., 
is planning a vigorous campaign 
to prevent the spread from New 
York City of a city tax on com- 


| mercial vehicles. 


Managing Director Edward J. 
Bennett said spread of the tax as- 
sessment to cities of less than a 
million population would spell fi- 
nancial doom for many small busi- 
ness men in this area, 

He said the cause for alarm 
among the owners of commercial 
vehicles operating in upstate areas 
is TFNF’s information that at least 
two metropolitan New York county 
governments are exploring the pos- 
sibility of applying this tax on com- 
mercial vehicles, 

“Such action,” Bennett said, 
“could result in a vicious chain of 
reaction throughout every political 
subdivision in the entire state, It 
can well be imagined what would 
happen if the owner of a commer- 
cial vehicle was required to pay a 
registration fee in every commu- 
nity his truck travelled.” 

He said truck operators through- 
out the state already are up in 
arms over the New York City situ- 
ation. 

The State Legislature’s closing 
session last spring pushed through 
action which allows cities of one 
million population to assess a tax 
on all commercial vehicles operat- 
ed on the streets of those commu- 
nities. It became effective July 25. 
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Across the Nation ... 
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Truck News in Brief 





ATLANTA. — Carroll Baking Co. 
has taken delivery of 61 Interna- 
tional Metro-Mite multi-stop deliv- 
ery trucks, the firm has announced. 

The model AM-80 Metro-Mites 
are compact multistop vehicles 
rated at 3,800 pounds gross vehicle 
weight. They provide 200 cubic feet 
of load space and have four-cyl- 
inder, 59.6-horsepower engines with 


four-speed transmissions. 
* * Ed 


Miller-Meteor to Offer 


Used Funeral Coaches 

PIQUA, O.—The Miller-Meteor 
Division of Divco-Wayne Corp. has 
started a new reconditioned-car 
program aimed at funeral coach 
and ambulance operators. 

Under the new program the com- 
pany says it will offer reconditioned 
Cadillac ambulances and coaches. 
The program is said to be the first 
of its kind. 


* * * 


Canadian Railroad Buys 


Four Trucking Firms 

MONTREAL, — Canadian Na- 
tional Railways has extended its 
highway trucking services over an 
additional 15,000 miles in seven 
provinces with the purchase of four 
transport companies. An option has 
been taken on a fifth company. 

The transactions involve Sydney 
Transfer & Storage, Ltd., and East- 
ern Transport, Ltd., two Nova Sco- 
tian firms; Empire Freightways, 
Ltd., which serves northern Sas- 
katchewan; and East-West Trans- 
port, Ltd., which serves major cities 
in Western Canada. An option was 
taken on the operations of Midland- 
Superior Express, Ltd., a company 
with facilities from Alberta through | 
Ontario and into Montreal, 

OK om + 


New Overhead Six 


Introduced by Divco 


DETROIT. —A new six-cylinder, 
overhead-valve engine designed spe- 
cifically for heavy-duty multistop 
truck operation has been intro- 
duced by the Divco Truck Division 
of Divco-Wayne Corp. 

The Golden Missile 6, a compan- 
ion to the recently introduced Gold- 
en Missile 4, provides 117 horse- 
power and 3500 revolutions per| 
minute. The engine is canted 10} 
degrees to the right for easier| 
maintenance, exposing more fre- 
quently serviced components such 
as carburetor, distributor, spark | 
plugs, oil filter, starter and gen- 
erator. 

oa * * 


Worldwide Interest Claimed 


For Valve-Stem Lock 


DENVER.—Since its introduction 
to the trucking industry approxi- 
mately two years ago, the Me- 
chanex Valve-Stem Lock has been 
the subject of thousands of in- 
quiries from all parts of the United 
States and the world, according to 
Raymond O’Keefe, general man- 
ager, Mechanex Corp. 

The valve-stem locking device 
prevents valve-stem pull-in on 
“run-flats,” thugs eliminating ex- 
tensive tire damage and possible 
fire, he said. Inquiries have come 
from nearly all South American 
countries, France, England, Ireland, 
Germany, Puerto Rico and the 
Philippine Islands, he added. 

~ > * 


Neptune Buys 25 Whites 
NEW ROCHELLE, N, Y.—Nep-| 


tune World-Wide Moving has| 
added 25 White 5400TD lightweight | 


fiberglass-cab sleepers to its fleet. | 
* * + 


Mount Holly Dealership 
To Handle Volvo Trucks 





MOUNT HOLLY, N. J.—Diesel | 
Service Corp. here has been fran-| 
chised to sell and service Volvo} 
trucks. 

The dealership will be easily ac- 
cessible from the New Jersey Turn- 
pike. President is Paul F’. Schirmer, 

+ * * 


New Truck Branch Opened 


By IH in Davenport, Ia. 


DAVENPORT, Ia.—International 
Harvester Co. has opened a new 
truck sales and service branch at 





2160 W. River St. The $200,000 facil- 
ity includes a building covering 15,- 


700 square feet with new truck 
sales, service, parts and accounting 
areas. A used-truck display adjoins 
the building. 

The new branch replaces Inter- 
national truck facilities previously 
operated at 601 W. Second St. O. A. 
Korn is manager of the new opera- 
tion. J. F. Verstraete igs service 
manager, L. G. Henry is parts fore- 
man and R. S. Lindsay is office 


manager. 
* * * 


ATA to Produce Film 


On Handling Perishables 


VIRGINIA BEACH, Va.—A com- 
mittee of the American Trucking 
Assns. has approved the making of 
a training film to instruct drivers, 
dockmen and terminal managers in 
the proper handling of perishable 
commodities. 

The film will be made under the 
auspices of the ATA Committee on 
Transportation of Perishables by 









Motor Truck, The film will be in 
color and sound and will run 15 
minutes, Estimated cost of $25,000 
is to be met by pledges from mem- 
bers of the committee. 

* + + 


Data on White Tandem 
CLEVELAND.—Engineering data 


on White’s new 4264S tandem truck, |4 


designed for weight-saving use by 
the construction industry, is de- 
scribed in a four-page folder avail- 
able from White Truck Division, 
842 E. 79th St., Cleveland 1, O. 


* * * 


Kenworth Sells 10 Trucks 


For Formosan Logging 


SEATTLE.—The first Kenworth 
trucks to see service in Formosa 
will soon be at work on that island, 
according to Robert C. Norrie, gen- 
eral manager of Kenworth. 

Norrie said that 10 vehicles, all 
custom-built L-923 log haulers, are 
undergoing final testing and inspec- 
tion prior to shipment to Formosa, 
where they will operate approxi- 
mately 4,500 feet above sea level, 
transporting short logs over a 
steep, 35-mile logging road which 
is surfaced with gravel. They will 
encounter grades as steep as 10 per- 
cent. 


A TWIST 


MONSTRATE 


the revolutionary new driving aid 
that controls speed like 
a thermostat controls temperature 





Something New in Trailers— 


Pepsi-Cola Bottling Co., Los Angeles, has delivery of a new transport trailer, the 
first of its kind to be used in the beverage business in the United States. It is called 
@ Straddle Trailer and is manufactured by the Straddle Trailer Co., Denver. The trailer 
is designed to eliminate two separate loading and unloading activities which hereto- 
fore consumed 45 minutes. This is now done in eight minutes. The trailer is 59 feet, 
5 inches long, is pulled by an F-10 Ford Tractor with a 534 cubic inch engine displace- 
ment. Controls for the trailer are inside the cab and the driver never need leave the 
cab for loading or unloading. The trailer operates on hydraulic pressure. 








S 





One demonstration ride and the extra convenience and safety 
this great new driving aid offers is immediately apparent. 


Just a twist of the knob, a touch of the button and the speed 
you select is automatically maintained, uphill or down. On 
the highway you can cruise relaxed—with your foot off the 


accelerator. 


In traffic or weather conditions where the automatic feature 
is not desired, gentle accelerator pressure tells when you've 
reached a pre-selected safe speed...all with no change in 


driving habits. 


BUT IT’S NOT A GOVERNOR—YOU’RE 
ALWAYS IN FULL CONTROL 


For full passing power, just push the accelerator through the 
resistance. In any emergency, touch the brake for a fast, safe stop. 


* An exclusive 


Perfect Circle product 


now optional equipment 


on eight popular makes 
of cars under separate 


trade names. 





So drive relaxed. Save on speeding fines and operating costs. 
It'll pay you to prove it to yourself and your customers today— 
with a demonstration ride. 


PERFECT(/ CIRCLE 


PISTON RINGS + PRECISION CASTINGS + POWER SERVICE PRODUCTS 


* SPEEDOSTAT 


HAGERSTOWN, INDIANA + DON MILLS, ONTARIO, CANADA 





Artem + oc aecmss 
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New Home for Lindahl Motors— 


Lindahl Motor Co. (Oldsmobile) has moved into its new $300,000 sales and service 
facility at 1900 W. 78th St. in Richfield, Minn. The firm had been at its old location, 
2823 E. Franklin Ave., Minneapolis, for 38 years prior to moving to the suburb this 
summer. The dealership has 5% acres and a building with 30,000 square feet at its 
new location. 





Business 





Platt Pontiac is one of many automobile dealer- 
ships helped to peak efficiency by Burroughs office 
automation equipment. Call our nearby branch 
today and ask to see our informative film ““The 
Open Road.” Or write Burroughs Corporation, 
Detroit 32, Michigan. 





Across the Nation... 





Auto Dealer Changes 


PORTLAND, Ore.—Midway Mo- 
tors, 12ist and Division, S, E., has 
been named a dealership for Re- 
nault. 

* * * 

Dixie Tire Handling Jaguar 

MAGNOLIA, Ark. — Dixie Tire 
Co., Inc., 131 N. Washington, has 
received a Jaguar franchise. C, R. 


Burnham is general manager. 
a *« * 


4 BMW Dealers Named; 


NSU Adds Five Outlets 


NEW YORK.—Four more MBW 
dealers have been named. They are 
Reister & Sons, Wenatchee, Wash.; 
Motor Mart, Floral Park, N. Y.; 
Manhattan Beach, Calif., and Wil- 
ton Imported Car Center, Wilton, 
Conn. 

Five new NSU Prinz retailers 
also have been named, They are 
Hartke Motors, San Jose, Calif.; 
Suburban Foreign Car Service, 
Inc., Abington, Pa.; Rathbone Auto 
Sales, Seattle; Wabash Portable 





Equipment Co., Wabash, Ind., and 
Easterline Imported Cars, Corpus 
Christi, Tex. 


an * + 
Richards Adds 2 Lines 
AUGUSTA, Ga, — Richards 
Buick, Inc., 1350 Broad St., has 
been appointed a Renault-Peu- 
geot dealer. John R, Richards is 
president. 
* * cd 
Triumph Signs Two 
BEVERLY HILLS, Calif. — New 
dealers for Triumph include Puy- 
allup Motors, Puyallup, Wash., and 
Kurland Motors Corp., Denver. 


* * + 


Keyes for Fiat 
VAN NUYS.—Keyes Motors, 5700 
Van Nuys Bivd., has been appointed 


a Fiat dealer. 
* * * 


U. C. Deal Goes Volvo 


NASHVILLE, Tenn.—George Cole 
Motor Company, which operates 


President Harry Platt and Business Manager Kermit Tyndall 


BURROUGHS EQUIPMENT REDUCES MONTHLY PEAK- 
PERIOD ACCOUNTING TO A SIMPLE 5-HOUR OPERATION 


The scene: Platt Pontiac, Inc., high-volume dealership in Jacksonville, Florida. 
The jobs: all journal distributions, receivables, payables, general ledger and financial 
statement preparation. The equipment: Burroughs F-1500 Typing Accounting 
Machine, Burroughs F-100 Accounting Machine. The results, reported by 





Manager Kermit Tyndall: 


“The flexi- 


bility of Burroughs equipment permitted me to 
design all necessary journals to provide a more 
comprehensive financial picture of our dealership. 
When abnormal volume creates peak loads at the 
end of any month, the speed and accuracy of this 
equipment completes every phase of our work 
within five hours.” 


Burroughs—TM 
&». Burroughs 
BY Corporation 





“NEW DIMENSIONS | in electronics and data processing systems” 


four used-car locations here, has 
taken over the Volvo dealership. 
Cole made the purchase from 
Homer Anderson for approximately 
$100,000. He got the showrooms, 
service facilities, a 50 by 165-foot 
lot on the southwest corner of 
Eighth Ave. and Lee St., 23 auto- 
mobiles and service equipment. 
* * a 


Two Take Jaguar 


NEW YORK.—Jaguar franchises 
have been signed by International 
Motor Co., Avon, Mass., and E. F. 
Sweeney British Cars, Inc., 7380 
Redwood Highway, Novato, Calif. 

* a * 


Land-Rover Outlet 


FRESNO, Calif—Neubecker Mo- 
tor Sales, 1083 Blackstone Ave., 
has been awarded a franchise for 
the British Land-Rover, Roy H. 
Gerard owns the firm, and Richard 
W. Neubecker is general manager. 

* * ok 


Paquin Plymouth Opens 


MONTPELIER, Vt.—Paquin 
Plymouth Center, Inc., has opened 
in St. Albans, The company will 
operate a garage and filling station 
in conjunction with its auto busi- 
ness, it was reported. 

* * * 


Roos Opens Chevy Deal 


MOOSE LAKE, Minn. — Roos 
Chevrolet has been opened by 
Roy W. Roos. 


eg 


Duffield Onene LM Deal 


LONG BEACH, Calif.—Marshall 
Duffield, former University of 
Southern California football star, 
has opened a. Lincoln-Mercury 
dealership here. The firm also han- 
dles Comet and English Ford. 

oe * os 


Prince Skyline Adds Lail 


GLENDALE, Calif—Johnny Lail 
has been appointed a Prince Sky- 
line dealer. The car is built in 
Japan. 

* ae * 


Kearns Sells L-M Deal 


SAN GABRIEL, Calif. — Henry 
Kearns, recently resigned as Assist- 
ant Secretary of Commerce, has 
sold his Lincoln-Mercury-Comet 
dealership here to Bruce Crary. 
Earl Seger remains as general 
manager, 


* ok * 
Rambler City Opens 

PHOENIX, Ariz. — Camelback 
Rambler, Inc., Rambler City’s new 
location at 1444 E. Camelback Rd., 
opened with a “deal an hour’ 
theme. Part of the promotional ef- 
fort during the opening included 
free refreshments, favors, prizes, 
clowns, searchlights, the opportu- 
nity to win a 1902 Rambler and 
opening special prices. 
a * ok 


Gratton Buys Ford Outlet 


CUMBERLAND, Md.—Joseph S. 
Gratton, Miami, has purchased St. 
George Motor Co., Inc. (Ford), S. 
George St. The firm’s name has 
been changed to Gratton Ford, Inc. 

* * + 


Cerrito Named Fiat Dealer 


SAN JOSE, Calif—San Jose Im- 
ports, 1957 W. San Carlos St., has 
been appointed a Fiat dealer. The 
firm is owned by Joseph Cerrito. 

* * + 


Pearce Buys Big Horn 


BUFFALO, Wyo. — Big Horn 
Motor Co. here has been sold to 
Thomas A. Pearce by Mrs. Seddie 
Macklin. Pearce had been with 
Ford Motor Co. for 15 years as a 
factory representative. 


10 More Outlets 
Added by S-P 


SOUTH BEND. — Studebaker- 
Packard Corp. has announced it 
has signed 10 more dealerships. 
They are: 

Jeff R, Townsend Co., Inc., 3370 
Main St., Riverside, Calif.; River 
Dell Pontiac, Inc., 297 Kinderka- 
mack Rd., Oradell, N. J.; Carter 
Bros. Equipment Co., Inc., 3600 
Midland, Fort Smith, Ark.; Auto- 
rama-Kearny, Inc., 175 Passaic 
Ave., Kearney, N, J., and Frank 
Ber Oldsmobile, 1600 Monroe St., 
Gretna, La. 

Mackenna Motors, 1307 Main St., 
Niagara Falls, N, Y.; Young Motor 





Co., Inc., 510 Main St., Springfield, 
Mass.; Hunterdon Motors, Main 
and Cherry, Lebanon, N.J.; Cava- 
lier Motors, Cavalier, N. D., and 
J & C Motor Co., 830 Fourth S&t., 
Marysville, Calif. 
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Royal Commissioner a Classic Economist . . . 


Prof Probes Canada Auto Industry 


By Gordon McCaffrey 
Staff Correspondent 


TORONTO. — A university egg- 
head is being asked to solve the 
problems of Canada’s biggest busi- 
ness, 

Vincent Wheeler Bladen, 60, dean 
of arts, Universi- 
ty of Toronto, 
has been given 
the position of 
official back-seat 
driver of the ail- 
ing automobile 
industry. 

He was ap- 
pointed as a one- 
man royal com- 
mission to inquire 

" into the direction 
V. W. Bladen the industry is 
driving, following a visit by sev- 
eral delegations of industry brass 
to the prime minister’s office in 
June and July. 

A crinkly-haired, precise- 
speaking economist of the classi- 
cal school, Bladen is known to 
two generations of students for 
his introductory lectures in poli- 
tical economy. 

“Economics,” Bladen used to tell 
his young students in his straight- 
forward, matter-of-fact way, “is 
the study of why you are as well 

off as you are, and why some peo- 
ple are better off than others.” 

His specialty has been the theory 
of cost in an economy based on the 
production of staple products— 
wheat and newsprint. This is his 
first study of the automobile in- 
dustry. 

A dry-as-dust lecturer who often 
lost his way in the middle of a 
sentence, Bladen served up a kind 
of pablum of economic facts and 
ideas—nourishing if not appetizing. 

His report on the car indus- 
try, however, is awaited with 
keen appetite by at least 65,000 
Canadian workers in the manu- 
facturing and parts industries, 
by the importers of foreign cars 
— and by Canadian motorists, 
whose choice of car may be af- 
fected by the recommendations 
the professor conjures out of the 
mass of evidence he’ll receive in 
the next three months. 

Why a royal commission? 

The car makers are making 
money. More people are driving 
cars. We have to look elsewhere 
for the friction that’s generating 
the smoke. 

You don’t have to look far, You 
can see the evidence on the road, 
in the parking lot. More than one 
in every four new cars is a British 
or European import. 

The official government infor- 


Growth of Imports 
In Canada Blamed 
For Ford Layoffs 


OAKVILLE, Ont.—The layoff of 
950 workers at Ford Motor’s Oak- 
ville assembly plant is the result 
of growing sales of imported cars, 
Roy Dymond, president of UAW 
Local 707, has charged. 

He called for early action by 
Prof. Vincent Bladen, University 
of Toronto arts dean who was ap- 
pointed by Prime Minister John 
Diefenbaker to look into the Cana- 
dian auto industry’s ills. 

“The sooner the royal commis- 
sion tackles this auto-industry 
problem, the better the workers 
will like it,” said Dymond, 

Ford announced that only one 
shift, instead of two, would work 
on initial production of ’61 models, 
explaining that “phasing in of the 
1961 models will be developed at 4 
more gradual rate in order to per- 
mit an orderly buildup of inven- 
tories in dealerships across Can- 
ada.” 

General Motors of Canada, mean- 
while, announced that it will em- 
ploy about 1,000 fewer workers at 
the start of new-model production 
than it did a year ago. It will op- 
erate on a two-shift basis, a GM 
spokesman said. 


































Johnson & Son Opens 
SANTA ANA, Calif—Johnson & 
Son Imports (Renault-Peugeot) 
has opened at 1511 S. Main. 


mation office, the Dominion Bu- 
reau of Statistics, shows the for- 
eign “bugs” have continued to 
expand their share of the Cana- 
dian auto market in the first six 
months of this year— to 27 per- 
cent of the total, Meanwhile, 
sales of Canadian- and United 
States-built cars have been mark- 
ing time. 

When Bladen comes to grips with 
the car industry’s ailments, he’ll 
find a wild variety of solutions 
from the “experts.” 

The car makers themselves each 
will come with his own diagnosis. 

Ron Todgham, Chrysler of Cana- 
da’s president, is an outspoken ad- 
vocate of protection of the Cana- 
dian market against British 
imports. 

Ford and General Motors never 
agree in public with Chrysler on 
this platform. Why should they? 
Ford of Canada imports several 
profitable lines from its English 
subsidiary, as does General Motors. 


United Kingdom cars, under 





the crazy-quilt Canadian tariff 
regulations, come here duty-free. 
But not from Europe, where 
Chrysler buys Simcas from 
France and Fiats from Italy. 
These cars must climb over a 
17% percent duty, Hence, the dif- 
ference of opinion on protection 
among the car makers. 

The car parts makers in Canada 
are the most incensed over the way 
the industry as a whole is going 
ahead—and leaving them behind. 

While Ford and General Motors 
may be happy to sell as many Ca- 
nadian-built cars as the situation 
permits, and supplement their in- 
come with English imports, the 
parts makers see every import as 
a loss of business to them. 

The parts makers have made the 
most noise about the rival imports, 
and it is likely that their adroitly- 
expressed fears convinced Prime 
Minister Diefenbaker to appoint 
Professor Bladen to carry the ball. 









USED GARS 
2 


\\ 


“I like the way Jackson doesn’t 
take a@ mere ‘no’ as the final 
word.” 





are located in four Ontario cities 
—Windsor, Hamilton, Oakville 
and Oshawa—the parts markers 
are spread out through 100-odd 
Ontario towns. They have roused 
local opinion, including mayors 
and councils, to join in the dele- 
gations to Ottawa. 
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would be imposed at 15 percent of 
the landed value. 


Canadian motorists will also 
await the professor's report. 
Many of them would like to see 
the car market remain in its 
rough-and-tumble chaos with 
discount selling. And more Cana- 
dians would like to be able to 
buy a car that sells under $2,000. 

commissioner Bladen, who 
himself doesn’t drive a car, will 
not now express his views on the 
car industry. 

However, in his university text- 
book on economics he wrote: 

“In modern industry, most pro- 
ducers are monopolists in some 
degree, Their product is not quite 
identical with that of their com- 
petitors, and some buyers have a 
preference for dealing with them. 

“They pack their product in a 
distinctive container. They distin- 
guish it from similar products by 
a brand or trade name. 

“But they are weak monopo- 
lists, If they raise their price 
much, buyers will desert them 
and buy instead the almost iden- 
tical product of their competitors. 

“Each monopolist must train his 


If the parts makers, and possibly| guns not only on his actual com- 


some of the car makers had their} petitors, but also on the paths of 


Unlike the car makers, who | way, the tariff against British cars| entry to the trade.” 


AL MANGIN, AL MANGIN AUTO SALES, 707-709 BROADWAY, SCHENECTADY, N.Y. 








“With Simca’s quality, 
at Simca’s price,” says Al Mangin, 
“there’s no competition.” 


“I sell SIMCAs for the same reason that Chrysler imports them. The reason: 
There is — and always will be — a market for a car with SIMCA’s quality. And 


at SIMCA’s price, there’s just no competition. 


“‘Our prospects are sincerely amazed at the way the car drives and handles. 
And this is true whether they’re big car owners or ‘conquests’ — disenchanted 
owners of some other import. We’re finding more and more of that type. People 
these days are not looking just for economy alone. They’re looking for style, 
comfort and performance, besides, and turning to SIMCA to get them. 

“SIMCA’s future? The fact that Chrysler imports SIMCA — and stands 


Name _ 


behind it — indicates its stability in the future U.S. market. Chrysler’s backing 


also means an excellent, and permanent, parts and service set-up. And excellent 
delivery, too. All our SIMCAs arrive in top condition; all we do is wash them. 
‘This is why SIMCA is the only economy import we’re interested in.” 
A few SIMCA franchises are still available to aggressive dealers, regardless 
of present affiliation. Send in the attached coupon for full information. 


Address _ 


City _ 


D.R. Crandall, Director of Simca Sales 

Chrysler Motors Corporation 

P.O. Box 857, Detroit 31, Michigan 

Dear Mr. Crandall: 

I would like to investigate the possibility of becoming 
a franchised SIMCA dealer. I understand I am under 
no obligation and my inquiry will be held in the 
strictest confidence. 


eee. Gonte | Ss 


Canadian inquiries to: A.L.Hancox,ChryslerCorp.of Can.,Ltd.,Windsor,Ont, 


Here’s what Simca offers — here’s what you can sell: Permanent Oil Filter / One-Piece UniGard Body / 4-Speed, Steering Column Shift 
Windshield Washers / Electric Windshield Wipers /78 cu. ft. Trunk / 12-volt Ignition System / Full Instrumentation / Automatic Choke [Turn Indicator 


SIMGA 


IMPORTED BY 
CHRYSLER 
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No Boom, No Bust... 





Summertime Economy 


AUTOMOTIVE NEWS, SEPTEMBER 5, 1960 


Moves Sideways 


By Kenneth C, Kelley Jr. 
Staff Writer 
nation’s economy moved 
sideways through the summer, 
a survey of recent bulletins from 
the Federal Reserve banks shows. 


There were some soft spots 
here and there mixed in with 
some optimistic comments. But 
there was no boom and no solid 
indication of a recession. 

There was one message that 
could be read between the lines of 
many of the bulletins: The current 
business outlook is uncertain and 
there was little information on how 
business might go in the fall, 

Here is a roundup of what the 
Federal Reserve banks have been 
saying about business conditions at 
the regional level. 

* * ~ 


New England 


ae Boston FRB reported that 
there has been only sluggish 
improvement in the New England 
unemployment picture, Losses in 
one sector of the economy just 
about offset gains in another sec- 
tor. 

The result of the pattern is 
that the rate of insured unem- 
ployment is ahead of the na- 
tional rate in all New England 
states, with the exception of Con- 
necticut. 


Employment opportunities got a 
seasonal boost as the summer in- 
creased employment in resort areas 
and textile and shoe plants recalled 
workers to make fall clothes and 
shoes. ers 


New York 


New York FRB said the 
money market in the second 
quarter was characterized by un- 
certainty and irregular fluctuations 
in stock and bond prices. 

It is now clear that the Fed- 
eral Reserve Board is moving 
toward an easier money policy, 
the bank said. Easing credit is 
the board’s usual action when it 
feels that the economy is in need 
of stimulation. 

The bank said that the supply 
of credit at the nation’s banks is 
becoming more ample. 

* = 


Philadelphia 


1960 resort season shows 
great promise, the Philadelphia 
FRB reported. Resort business is 
important in the district which in- 
cludes the seashore resorts of New 
Jersey and Delaware and the Po- 
cono Mountain resorts of Pennsyl- 
vania. 
The resort business stands or 
falis on the weather and this 


A Golden Age 


Is Resurrected 


DETROIT.—It’s the names, The 
names like a litany to the smoking 
road—Rosemeyer, Caracciola, von 
Brauchitsch, Campari, Stuck, Sea- 
man, Chiron, Lang, Ascari, Fangio, 
Violloresi, Taruffi, Varzi, 

And the greatest of these was 
Nuvolari, they will tell you on a 
rain-stained morning at LeMans 
when the cars hurtle past and 
scream deep, deep into the turns; 
they will recall him in the midst of 
the exquisite drift through the cob- 
blestone corner on a sun-dappled 
afternoon at Monaco; they will 
murmur recollections at dusk when 
the compulsive fury is drained and 
done. 

It comes alive in “Nuvolari,” a 
223-page devotional to the Golden 
Age of European racing written by 
Count Giovanni Lurani and pub- 
lished at $5 by William Morrow & 
Co., Inc., 425 Fourth Ave., New 
York 16, N. Y. 


MOTOR oy 
MASTER 
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summer’s weather has been good 
for vacationers, in most cases. 
With the vacation season expand- 
ing to cover a greater period of the 
year and the slow start of the va- 
cation season in the cool springs of 
the north, the prospects of the va- 
cation season cannot be determined 
until the Independence Day holi- 
day is over. After this year’s July 
Fourth holiday, resort operators 
reported vacationers were out in 
large numbers and they were 
spending freely. 
* oa a 


Richmond 


uncertain character of busi- 

ness conditions this yéar was 

summed up by the Richmond FRB 
in this way: 

“Local reports range from 

strongly optimistic to moderately 


pessimistic, depending on the for- 
tunes of particular industries or 

companies, Most of the informa- 

tion currently available, however, 
clearly shows fundamental 
strength.” 

The bank added these other 
notes: Personal income is up but 
sales have not shown the same in- 
crease. Furniture plants are slow- 
ing down but the textile mills ex- 
pect a good fourth quarter. 

* * * 


Deep South 
7 Atlanta FRB reported that 
business conditions are improv- 
ing in Louisiana with the overall 
picture better than it was at the 
end of 1959. 

Production of crude oil in the 
state has been increasing but em- 
ployment in the oil fields has not 
kept pace, The oil pickup has 
carried over into the chemical 
and petro-chemical industries 
which use oil ag a raw material. 
While employment in manufac- 
turing has slipped off, there have 
been gains in the numbers employ- 
ed in wholesale and retail trade. 
Large farm exports and labor trou- 





have given the foreign trade in- 
dustries in Louisiana a boost. 
* * * 


Cleveland 
Cleveland FRB took a look 
at the fluctuations in the index 
of industrial production and ob- 
served that its course had been 


ble on the St. Lawrence Seaway/| rather erratic in recent years with 


recessions, strikes and the effects 
of strikes. 

The bank said the nation will 
have to wait for a boost in steel 
making before there will be a 
marked rise in total output. The 
auto industry will have a major 
role in determining when this in- 
crease in the production index 
occurs. 

The steel industry will begin 
pushing up the rate of production 
when the auto makers begin buy- 
ing steel in quantity for the 1961 
model run and there has been no 
big rush yet to buy steel for the 
"61s. 

Ok * ~ 


Upper Midwest 


To Upper Midwest which has 
been in economic trouble for 
many months has two favorable 
signs to report, the Minneapolis 
FRB said. 

Current crop prospects are “ex- 
ceptionally good” with generally 
adequate soil moisture. Eco- 
nomic weakness in the area in 
the recent past can be traced, in 
a large measure, to weakness of 
the key farming industry. 

In addition, there has been a 
more-than-normal pickup in con- 
(Continued on Page 25, Col, 5) 


Buick, Chevrolet, Chrysler, De Soto, 
MVM ele 
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Lhe Gabriel Lo 


Here’s a tip that can give you a decisive edge in the 


battle for new-car sales: 


Plan nowto equip demonstrator cars and floor models 
with a set of Gabriel Load-Absorbers. Then get set to 
deliver Load-Absorbers with every new car you sell! 

This revolutionary new air-oil device automatically 
compensates for heavier loads . . . delivers an incom- 
parably comfortable and safe ride under all load and 


road conditions. 


And every car you service represents a live prospect 
for a Load-Absorber sale. Not just station wagons and 
heavier cars . . . not just cars needing shock absorber 


PAT. APPL. FOR 


oad-Absorber 


replacement .. . but every car that drives into your 
place of business. For Gabriel Load-Absorbers help 
any car owner protect his investment... by promoting 
greater car control and safety at all times and by 
preventing undue strain on the rest of the car’s 


suspension system. 


So if you haven’t already gotten the Load-Absorber 
story from your Gabriel jobber, it’s time to check up 
... Stock up... and sell up. Get in on the ground 
floor with the greatest accessory since car radios and 
heaters. It can mean smoother sailing for your motor- 
ists .. . and smoother selling for you! 
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Auto Personnel 


William R. Showalter, 48, has 
been appointed fleet sales repre- 
sentative for Studebaker-Packard’s 
San Francisco and Portland zones. 
Showalter will assist dealers and 
fleet owners, and supervise the cor- 
poration’s fleet sales in the north- 
west. 

Showalter has recently operated 
a dealership in Dallas. Earlier, he 
was with the Studebaker fleet or- 
ganization for 11 years and was 
formerly fleet manager for the Dal- 
las zone. 

* ca *~ 
Lemoine to Leave Ford; 


Norfolk Plant Manager 

G. L. Lemoine, who has been as- 
sociated with Ford’s Norfolk (Va.) 
assembly plant for a total of more 
than 23 years, performed his final 
official act as plant manager when 
he drove the last ’60 Ford off the 
assembly line. 

During his years at Norfolk, Le- 
moine has participated in or super- 
vised the building of more than 





1,356,000 Ford cars. He plans to 
retire officially in December fol- 
lowing a stint in Dearborn. Le- 
moine has been with the company 
since September, 1924, starting as 
a cushion maker in the New Or- 
leans plant. 
* + + 


Budd Names Prestini 


Wheel Sales Manager 


Appointment of John V. Prestini 
as sales manager, wheel products, 
is announced by 
Gilbert F. Rich- 
ards, sales vice- 
president Budd 
Co.’s automotive 
division, Detroit. 

Prestini as- 
sumesgs complete 
charge of sales of 
Budd wheels and 
related products, 
including hubs, 

f d drums and 
John V. Prestini brakes, as well as 
all operations of Wheel Industries, 











Inc., on the Pacific Coast. Prestini 


has been with Budd since 1945. 
* o* og 


Buick Reassigns Spinner 


To Quality-Control Post 


Appointment of Robert W. Spin- 
ner as director of reliability at 
Buick was an- 
nounced by Ed- 
ward D. Rollert, 
general manager 
of Buick. 

Spinner has 
been Buick staff 
engineer in 
charge of new- 
car testing since 
March, 1958. In 
his new position 

_ he will report to 
R. W. Spinner John R. Gretz- 
inger, director of Buick’s Reliabil- 
ity and Quality Control Division. 
He joined GM in 1940. 
* * * 


Brig. Gen. Thorlin to Head 


Tank-Automotive Command 
Brig. Gen, Frederick Thorlin has 
been named as the new command- 
ing general, Ordnance Tank-Auto- 
motive Command, Detroit. 
Gen, Thorlin will be responsible 
for providing the Army—worldwide 
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—with tanks, trucks, jeeps, etc., as 
well as any necessary repair parts 
and tools to keep these vehicles in 
top notch condition. 

* * +. 


Maxwell Joins Kelsey-Hayes 


As Director of Sales 


Robert A. Maxwell has been 
elected a vice- 
president and di- 
rector of sales of 
Kelsey-Hayes Co., 
Perry Williams, 
president of the 
company, an- 
nounced. 
Maxwell has 
been with B. F. 
Goodrich Co. for 
several years, and 
was recently 
manager of its 





R, A. Maxwell 
equipment sales for the Detroit 
office. 


* * * 
Master Power Appoints 


Bennett and McIntosh 

Master Power Corp., Bedford, O., 
has announced two appointments 
in the air tools manufacturer’s sales 
organization. 

Thomas J. Bennett has been ap- 
pointed general sales manager and 
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Edgar D. McIntosh has been ap- 
pointed central district manager, 
filling the position formerly occupi- 
ed by Bennett. Master Power is a 
— of Black & Decker Mfg. 


* x * 


Decker Named in Sales 


The appointment of Everett L. 
Decker as sales manager of the 
Fire Apparatus Division of Ward 
LaFrance Truck Corp, has been 
announced. 


Nation’s Economy 
Moves Sideways 
During Summer 


(Continued from Page 24) 
struction contract awards with the 
contract total running ahead of the 
1959 pace. 


* * * 


St. Louis 


- Bayetaciets ig farmers as a group 
would rather produce more cot- 
ton and receive a lower price for 
it than benefit from higher price 
supports on a smaller crop, the St. 
Louis FRB said. 

The cotton growers were offer- 
ed two plans: Regular acreage 
allotments and prices supported 
at 75 percent of parity, Or acre- 
age allotments increased by 40 
percent but price supports cut to 
65 percent of parity. 

The big move has been to the in- 
creased acreage and lower support 
plan. This plan is most popular in 
the Far West and loses popularity 
as you move east. 

* + * 


Great Plains 


HE Great Plains area, once a 

victim of too much agriculture 
and too little industry, tis moving 
to correct the problem, the Kansas 
City FRB observed. 

In a period when the number 
of workers in the nation was de- 
creasing by 0.7 percent, factory 
jobs in the district increased by 
1.8 percent. 

In the period studied, the num- 
ber of manufacturing plants with 
20 or more employes increased by 
5.5 percent in the nation and went 
up by 9.9 percent in the Kansas 
City district. 

. * * 


Southwest 


E Southwest is another area 
that is moving sideways, the 
reports from the Dallas FRB in- 
dicate. 

Moisture conditions are good, 
a key factor for the district’s big 
farm and ranch business. The 
vital petroleum industry remains 
under a cloud as stocks of refined 
products have been high. 

Construction contract awards are 
running ahead of 1959 but nonfarm 
employment has shown only a mod- 
erate increase. 

* 7 * 


Far West 


Tus Far West probably had more 
to shout about than any other 
Federal Reserve District when the 
preliminary results of the 1960 
census were turned in, 

The San Francisco FRB noted 
that the population of the dis- 
trict increased by 39 percent be- 

tween 1950 and 1960. 

California, of course, was the big 
reason for the increase in the Far 
West, The state was big to begin 
with and showed a big increase 
(47 percent), Large increases in 
some of the smaller states of the 
district included: Alaska, up 74 
percent; Nevada, up 76 percent, 
and Arizona, up 71 percent. 
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Raw materials of Car Lite glass—sand, soda 
ash, limestone, salt cake, etc. — are trans- 

rted to furnaces in these huge cans. 
Each can contains a carefully measured 
portion of each ingredient. 
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CAR LITE... REPLACEMEN 


Ever-increasing numbers of dealers 
in automotive glass products are find- 
ing it pays to handle America’s finest 
replacement safety glass. This best- 
of-brands is Car Lite, produced to 
custom quality standards for both 
Company products and most other 
makes of cars and trucks. 


What makes Car Lite superior? 
Why is it best for replacement instal- 


Red-hot ribbon of glass, 130 inches wide, 
emerges from plate glass furnace. Glass 
ingredients are melted at 2800°F. Furnace 
contains 1,250 tons of molten glass. 


lation? Consider these all-important 
advantages: 


Manufacturing experience—Car Lite 
products are backed by nearly half 
acentury of glass-making experience. 
Car Lite’s producers are responsible 
for many of the industry’s most impor- 
tant innovations, including the first 
use of laminated safety glass in cars. 


Rigid quality control—Literally doz- 


After cooling and cutting, glass goes 
through grinding process to remove sur- 
face imperfections. Polishing is accom- 
plished as glass passes beneath rapidly 
rotating felt-capped heads. Rouge is the 
polishing agent. 


ens of quality checks are performed 
in the production of Car Lite—from 
continuing analysis of raw materials 
through every stage of manufactur- 
ing to final packaging. That’s why 
Car Lite is outstanding for uniform 
color, strength and freedom from 
flaws and distortion. 


Volume production — Car Lite is 
manufactured by the fourth largest 


After polishing, large plates are cut into 
windshield blanks. Mounted on special fix- 
tures, glass is conveyed through bending 
lehr (oven) where it is bent to desired shape. 
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T SAFETY GLASS — 


producer of glass in the United States. 
Our facilities include the world’s 
largest glass plant. Car Lite quality 
products are available in any quan- 
tity—any time—anywhere! 


Complete product line—Car Lite pro- 
ducts include laminated curved safety 
plate windshields, tempered curved 
safety backlites and safety laminated 
sheet and tempered sidelites in all 


Here, viny] plastic is placed between iden- 
tical windshield halves. This vinyl “sand- 
wich” is what makes plate glass into lam- 


inated safety glass. 





sizes and dimensions. Windshields 
may be ordered clear, tinted or with 
sun visor strip. 


Dependable Car Lite replacement 
safety glass offers both protection 
against troublesome, costly “make- 
good” installations and the bonus of 
complete buyer satisfaction. Want 
more facts? Write us today for full in- 
formation and new Car Lite brochure. 





Lamination is accomplished by heat and 
pressure. Glass is submerged in hot oil that 
bonds glass to vinyl and clears the plastic 
to transparency. 
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Ready for shipment to you! Quality control 


measures include a thorough inspection of 
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TRUCK DRIVER'S SEAT—A light delivery 
truck driver's seat, incorporating ‘“'tilt- 
away” action, has been announced by 
American Seating Co., Grand Rapids 2, 
Mich. The seat’s tubular-framed, non-fold- 
ing back is designed for complete body 
support. The full-depth foam rubber seat 
cushion is upholstered with perforated 


vinly-coated fabric for adequate ventila- 
tion. Hinged to the floor, the seat features 
simplified vertical and horizontal adjust- 
ments, each providing five positions with- 
in a four-inch range. 





TURRET DERRICK — A universal turret 
derrick unit with 360-degree rotation, 
three mounting positions for line bodies 
and optional equipment including hy- 
draulic digger and fibreglass one-man 
basket has been announced by Truco/Den- 
ver, 3963 Walnut St., Denver 5, Colo. 
Known as the model 8-TTD-30-U, the der- 
rick will mount at right rear, left rear or 
behind the cab in 16 inches of space. 
All controls are unitized into the base, 
giving the operator full visibility and 
response of controls from one location. 
Box type steel booms telescope in two 
sections to give a 21'%-foot extended 
working radius through a 360-degree arc 
range. Maximum capacity is rated at 8,000 
pounds, Stability is achieved through hy- 
drauvlic outriggers and jacks, it is said. 

wees 


Dry Lubricant 


Extreme - pressure molybdenum 
disulfide dry lubricant in stock 
form is now available from Alpha- 

+ * + 








Molykote Corp., 65 Harvard Ave., 
Stamford, Conn. 
+ 


* * 





TOWING HITCH — Ernest Holmes Co., 
2505 E. 43rd St., Chattanooga 7, Tenn., 
has announced a heavy-duty towing hitch 
for handling trucks, buses and trailers. 
The TH290 Truckmaster Towing Hitch is 
said to simplify moving heavy trucks, in 
that the positioning of the wrecker to the 
disabled vehicle is not critical. Speedy 
hookup is made possible by telescopic 
spacer bars which automatically snap into 
locked position as the disabled vehicle 
is raised by the towing truck, it is said. 
When in tow, the V-type spacer bars hold 
the disabled vehicle in a fixed position, 
assuring maximum security and mobility 
of action for towing, it is said. The hitch 
is designed for use with the Holmes 650 
or 850 model, but may be adapted to 
any wrecker of equal power and capacity. 
Hitch is furnished with V-type spacer bars, 
mounting brackets, and a set of chains 
and hooks. 








CARGO CONTAINER — Van Tanks are 
designed to convert empty truck trailers 
into fluid-carrying conveyances. Above, a 
2,750-gallon rubberized fabric container 
spreads lazily across the inside of a large 
trailer. Disposable plastic liners enable 








the tanks to carry liquid edibles, such as 
milk, wine, vinegar, vegetable oil and 
fruit juices, it is said. Many fluids, includ- 
ing printing ink, glue, liquid tallow and 
certain petroleum products can be carried 
with use of liners. The container designed 
to hold 2,750 gallons weighs approxi- 
mately 290 pounds; a 4,000-gallon capac- 
ity unit weighs 395 pounds and a 4,500- 
gallon size weighs 450 Pounds. 


ny 
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ALUMINUM DUMP BODIES—Weightsaving aluminum dump bodies have been intro- 
duced by Hercules Steel Products Co., Galion, O. Designed for tandem axle chassis 
in the 30,000 to 65,000-pound gross vehicle weight range, the model LA-20V dump 
bodies have hoist well housings to accommodate front-mount telescopic hoists. The 
bodies are available in standard lengths of 12 to 18 feet and 84-inch standard inside 
width to meet the needs of various types of hauling and dumping. The dump bodies 
feature all-welded construction with special aluminum alloy plates, extrusions, and 
structural parts. Units have sloping rub rails which are formed into the side plate. 
Front and rear corner posts of straight-box aluminum plate have a 12-inch face. 
Exclusive design features include a completely boxed, extruded top roll which caps 
the side sheet, it is said. Tailgate is framed by a welded, box-section extrusion that 


matches the top roll. 
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IGNITION SHIELDING KiT—The Hallett 
Ignition Shielding Kit is said to provide 
an effective suppression of ignition inter- 
ference at all radio frequencies. The kit 
is said to eliminate interference by shield- 
ing at the source—distributor, coil, spark 
plugs and high-tension leads. Kits are 
available for all makes and models of 
automotive, marine and industrial engines. 
Hallett Mfg. Co., 5910 Bowcroft St., Los 
Angeles 16, Calif, 

* + * 
Display Rack 

A “double-duty” air filter display 
rack has been announced by Walker 
Mfg. Co., 1201 Michigan Ave., Ra- 
cine, Wis. The all-metal rack is 
designed for either counter use or 
for hanging on the wall. 

o> pe 


MUFFLERS — Alexander-Tagg Industries, 
Inc., Hatboro, Pa., has announced a super 
finish has been added to its ATI ‘‘Engine- 
Mated” mufflers to provide greater resist- 
ance to rust, chipping and pitting. In ad- 
dition, the finish is said to improve the 
appearance of the mufflers which meet or 
exceed engine manufacturers’ require- 
ments as to back pressure to give maxi- 
mum horsepower, maximum operating effi- 
ciency and quiet operation. 

ok 


Knecht’s Speed Monitor 

Knecht’s, Inc., 3400 Main, Spring- 
field, Ore., has developed a Speed 
Monitor for special service vehicles. 
The company said it is a fluid cou- 
pling which replaces the crank- 
shaft pulley and limits the revolu- 
tions per minute of belt-driven ac- 
cessories. 





EXHAUST SYSTEMS—Car-Mon Products, 
Inc., 1541 W. Devon Ave., Chicago 26, 





TRUCK NEW PRODUCTS 


30,000-mile parts and labor guaran-| 
tee on bonder covering defect and| 


wear. 
The brake shoe, called the Impe- 
rial, igs recommended for high- 
horsepower and heavy cars, the 
company said. 
ok 
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TIRE SPREADER—A low-level, air-pow- 
ered tire spreader that handles heavy tires 
without lifting or rolling up ramps has 
been introduced by Bishman Mfg. Co., 
Route 2, Osseo, Minn. The unit is being 
produced in two models: No. 427 Giant 
type for road machinery, heavy truck, bus, 
tractor and passenger car tires, and the 
No. 428 Truck type for truck, tractor and 
passenger fires. The No. 427 has a 5-inch 
outside diameter by 20-inch cylinder which 
can spread a 20-ply tire with 125 pounds 
of air, and can handle all tires including 
14:00-20-ply, it is said. A limit stop per- 
mits handling smaller tires by limiting the 
stroke to 10 inches. The No. 428, has a 
5-inch outside diameter by 12-inch long 
cylinder which will spread a 12-ply tire 
with 150 pounds of air, and can handle 
tires including 12:00-12-ply. Maximum 
spread between beads is 16 inches on 
the No. 427, 14 inches on the No. 428, it 
is said. 





STOP LIGHT—An addition to its wide 
line of Pathfinder rimless plastic stop lights 
has been announced by Auto Lamp Mfg. 
Co., 2909 S. Indiana Ave., Chicago 16, Ill. 
Called the No. 582RST, this seven-inch 
stop light has a convex red plastic lens 
with baked-in black “STOP” lettering, in 
a flange predrilled with four holes for 
flush mounting. The light flashes 12 square 
inches of illumination, it is said. The light 
is available for six or 12-volt systems, and 
comes with bulb and two feet of heavy- 


duty wiring. se hie. Trig 











CRANE—A crane, designed specifically 
for a line of cargo trailers being manu- 
factured by Aerobilt Bodies, Inc., Athens, 
N. Y., facilitates the loading and unload- 
ing of trailer cargo without the aid of 
either an elevated platform or hydraulic 
tailgate. Aerobilt'’s self-contained crane 
rail equipment, operated either manually 
or electrically, is capable of picking up 
and spotting cargo on a dime any place 
within Aerobilt’s trailer or, on the street 
or platform, it is said. The crane han- 
dles contained cargo up to 3,500 pounds 
in weight by use of an electric hoist, or up 
to 600 pounds when utilized manually. 
The crane operates the length of Aerobilt's 
40-foot trailer, by the utilization of two 
rail tracks attached to the upper portion 
of each side wall. A crane carriage rolls 
along these tracks the full length of the 
trailer, and is carried 48 inches beyond 
the rear doors by two “extension 
crane rails," which fold within the trailer 
directly behind its doors. The hoisting ap- 
paratus, either manual or electrical, rolls 
along the crane carriage laterally, provid- 
ing lifting power the full run of the width 
of the trailer, as well as the length of the 


trailer. 
ea. & 


Liquid Saddle Soap 


A liquid saddle soap in a spout 
can, called Long Horn, has been 
developed by L. H. Shingle Co., 


Camden 3, N. J. 
* * * 





FLARE KiT—Latest Interstate Commerce 
Commissions regulations require all inter- 
state commercial vehicles to carry emer- 
gency flares for roadside stops. This re- 
quirement is said to be met by using 
the Dietz No. 321 Reflector Flare Kit, con- 
sisting of three reflex reflector flares and 
a mounting bracket with provisions for 
locking. Kit is also available with three 
flags and flagstaffs. R. E. Dietz Co., 225 
Wilkinson St., Syracuse \ N. Y. 





CANOPY TOP 


TRUCK BODY—McCabe-Powers Body Co., 


5900 N. Broadway, St. Lovis 15, Mo., has 


ill., has announced overhead exhaust sys-|@ nounced production of its 1960 model Service-Master Body. Standard features in- 
tems for trucks and tractors with vertical| clude nonbinding nylon door hinge bushings; adjustable shelves and parts bin with 
hinged cover and removable bin dividers, and tread-plate steel cargo area floor with 
drainage to prevent rust-inducing puddles. Bodies are treated with liquidized iron 
Phosphate and coated with red oxide primer before painting fo retard corrosion, it is 
said, Body is available in sizes for old or new Yo, %, 1 and 1%%-ton chassis, regard- 
less of make. The model SM-10 body, 77 inches long at floor line, fits chassis having 
40 to 42-inch cab-to-axle dimension; model SM-15, 90 inches long, fits 48 to 54-inch 
CA chassis. Model SM-20 (single rear wheels) and model SM-30 (duel rear wheels) 
bodies are 102 inches long and fit chassis having 57 to 60-inch CA. Optionals include: 
All-steel canopy top which furnishes fully-enclosed cargo space having 53 inches 
floor-to-roof height, telescopic roof over cargo area, overhead ladder and material 
racks with adjustable ladder guides, side-mounted pipe racks, vise bracket with pipe 


stacks. The systems are said to carry off 
100 percent of poisonous fumes. Car-Mon 
systems meet all building codes; suit every 
area, layout and service volume, it is said. 
A single fan services one or more units. 


Arnley Offers Brake Shoe 


With 30,000-Mile Guarantee 


Arnley Brake Shoe Co., Route 8, 
Pittsburgh, Pa., has introduced a 
bonded brake shoe which carries a 


support and safety-step rear bumper. 
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SAN FRANCISCO. — First-half 
earnings of Kaiser Industries Corp. 
dropped from $8.3 million in 1959 
to $3.5 million this year, a slump 
of 58.3 percent, according to Edgar 
F.. Kaiser, president. 

Lower profits at Willys Motors, 
Inc., a wholly owned subsidiary, in 
the first six months were given as 
one reason for the reduced earn- 
ings. Kaiser said the Willys de- 
cline resulted from increaséd costs 
and expenses not offset by price in- 
creases. 

He added that other reasons for 
the parent firm’s lower profits were 
elimination of the dividend on 
Kaiser Steel Corp. common stock, 
and elimination of the credit aris- 
ing under an agreement relating to 
the filing of a consolidated federal 
tax return. Tax credit in the first 
half of ’59 totalled $874,000, 


Thompson Ramo Hikes 


Sales and Earnings 


CLEVELAND.—Thompson Ramo 
Wooldridge, Inc., reports increased 
Sales and earnings for the first 
half of 1960, compared with the 
same period a year ago. Board 
Chairman J. D. Wright and Presi- 
dent Dean E. Wooldridge reported 
that sales of $219.1 million in the 
first half of the year represent a 
gain of about 10 percent over sales 
of $199.5 million for the like period 
of 1959. 

Dollar volume of automotive orig- 
inal equipment in the first six 
months approximated the near high 
of 1959. This sales leve! was 
achieved despite increased compact- 
car production and slightly lower 
heavy-duty requirements, Wright 
and Wooldridge said. 

“Although the company has a 
satisfying share of the compact 
car business,” they explained, “these 
and other six-cylinder cars require 
fewer parts and this naturally re- 
sults in fewer sales dollars per 
unit.” 

Automotive replacement parts 
sales reached an alltime high for 
the first six months, due mainly to 
a substantial increase in export 
sales, they added. TRW reports net 
income of $5,033,861 for the first six 
months of 1960, compared with $4,- 
926,209 for the first half of 1959. 


* * * 
Van Norman Reports 


Highest Profits, Sales 


NEW BEDFORD, Mass. — Van 
Norman Industries, Inc., has ex- 
perienced the most profitable six 
months in its history, Charles F. 
Myers, president, announces. Myers 
said that Van Norman’s net profit 
for the six months ended June 30 
rose to $674,299 from the $507,299 
earned in the comparable 1959 pe- 
riod—a gain of 33 percent. 

Sales for the period, Myers said, 
hit a record $27,447,578, rising 22 
percent from the $22,580,051 chalked 
up in the first half of last year. 

* * * 
Gabriel Suffers Loss 
Of $161,000 in Quarter 

CLEVELAND. — Earnings of 
Gabriel Co. this year are expected 
to show improvement over those 
of 1959 despite a second-quarter 
loss of $161,535, according to John 
H. Briggs, president. 

Gabriel reported a profit of $252,- 
024 for the corresponding period 
last year. Sales in the second quar- 
ter this year totaled $9,225,277, com- 
pared to $7,838,708 for the corres- 
ponding period in 1959. 


* * * 


Towmotor Spurts 


CLEVELAND.—Towmotor Corp. 
announces that sales for the first 
six months of 1960 amounted to 
$20,400,827, a new half-year high for 
the company, and 24 percent above 
sales of $16,477,292 for the first six 
months of 1959. First-half earnings 
were $1,629,876, up 42 percent over 
earnings of $1,149,067 for the same 
period in 1959. 

” eg a 
Cooper Tire Suffers 


Net Drop as Sales Rise 


First-half sales rose but net prof- 
it fell sharply at Cooper Tire & 
Rubber Co. The profit decline was 
attributed to “price specials” in the 








replacement tire field, 


increased 


costs of natural rubber and expan- 
sion expenses. 

President W. B. Brewer reported 
first-half sales of $18,477,303 and 
profits of $216,822, compared to 
$18,016,014 and $728,831 last year. 

+ * * 


Mohawk Sets Records 


In Sales and Profits 


Mohawk Rubber Co.’s sales and 
earnings continued to set new rec- 
ords, according to President Henry 
M. Fawceett’s report for the first 
six months of 1960. 

Net sales for the first six months 
totalled $15,950,000 and net profits 
of $626,000, compared to net sales of 
$14,595,000 and net profit of $617,000 
for the 1959 half. 

Fawcett pointed out that Mo- 
hawk “anticipated that 1960 would 
be a very competitive year in the 
replacement tire industry, and our 
expectations are being fully real- 
ized. We prepared in every way 
possible for the higher costs and 
lower selling prices encountered by 
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the industry. Consequently, we 

have been able to increase our sales 

and profits, which performance is 

counter to the trend of a majority 

of replacement tire manufacturers,” 
+ * * 


Divco-Wayne Reports Gains 
In Sales, Profit in Half Year 

Sales and earnings of Divco- 
Wayne Corp. increased substan- 
tially for the first fiscal half, ended 
April 30, Newton Glekel, president, 
announced. 

For the six months, sales rose to 
$16,481,016, or 6.92 percent more 
than the $15,414,385 registered dur- 
ing the corresponding period a 
year ago, Profits climbed 16 percent 
to $834,950 from $719,672. 


* * * 


Dayco Sales Set Record 
But Earnings Decline 


Dayco Corp. (formerly Dayton 
Rubber Co.) sales set a record in 
the first half of the fiscal year, 
President C. M, Christie an- 
nounced. 

Sales totalled $47,446,958, com- 
pared with $43,268,926 for the same 
period a year ago, Christie said. 
Earnings amounted to $764,869, 





Bankruptcy Plea Filed 
For Ohio Buick Dealer 


CINCINNATI. —A_ bankruptcy 
petition has been filed in United 
States District Court here for 
Edward A. Ruppert, former 
Franklin (O.) auto dealer, 

According to the petition, Rup- 
pert operated Ruppert Buick Co. 
from April 1, 1955, to March 31, 
1960, A total of 89 creditors was 
listed, Debts were listed at 
$86,345 and assets at $25,272. 





down from $1,199,983, for the like 


period a year ago. 
* * * 


Money Costs Cut Profits 


At General Contract 

Operations of General Contract 
Finance Corp., St. Louis, attained 
new plateaus in the first six months 
of 1960, but a series of factors has 
held down earnings, it is an- 
nounced by Walter E. Burtelow, 
president. For the period earnings 
totalled $611,723, compared to $759,- 
044 in the comparable period last 
year. 

Burtelow stated that the corpo- 
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ration is now feeling the full im- 
pact of greater money costs on its 
borrowed funds arising from a se- 
ries of interest rate increases in 
1959. 

“Nevertheless,” he stated, “earn- 
ings are generally satisfactory and 
we believe that they will improve 
somewhat in the remaining months 
of 1960.” entero 


Twin Coach Sales Off 

Twin Coach Co., Buffalo, reported 
sales for the six months ended 
June 30 were $16,558,035, compared 
with $19,067,413 for the same period 
last year. Earnings before taxes 
were $1,198,886, compared with $1,- 
000,494 for the same period in 1959, 


* * + 


Michigan Seamless 


SOUTH LYON, Mich.—Michigan 
Seamless Tube Co. earned $1,200,282 
in the nine months ended July 31, 
compared with $1,311,266 in the like 
period a year ago, President Wil- 
liam A. McHattie, reports. Sales 
were $16,373,212, compared with 
$15,742,445 last year. Net earnings 
for the quarter ended July 31 were 
$257,117, against $374,424 in the cor- 
responding quarter last year. 
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Welded Model from West Coast... 





Stainless-Steel Engine Bows 


CHULA VISTA, Calif.—A revolu- 
tionary, lightweight engine with a 
block assembly of welded stainless 
steel sheet and producing one horse- 
power per pound hag been devel- 
oped by Tyce Engineering here. 

Taking advantage of recent ad- 
vancements in the brazing field, 
Ted Tyce and Lloyd Taylor have 
combined their talents to produce 
a stainless-steel engine. 

Tyce said the firm is building 
six prototypes and has a produc- 
tion target for early 1961. He also 
said the engine uses many Ford, 
Chevrolet and Pontiac parts, and 
will be priced from $1,450 up, de- 
pending on application. 

It uses dual overhead cams and 
combines lightness with brute 
power—developing more than one 
horsepower per cubic inch of dis- 
placement. 

First use of the new engine will 
‘xe in sports cars, race cars and 
boats, the company reports, Called 
“TnT,” the engine is planned for 








future installation for airborne and 
ground-support military equipment. 

Stainless steel is the basic metal 
used. It goes into the block assem- 
bly, including the hemispheric com- 
bustion chambers, cylinders, water 
jacket, intake and exhaust ports, 
upper oil pan and spark plug tubes. 

Use of stainless in the block as- 
sembly provides rapid and uniform 
heat dissipation. It also allows for 
high strength, low weight and cor- 
rosion resistance. 

Standard compression ratio is 
10 to 1, with 12 to 1 optional. 

“Hot spots” are said to be elimi- 
nated from the engine by the use of 
stainless-steel sheet in forming the 
various block components. They are 
held to a uniform wall thickness 
to provide even cooling. 

Stainless of .090 inches is used for 
the combustion chamber and ports. 
This dissipates heat several times 
faster than a cast-block engine, and 
the tendency to “ping” in the engine 
is reduced. 

Tack welding is used to bind the 


Vlnivertal IN ACTION... 
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metal stampings that form the 
block assembly. This retains align- 
ment until the entire unit is brazed 
in a hydrogen-filled gas or electric 
oven at 2,100 degrees, using copper 
wire and foil. 

At this temperature, the steel is 
ready for a change. The copper al- 
ready has melted and flows into 
every crevice and a mechanical and 
metallurgical bond is formed. 

Many other unique features are 
used in the Tyce-Taylor engine, 
including a hollow-core crank- 
shaft which serves as the main 
oi] storage point. 

For minimum flexing under the 
combustion pressures developed, the 
counterbalanced crank is carried in 
five large radial webs with large 
insert bearings. 

The webs are turned to a zero- 
clearance fit with the openings in 
the crankcase while massive journal 
overlap also contributes to crank 
strength. 

Tyce and Taylor call this the 
“freshest approach to engine de- 
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sign since Henry Ford’s first V-8.” 
They say that the basis of two 
overhead cams, which make pos- 
sible a hemispheric combustion 
chamber and direct valve action, 
along with high engine revolutions 
is the best approach to raw, brute 
power. 

For many years engine blocks 
have been cast. The few who tried 
innovations, such ag Crosley and 
Taylor’s earlier efforts, discovered 
that any other approach built 
more stresses into the metal than 
normal operation could resolve. 
Taylor has worked on this prob- 
lem for years and finally found 
the solution. 

Block, head and porting are in 
unit with the combustion chamber, 
and the intake and exhaust ports 
are made from shaped, rolled stain- 
less steel, held uniformly thick. 
Cylinder liners are made from 
chrome-moly steel. The port pas- 
sages are in unit with the combus- 
tion chamber, of uniform thickness 
and inside diameter. This entire as- 
sembly is direct-cooled by water 
when the engine is running. 

The TnT uses standard connect- 
ing rods and valves for easy serv- 
iceability. The basic engine can 
also be changed quickly by switch- 












ing a few parts. This may be the 
first engine with “quick change 
cams.” 


Here’s how the engine is as- 

sembled: 

Since the head and block are in- 
tegral, the top end is clean. Com- 
bustion chamber and valving were 
designed to eliminate “bolting-on- 
the-head” problems. The absence 
of a head gasket and the one-piece 
construction allow extremely high, 
effective cylinder head pressures. 


The block assembly is brazed as 
was described before. This process 
was engineered by Superweld Corp. 

The top assembly that holds the 
cams and the valve gear is assem- 
bled the same way. Each cam is 
held by five plain bearings, with 
valves operated directly. There are 
no shims or cam cups. 

Fingers coming off a pair of 
rods that parallel the cams fit 
between valve stem and cam, with 
screw-type adjustment for each 
valve. Cam drive is by chain, 
shielded by an alloy cover case 
that adds stiffness to the assem- 
bled engine. 

This may sound a bit complicated 
but it is designed to operate with 
springs up to 10,000 revolutions 
per minute while details for desmo- 
dromic valving are worked out for 

| future use. 
| The crank assembly rides in its 
;Own cast, light-alloy, A-shaped 
| barrel case, supported by five webs 
that hold five plain type main 
bearings. For standardization, these 
are the same as the con-rod bear- 
| ings: 2.30 inches by 1.25 inches. 
The crank is a ductile-iron cast- 
ing, hollow cored for lightness and 
strength and to serve as an oil 
gallery. This is a patented feature 
by Tyce and Taylor. Fillets, where 
journal and web meet, are rolled, 
making them resistant to fatigue. 

For assembly, the crank and 

| bearings are assembled with the 
radial webs, and bolted together on 
the bench. The assembly is then 
set into the barrel case from either 
end. 


Pistons are three-ring, alloy, 
| with domed crowns. The valves 

are 1%-inch for intake, and 15%- 
inch diameter for exhaust. The 
head of each valve is tulipped to 
the same radius as the piston 
crown, allowing as much lift as 
could be accomplished by cutting 
relief notches into the piston 
| (which would also lessen the effi- 
| eiency of a hemispheric combus- 
| tion chamber). 

The basic engine is available in 
four displacement sizes—91, 105, 120 





}and 135 cubic inches. This is done 


by replacing the crankshaft to 
|change the stroke. The 3.50-inch 
bore is identical in all versions of 
|the TnT. The stroke ranges from 
2%-inches to 3.50 inches. 

To modify the cam timing char- 
acteristics of the engine, a substi- 
tution of parts is all that is re- 
quired. Both cams or crank can be 
|replaced with a minimum of effort 
(Continued on vage 32, Col, 5) 

+ * 
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Stainless-Steel Engine— 


This is a sketch of the Tyce-Taylor 
brazed engine, featuring stainless steel 
as the basic metal. Block and head are 
fabricated as a single unit from metal 
stampings — no head gasket is needed, 
and engine output exceeds one horse- 
power per cubic inch displacement. Uni- 
form thickness of cylinder wall prevents 
hot spots. Stainless goes into the block 
assembly, including hemispheric combus- 
tion chamber, cylinder water jacket, in- 
take and exhaust ports, upper oil pan 
and spark plug tubes. 
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672.60; conv., $1,696.60. riolet, $4,470; hardtop, $4,385; roadster,| 701; 2-dr. Combi-wagon, $1,875. 17-M 

MG-MGA 1600—roadster (disk wheels), | $4,100. Standard—4-dr. sed., $2,120.50; 2-dr. sed., 

e $2,444; roadster (wire wheels), $2,544; cpe. PRINCE SKYLINE—4-dr. sed., $2,295 | $2,028.50; 2-dr. Combi-wagon, $2,237. 17-M 

Oo -O a n r rice Ss (disk wheels), $2,667; cpe. (wire wheels),| (West Coast PUE.) Deluxe—4-dr, sed., $2,266.50; 2-dr. sed., 
} gt Sale eabead ana’ oes: —— RENAULT—4CV 4-dr. sed., $1,292; 4-| $2,174.50; 2-dr, Combi-wagon, $2,383. 

¥ 8 rakes an ock-on dr, Sunroof sed., $1,352. Dauphine 4-dr. TEM ikin. al stat. 

wheels standard). tte Mark IlI—4-|sed., $1,645; 4-dr, Sunroof sed., $1,700. | wae $2170.60; Seeeseneee stat wage 

n m oO e ars dr. sed., $2,695. (Hester standard on|Caravelle—conv., $2,395; hardtop, $2,445; | s0 903.60. Mata dor—3-passenger stat. 

Magnette.) hardtop-conv., $2,525, (Heater standard on| wag $2,482.75; 6-passenger stat, wag., 

MORETTI—750 Series (35 horsepower)— | !I_ models.) $2,514.65: 9-passenger stat. wag., $2, 





The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U, 8S, excise tax 
and import duty, They do not include 
dealer preparation charges, U, S. trans- 
portation fees, state and local taxes or 
optional equipment. 

(Copyright, 1960, by Automotive News) 

ALFA ROMEO — Giulietta — Spider, 
$3,520; Super Spider, $3,890; Sprint Coupe, 
$3,843; Veloce Coupe, $4,149; Sprint Spe- 
ciale, $5,555. 2000—Spider roadster conv., 
$5,372. 

ARMSTRONG-SIDDELEY — Star Sap- 
phire 4-dr. sed., $6,950. (Automatic trans- 
mission and power steering are standard.) 

ARNOLT-BRISTOL—(Prices are F.O.B. 


Chicago—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 
ASTON-MARTIN—DB4 — cpe., $10,400. 


G. T. cpe., $12,500. 

AUSTIN—850—2-dr. sed., $1,295. A-40— 
2-dr. sed., $1,795; deluxe 2-dr. sed., $1,856; 
Countryman 2-dr. stat. wag., $1,835; Coun- 
tryman deluxe 2-dr. stat. wag., $1,879. 
A-55 Mark II—4-dr. sed., $2,198. A-99 
Westminster—4-dr. sed. (overdrive), $3,095; 
4-dr. sed,, (automatic transmission), $3,- 
275. (Heater standard on A-40 models.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘“1000’’—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr. stat. wag., $2,321.07; sport 
cpe., $3,924.68; Bronco multi-purpose ve- 
hicle, $2,775. (Heater standard on all mod- 
els.) 

BENTLEY—Series S 2 — Standard Steel 
Saloon, $15,355. (Automatic transmission, 
power steering, power brakes, radio, heater 
standard.) Other models are custom-built 
and vary considerably in price. 


BERKELEY — B-95 — Roadster, $1,795. 
(West Coast port-of-entry price). 
BMW—502—Deluxe 4-dr. sed. (2.6-liter), 


$5,600; 4-dr. sed. (3.2-liter), $6,200; Super 
4-dr, sed. (3.2-liter), $6,700. 507—Touring 
Sport coupe (3.2-liter), $10,500. 

BMW 600—5-passenger sed., $1,398; 5- 
passenger sed. (automatic clutch), $1,493; 
sunroof sed., $1,487. (Heater standard on 
all models.) 

BMW 700—Coupe, $1,898; coupe (auto- 
matic clutch), $1,993; 2-dr. sed., $1,648; 
2-dr. sed. (automatic clutch), $1,743; 2-dr. 
sunroof sed., $1,737. (Heater standard on 
all models.) 

BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabella—2-dr. sed., $2,- 
295; stat. wag., $2,495; Touring Sport sed., 


$2,645; Touring Sport coupe, $3,550. 
(Heater standard on all models.) 
CITROEN—ID Luxe—4-dr. sed., $2,545. 


ID-19—4-dr. sed., $2,695. DS-19—4-dr. sed., 
$3,245. (Citromatic Drive, power brakes, 
power steering standard on DS-19). 

DAF—600—Standard 2-dr. sed., $1,499; 
Deluxe 2-dr. sed., $1,599. (Variomatic au- 
tomatio transmission standard on both 
models.) 

DAIMLER—SP-250 (V-8)—Conv., $3,- 
702; conv. with full equipment, $3,923; 
hardtop with full equipment, $4,073. (Heat- 
er included in equipment group.) 

DATSUN—4-dr. sed., $1,616; 2-dr. stat. 
wag., $1,818; sport conv., $2,099; half-ton 
pickup truck, $1,588. 

DKW—*‘750"’—2-dr. sed., $1,665. (Heater 
standard.) 

FACEL VEGA—H. K.-500 cpe., $9,000; 
Excellence 4-dr, hardtop, $12,800. 

FERRARI—250 Granturismo—cpe. (Far- 
ina body), $12,600; California conv, (Scag- 
lietti body), $12,600. (Heater standard on 
both models.) 

FIAT—500 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr. Bian- 
china, $1,298; 2-dr. Bianchina sport, $1,- 
428; Jolly, $1,760. 600 Series—2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr_ stat. 
wag., $1,658; Jolly, $1,906. 1100 Series— 
4-dr. sed., $1,659; 4-dr. deluxe sed., $1,- 
782; 4-dr. stat. wag., $1,918. 1200 Series 
—4-dr. sed., $1,998; roadster (Farina), 
$2,812, 1500 Series—Roadster, $3,298. 2100 
Series—4-dr. sed., $2,798; 4-dr. stat. wag., 
$3,058. (Heater standard on all models.) 

FIAT-ABARTH—750—Coupe (43 horse- 
power), $3,195; coupe Sestriere (33 horse- 
power), $2,895; Spyder Allemano (43 horse- 
power), $3,195. 850—Coupe, $3,195, (Other 
engine options available.) 

FORD (England)—Angiia — 105E 2-dr. 
sed., $1,608. Prefect—4-dr. sed., $1,686. 
Escort—2-dr. stat. wag., $1,714. Consul— 
4-dr. sed., $2,059; conv., $2,398. Zephyr— 
4-dr. Sed., $2,240; conv., $2,599. Zodiac— 
4-dr. sed., $2,412; conv., $2,890. 

GOGGOMOBIL—T-400—2-dr. sed., $995: 
Florida Sunroof Deluxe 2-dr, sed., $1,035; 
2-dr. Step-In van, $1,350; Coupe deVille. 
$1,395; Coupe deVille conv., $1,445. T-700 
— Cpe., $1,395; sport roadster, $1,445; 
Roust-About, $1,595; Sprint cpe., $1,695. 

GOLIATH—1100 Series—Hansa 2-dr. sed., 


$1,883; Hansa 2-dr. stat. wag., $2,024; 
Tiger sport cpe., $2,365, 

HILLMAN—4-dr. Special sed., $1,735; 
4-dr, Deluxe sed., $1,875; conv., $2,149; 
2-dr. stat, wag. (Husky), $1,679; 4-dr. 
stat. wag. (Minx), $2,299. Commer Cara- 


van—‘‘Mobile-home’’ type vehicle, $3,655. 

HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,575. (Automatic 
transmission, power brakes and heater are 
standard.) 


JAGUAR — 4-dr, sed. 


(overdrive 
4-dr. sed. 
power steer- 


— 3.8-Litre Sedan 
(overdrive), $4,765; 4-dr. sed. 
and power steering), $4,895; 
(automatic transmission and 
ing), $5,045. Mark IX—4-dr. sed. (auto- 
matic transmission and power steering), 
$6,020. XK-150 coupe, $4,642.50; coupe 
(overdrive), $4,807.50; coupe (automatic 
transmission), $4,892.50; conv., $4,762.50; 
conv. (overdrive), $4,927.50; conv, (auto- 
matic transmission), $5,012.50, XK-150-S 
roadster (overdrive), $5,120; coupe (over- 
drive), $5,142.50; conv. (overdrive), $5,- 
262.50. (Heater standard on all models.) 
JENSEN—6541-R—2-dr. sports sedan, 
$7,750. (Radio and heater standard.) 
LANCIA — Appia — 4-dr. sed., $2,892; 
conv. (Vignale), $4,490; coupe, $4,438; 
coupe (Zagato), $4,558. Flaminia — 4-dr. 
sed., $5,998; coupe (Pinin Farina), $6,355; 
sport (Zagato), $6,485; G. T. Touring, $6,- 


485. 
LLOYD—600 Series—2-dr,. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 











2-dr. 4-passenger stat, wag., $1,445; 2-dr. 


4-passenger sunroof stat, wag., $1,500; 
2-dr. 6-passenger stat. wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1,740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr, 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. Ara- 
bella 900—2-dr. sed., $1,745; 2-dr. sun- 
roof sed., $1,830. 
MERCEDES-BENZ—180—4-dr. sed., $3,- 
250. 180-D (diesel engine) — 4-dr. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. sed., $3,718. 190-SL— 
roadster, $5,032; coupe, $5,244; coupe 
(with removable hardtop and convertible 
top), $5,428. 220—4-dr. sed., $4,283. 220-S 
—4-dr. sed., $4,583. 220-SE—4-dr. sed., 
$5,018; conv. or coupe (folding emergency 
seat), $8,091; conv. or coupe (bench-type 
rear seat), $8,184. 300— 4-dr. hardtop, 
$10,070; 4-dr. hardtop (automatic trans- 
mission), $10,438; 4-dr. conv., $12,644; 
4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 
convertible top), $11,397. Station Wagons— 
180—4-dr. stat, wag., $5,000; Kombi, $4,- 
903. 180-D (diesel engine) — 4-dr. stat. 
wag., $5,228; Kombi, $5,131. 199 — 
4-dr. stat. wag., $5,196; Kombi, $5,100. 
190-D (diesel engine) —4-dr. stat. wag., 
$5,423; Kombi, $5,328. (Heater standard 
on all models. Power brakes standard on 


Super Panoramica 4-dr. sed., $2,495; Coupe 
Turismo, $2,495. 760 Series (43 horsepower, 
dual carburetors)—Super Coupe Turismo, 
$2,995; Spyder conv., $2,995. 

MORGAN — Series II — 2-seat roadster, 
$2,240. Plus Four—2-seat roadster, $2,810; 
4-seat roadster, $2,850; 2-seat coupe, $2,- 


970. 

MORRIS—850—2-dr. sed., $1,295. 1000 
Standard—4-dr. sed., $1,678; 2-dr,. sed., 
$1,495; conv., $1,574; 2-dr, stat. wag., 
$1,798. 1000 Deluxe—4-dr. sed., $1,718; 
2-dr, sed., $1,599; conv., $1,636; 2-dr. 
stat. wag.. $1,825. Oxford—4-dr,  sed., 
$2,259. 

NSU PRINZ—2-dr. sed., $1,398; 2-dr. 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—2-dr, sed., $1,498. (All are 
5-passenger models.) NSU Sport Prinz— 
cpe., $2,200. (Heater standard on all 
models. ) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 


(Heater standard on both models.) 
PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
697; Grand Standing 4-dr. sed., $1,725. 
PEERLESS—G, T. 2-litre coupe, $3,985. 
(Heater standard.) 


PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. (Heater 
standard on both models.) 

PORSCHE 356-B—1600—coupe, $3,700; 


cabriolet, $3,950; hardtop, $3,865; road- 


ROVER—100—4-dr. sed., $3,695. 3-Litre 


—4-dr, sed., $4,620. 
ROLLS-ROYCE—Sliver Cloud—Standard 
Steel Saloon, $15,655. (Automatic trans- 


mission, power steering, power brakes, 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 


SAAB — 93-F — 2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019. Granturismo 750 — 2-dr. 
sed. (four-speed transmission), $2,788. 
(Heater standard on all models). 


SIMCA—Aronde—Deluxe 4-dr, sed,, $1,- 
698; Super Deluxe 4-dr. sed., $1,798; Etoile 
4-dr. sed., $1,698; Elysee 4-dr. sed., $1,898; 
Montlhery 4-dr. sed., $1,971; Chatelaine 
2-dr. stat. wag., $1,963; Grand Large 2-dr. 
hardtop, $2,071; Monaco 2-dr, hardtop, $2,- 
146; Plein Ciel hardtop sport coupe, $2,947; 
Oceane conv., $3,167; Oceane S conv., $2,- 
795. Ariane (4-cylinder)—4-dr, sed., $1,998. 
Ariane (V-8)-—4-dr. sed., $2,098. Vedette 
(V-8)—Beaulieu 4-dr, sed., $2,298. (Heater 
standard on all Aronde models except 
Etoile.) 

SINGER — Gazelle — 4-dr. sed., $2,095; 
conv.. $2,349; 4-dr. stat. wag., $2,425. 

SKODA — Octavia 2-dr. sed., $1,575; 
Octavia Super 2-dr. sed., $1,675; Touring 
Sport 2-dr. sed., $1,775; Felicia conv., 
$1,995; Felicia (with removable hardtop 
and convertible top), $2,150. (Heater 
standard on all models.) 

$2,- 


SUNBEAM—Rapier—2-dr. hardtop, 


546.55; 12-passenger stat. wag., $2,712.50. 


TOYOPET—Crown Oustom — 4-dr. sed., 
$1,999; 2-dr. stat, wag., $2,111; 4-dr. stat. 
wag., $2,211. Toyota Land Cruiser (4-wheel 
drive)—canvas top, $2,930; steel top, $3,- 
365. (Heater standard on Crown Custom.) 


TRIUMPH—4-dr. stat. wag., $1,899. Her- 
ald —4-dr. sed., $1,999; coupe, $2,149; 
conv., $2,229. TR-3 (sports car) — conv., 
$2,675; hardtop, $2,835. (Heater standard 
on Herald models.) 


TURNER—Standard 950 sports roadster, 
$2,345; Stage II roadster, $2,735; Coven- 
try Climax Stage I roadster, $3,170; Cov- 
entry Climax Stage II roadster, $3,570. 


VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1.080. 

VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 
sunroof sed., $1,655; conv., $2,055; stat. 
wag., $2,245; deluxe stat. wag., $2,620. 

m Ghia—cpe., $2,430; conv., $2,- 
695. (Heater standard on all models.) 

VOLVO—Special 2-dr. sed. (60 horse- 
power), $1,895; Deluxe 2-dr. sed, (60 horse- 
power), $1,995; PV-544 2-dr. sed, (85 
horsepower), $2,195; 122-8 4-dr, sed., $2,- 
495. (Heater standard on all models.) 

WARTBURG—Standard 4-dr. sed.. $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr. stat. wag., $1,898; 


all models except Series 180, 180-D, 190/ ster, $3,580. 1600 Super—coupe, $3,910; | 499; conv., $2,649; Alpine—Roadster, $2,- 
and 190-D.) cabriolet, $4,160; hardtop, $4,075; road- | 595. 4-dr, deluxe stat. wag., $2,085; conv., $2,- 
METROPOLITAN — 2-dr. hardtop, $1,-'ster, $3,790. Super 90—coupe, $4,220; cab- TAUNUS—12 M Super—2-dr. sed., $1,-'099; coupe, $2,199; sports roadster, $2,799. 










“! concentrate on selling the chassis 
...0Ur Gar Wood-St. Paul distributor 


sells the equipment !” 
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Truck Manager, Heinrich Motors 


... says Sam McCord 







ia. 


Sam McCord (left) and Jim Page of Heinrich Motors, Rochester, New York, discuss 
sales with Joe Gagliano (center), Gar Wood-St. Paul distributor, Rochester, New York. 


“‘We’re both specialists and we sell together,” 
says Sam McCord, Truck Manager of Heinrich 
Motors, Rochester, New York. “I depend on 
our GarWood - St. Paul distributor to give the 
customer honest equipment recommendations 
and technical advice. And I can always depend 
on him for complete service cooperation.” 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan - 


Sam McCord is just one of hundreds of 


truck dealers who rely on 


their Gar Wood - 


St.Paul distributors for constant sales help 
and advice. There’s a GarWood - St. Paul dis- 
tributor headquartered in your area with the 
most advanced line of truck equipment on the 


market. Call him soon. 


Richmond, California 


Plants in Wayne and Ypsilanti, Mich. ¢ Findlay, Ohio « Mattoon, Ill. ¢ Richmond, Calif. ¢ Exeter, Penna. 








Gar Wood - St. Pou! Gar Wood Gor Weed - $t. Paul 
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What's New... 


AUTOMOTIVE NEWS, SEPTEMBER 5, 1960 


In Parts and Accessory Distribution 





WINCH CAN 


TAKE IT! 


Stronger +++ More durable . . . greater +» RESERVE STRENGTH 
operating efficiency . . . easier instalia- 


tion . . . that’s the Tulsa Winch! And 
Tulsa Winches are so versatile. There's 
one designed for every purpose. Whether 
it’s the big job or the small job, the 
Tulsa Winch can more than take it. Im- 
mediately available through the world-wide 
sales-service facilities of our dealers and 
distributors. Ask to see our line. 


TULSA PRODUCTS DIVISION 
VICKERS INCORPORATED 
Division of Sperry Rand Corporation 
731 E. First Street 
TULSA 20, OKLAHOMA 


* LONGER SERVICE 


* WORLD-WIDE 
DISTRIBUTION 





Ammco Adds 3 Reps 


NORTH CHICAGO, Ill—Ammco 
Tools, Inc., has announced the ad- 
dition of three new representatives. 
They are Don Proffitt, assigned to 
Northern California, Utah and part 
of Nevada; Ray Herbst, New York 
City and Long Island, and Pat 
Tierney, Northeastern Illinois and 
Southeastern Wisconsin. 

* * * 


Carlson Names 3 Reps 


DENVER. — Carlson Mfg. Co., 
manufacturer of automotive front- 
end specialties, has named 
three manufacturer’s representa- 
tives. Covering Washington, Oregon 
and Idaho will be Sam P. Connell 
jr., Seattle; the Dean Wharton or- 
ganization, Walnut Creek, Calif., 
will represent the company in 
Northern California, while the 
Southern California and Arizona 
territory will be covered by L. W. 
Swenson, El Monte, Calif. 

ag oe * 


Brake Firm Expands 


TORONTO.—Caribbean Brake 
Products, Kingston, Jamaica, a 
subsidiary of Certified Automotive 
Replacements, Toronto, is expand- 
ing its plant. ‘. 

cd 


Long Island Warehouse 


Opened by Bobro Products 


NEW YORK, — Bobro Products, 
Inc., 509 W. 56th St., has announced 
the opening of a branch warehouse 
at 563 Brook St., Garden City, L. L., 
for jobbers in Queens, Nassau and 
Suffolk Counties. 

Bernard Bock, president, said 
approximately 200 jobbers will be 
served by the new distributing cen- 
ter, which has 12,000 square feet of 
fireproof facilities. 

* * * 


Steps Taken to Organize 


Iowa Automotive Wholesalers 


DES MOINES.—A steering com- 
mittee and temporary officers have 
been named to plan for a mass 
meeting of Iowa automotive whole- 
salers to organize a state associa- 
tion. 

Some 40 wholesalers chose Wil- 
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liam Barron jr. temporary presi-!the nation’s 185,000 ‘merchant’ 


dent; Ed Breese, secretary, and 
John Moffet, treasurer, The com- 
mittee includes Barron, Breese, 
Moffet, Cliff Peters, Dave Mattson, 
A. C. Volkens, A. U, Blackburn, 
A. C. Hemmer and Ed Blanchard. 


58 Capital Outlays 
By Wholesalers 
Put at $886 Million 


WASHINGTON.—The 1958 Cen- 
sus of Business preliminary figures, 
just released, show “merchant” 
wholesalers spent $886 million in 
1958 on capital outlays. 


Of this amount, $773 million was 
spent on new capital items, accord- 
ing to the National Assn. of Whole- 
salers. The new capital expendi- 
tures were divided $287 million for 
new plants and plant additions and 
$486 million for new fixtures and 
equipment. 

W. D. Jenkins, Richmond (Va.) 
electronic wholesaler and NAW 
president, said that “in addition to 
warehousing over $12 billion of the 
nation’s output, extending over $13 
billion credit to the nation’s retail- 
ers and business users of the prod- 
ucts of our factories and farms, 


Auto Advertising 





Dale O. Akridge from manager 
of television advertising and sales 
promotion for the television re- 
ceiver department of General Elec- 
tric Co. of New York to advertising 
sales staff of Look magazine. 

ak * Cd 


VW a Grid Sponsor 


Competition Motors, Inc. (Volks- 
wagen distributor) has signed as a 
Western regional sponsor of the 
National Collegiate Athletic Assn. 
football telecasts over the ABC-TV 
Network this fall. 

The ABC-TV schedule, beginning 
Saturday, Sept. 17, will be seen on 
12 consecutive Saturdays and 
Thanksgiving Day. Nine of the 13 
telecasts will feature a single game 
televised coast-to-coast. 

Competition Motors, Inc., will 
sponsor one-quarter of the 13 tele- 
casts on stations in Santa Barbara, 
Los Angeles, San Diego, Bakers- 
field, Calif., and Las Vegas, Nev. 


eo SS 


Renault on Gridcasts 


The Northern and Southern Cal- 
ifornia Renault Dealers Assn, has 
signed as Western regional sponsor 
of the professional American Foot- 
ball League telecasts on ABC-TV 
this fall. 

Seventeen games, beginning Sun- 
day, Sept. 11, will be telecast. 

K * * 


Personnel Changes 


Charles F. Shiels, II, from St. 
Louis representative of Good 
Housekeeping to St. Louis adver- 
tising sales staff of U. S. News & 
World Report . .. Frederick A. 
Peck from Grant Advertising, Inc., 
to associate group director on the 
Plymouth-DeSoto - Valiant account 
at N. W. Ayer & Son, Inc. 


Peter Barber from manager of 
International Motor Sales, White 
Plains, N. Y., to New York adver- 
tising sales staff of Look magazine 
..+- Walter M, Swertfager from 
senior vice-president of Lennen & 
Newell, Inc., to senior vice-presi- 
dent and member of the manage- 
ment group at Geyer, Morey, Mad- 
den & Ballard, Inc. 


No Work Labor Day 


TALLAHASSEE, F 1a. — Dealers 
throughout the state remained 
closed Labor Day, in compliance 
with the new Florida closing law. 
In addition to each Sunday, deal- 
ers are required by law to be closed 
on New Year’s Day, Fourth of July, 
Labor Day, Thanksgiving and 
Christmas, Servicing of a motor 
vehicle on Sunday or holidays is 
permissible. 


wholesalers expanded and modern- 
ized~ their plants and facilities in 
the single, so-called ‘recession’ year, 
1958, by almost $1 billion in capital 
outlays.” 

The capital expenditures reported 
for new facilities were almost 
equally divided between durable 
goods wholesalers and non-durable 
goods wholesalers, $393 million and 
$380 million respectively, Jenkins 
said. 

In both groups, expenditures for 
new fixtures and equipment were 
significantly greater than for new 
structures and additions, he added. 
About one-third of the total new 
capital investment of durable goods 
wholesalers and about 40 percent of 
nondurable goods wholesalers went 
into new structures and additions, 
he said. 

Three-fourths of the total capital 
outlays were corporate investments, 
$585 million, and 87 percent of the 
outlays in the durable goods lines 
were by corporations, while only 
67 percent in the non-durable lines 
were expended by corporations, 
Jenkins said. 

* * * 


Provide Broken-Lot Prices, 


ASIA Urges Manufacturers 


CHICAGO, — Members whose 
products lend themselves to single 
or broken-lot prices have been 
urged by the Automotive Service 
Industry Assn. to provide whole- 
saler customers with lists incor- 
porating these special price sched- 
ules. 

The ASIA said wholesalers have 
been flooded with requests for sale 
of broken lots or single units, and 
face difficult and costly sales prob- 
lems because of a lack of a com- 
petent list of these prices. 


California Firm 
Develops Engine 


Of Stainless Steel 


(Continued from Page 30) 

and time, making the TnT possibly 
the first engine to have quick 
change cams and displacements. 

In each of the engines, maximum 
power is developed at 6500 RPM. 
The TnT is red-lined at 8,000, al- 
though it has been tested up to 
10,000 RPM with no bad effects. 


The standard engine has a six- 
quart wet sump which can be 
converted to dry sump operation 
by adding a second stage to the 
standard oil pump situated out- 
side the engine. 


Carburetion is flexible. The four 
intake ports are located on four- 
inch centers and will accept a 
variety of carburetor combinations. 
These include four single, side-draft 
models or two duals. 

Several gear boxes also can be 
used with the TnT. By the use of 
special adapter units, the light- 
weight and compact engines may be 
changed from one small car to an- 
other to improve performance. 

Weight of the four different en- 
gines is about the same—175 
pounds. The power at 6500 RPM 
varies down from 175 to 150 to 125 
and to 115 on the small engine. 


The basic design is fitted with 
twin-throat Solex carburetors, with 
SU’s and Webbers still to be dyno- 
tested. Fuel-injection also can be 
used. Ignition is Lucas distributor 
and coil, with Champion plugs. 
Magneto ignition is an option. The 
coldest plug the engine will take 
is an H-10. This is a Detroit-type 
road plug. 

According to Tyce and Taylor, 
this engine is ideal for marine 
applications. Although it weighs 
17%5 pounds, it gives over 160 
horsepower in the water. With a 
turbocharger, the same engine 
will give out 225 hp. The stainless 
steel block can be cooled with 
salt water. 

Tyce and Taylor hope their new 
engine solves most of the long 
standing problems that have 
plagued designers and manufac- 
turers of lightweight, high per- 
formance automotive engines. 
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Rootes to Add Dealers . 





Import-Car News Notes 


| pe roca MOTORS, distributor of! 
Hillman, Sunbeam Alpine, Sun- 
beam Rapier, Singer and Humber 
cars, will increase its present 800- 
dealer network in the United 
States, according to John T. Panks, 
managing director. 

He said plans call for the addi- 
tion of about 200 dealers by the 
end of 1961. 

Panks said encouraging sales of 
the Sunbeam sports car and the! 
Rootes automatic transmission 
have been two influencing factors 
in this decision, Sunbeam sales for 
the first six months of 1960 were 
300 percent of the like period in 
1959, with more than 2,500 sold, he 
added. 


* * * 


Volvo 


gee ae April, when Volvo Dis- 
tributing, Inc., Englewood Cliffs, 
N. J., launched a dealer develop- 
ment program, 30 new dealers have 
been appointed to handle the Swed- 
ish-built line of cars. 

Typical of the new dealers ap- 
pointed is Phalanx Motors, Inc., 
Spring Valley, N. Y. Phalanx has 
a 2,200-square-foot showroom. 

Laurence Ettinger, vice-presi- 
dent of Phalanx, in October will 
drive in the Little LeMans race 
for foreign and domestic com- 
pacts at Lime Rock, Conn, 

Complete list of new Volvo dealer 
appointments follows: 

Brandfon Motors, 127 Fitch St., 
New Haven, Conn.; Chase Parkway 
Garage, Inc., 461 Watertown Ave., 
Waterbury, Conn.; Weatogue Ga- 
rage, 384 Hopemeadow St., Sims- 
bury, Conn.; Auto City, 131 Boston 
Post Rd., Waterford, Conn.; Motor 
Sport Enterprises, Wilmington, 
Del.; Skip Brown Auto Sales, 3228 
S. Florida Ave., Lakeland, Fla.; 
Suburban Import Co., 740 Halstead 
St., Chicago Heights, Ill.; Rallye 
Motors, Ltd., 2050 S. MacArthur 
Blvd., Springfield, Ill.; Conimex, 
Inc., 3728-30-32 W. Dempster St., 
Skokie, Il. 

Harry Aldridge Motors, 133 Mid- 
land Bivd., Lexington, Ky.; Anna- 
polis Motors, Inc., 10566 Metropoli- 
tan Ave., Kensington, Md.; Bedard 
Brothers Auto Sales, Inc., Route 8, 
Cheshire, Mass.; Dalzell Edsel, 
Route 1, Norwood, Mass.; Lee 
Chevrolet Co., Inc., 366 Washington 
Ave., Wellesley Hills, Mass.; Auto 
Engineering, Inc., 436 Marrett Rd., 
Lexington, Mass.; Dearborn Im- 
ported Cars, 13840 W. Warren, 
Dearborn; Wood Motors, 541 Port- 
age St. Kalamazoo, Mich.; Art 
Sharp, Admiral Wilson Blvd., Cam- 
den, N. J.; Menzer Motors, Inc., 90 
Country Rd., Tenafly, N. J. 

Small Cars of Paramus, East 66— 
Route 4, Paramus, N. J.; Julius C. 
Mayer, 149 Main St., New Rochelle, 
N. Y.; Phalanx Motors, Inc., 19 S. 
Main St., Spring Valley, N. Y.; Best 
Motors, 1451 Lyell Ave., Rochester, 
N. Y.; Moro Motors, 280 Main St., 
Hempstead, N. Y.; Zeidler Motors. 
Route 122, Medford, N. Y.; Nemith 
Motor Co., Route 9, Latham, N. Y.; 
Nu-Trend Motors, 115 Main St., Mt. 
Kisco, N. Y.; Hamburg Raceway 
Foreign Cars, McKinley Dr. and 
Clark St., Hamburg, N. Y.; Bernard 
Buick, Inc., Highways 321 and 70, 
Hickory, N. C., and Dorr Secor Mo- 
tors, 3131 Dorr, Toledo. 

* * * 
Toyopet 
OYOTA MOTOR DISTRIBU- 
TORS, INC., Los Angeles, is 
currently interviewing dealers to 
handle the new Toyopet Tiara econ- 
omy sedan, which will be intro- 
duced in mid-October, it is an- 
nounced by Harold Johnson, gen- 
eral manager. 

The Tiara, a four-door, five-pas- 

senger automobile, will have a 75- 








horsepower, four-cylinder, over- 
head-valve engine. 
As production permits, dealers 





will be appointed on a market-by- 
market basis until nationwide dis- 
tribution is achieved, according to 
Johnson. 

ed + * 


Mercedes-DKW 


ERCEDES-BENZ SALES, INC., 
has announced that it has 
signed eight new Mercedes-Benz 





dealerships and 11 new Auto Union- 
DKW franchises. 

The Mercedes dealers are: Ozzie 
Lane Rambler, Inc., 17th at Grand, 
Des Moines; Capitol Studebaker 
Co., Inc., 2900 Capitol Ave., Sacra- 
mento, Calif.; King Motors, Inc., 300 
N. Orange Ave., Orlando, Fla.; 
Fletcher-Smythe Motor Co., 425 
Market St., San Jose, Calif.; New- 
man Import Motors, Inc., 923 Farm- 
ington Ave., W. Hartford, Conn.; 
Pomona Car Imports, 840 E. Holt 
Ave., Pomona, Calif.; John Ingra- 
ham, Inc., 2943 Broadway, Oakland, 
Calif., and Oliver C. Joseph, Inc., 
223 W. Main St., Belleville, Ill. 

Signed for Auto Union-DKW 
were: Loder Bros. Co., 465 Center 
St., Salem, Ore.; Melloy Bros. Mo- 
tor Co., 820 San Mateo N.E., Al- 
buquerque, N. M.; A. B. Ciesar-Im- 
port Autos, 620 N. Delaware, Indi- 
anapolis; European Motor Cars, 
Inc., 431 Main St., Harwichvport, 
Mass.; King Motors, Inc., 300 N. 
Orange Ave., Orlando, Fla.; Capi- 
tol Studebaker Co., Inc., 2900 Capi- 


tol Ave., Sacramento, Calif.; Nu- 
Kar Sales, Inc., 5th and Gamble, 
P. O. Box 398, Anchorage, Alaska; 
Parkins Motors, Inc., 521-527 Broad 
St., Charleston, W. Va.; Parkfield 
Motors, 450 Broad Ave., Palisades, 
Park, N. J.; Speedcraft Bala, Inc., 
345 Montgomery Ave., Bala Cyn- 
wyd, Pa., and Rambo Motors, Inc., 
307 N. E. Broadway, Portland, Ore. 
* * * 


Prince Skyline 
AL MORRILL, of Curbstone 
Motors, 2311 N.E. Union Ave., 
Portland, Ore., has been appointed 
distributor for Oregon, Washington 
and Idaho of the Prince Skyline. 
Pat Pattee will be sales manager. 
* * * 


Renault 


.. is now selling its new 
Estafette truck in four models 
in Canada. These include panel, 
panel with raised translucent roof, 
pickup and eight-passenger bus. 

The truck features engine-in- 
front and front-wheel] drive, which 
allows an obstruction-free payload 
section with a level floor 14 inches 
above ground. Panel models have 
both side and rear loading. 

The trucks are to be sold and 
serviced through Renault’s 225 deal- 
ers across Canada. 





'61 Japanese Cars Arrive— 


Japan introduced the first 1961 model car to appear on the American market, the 
Datsun Bluebird. Soichio Kawazoe, right, Nissan Motor Co., producers of the vehicle, 
predicted that more than 1,000 units a month would be sold in the United States dur- 
ing the coming year. Japan's Ambassador Koichio Asakai, left, is shown accepting 
delivery from Kawazoe of the first of a shipment of 12 Bluebirds which arrived in 
Washington through McLean Motors, Inc. 









How to tame 
“bearish” 
customers 


Give them the richest, 
most complete multi- 
viscosity oil in the world— 
Pennzoil 10W-30 with Z-7. 
So rich, it gives double the 
protection demanded. 

So complete, you never 

need extra additives. 

You can depend on this 
multi-viscosity oil for both the 


starting advantages of |OW 
and the wear protection 

of S.A.E. 30 grades. This all- 
weather oil contains 100% 
Pennsylvania bright stocks 
to minimize wear—doesn’t 
depend on neutrals and E 
chemicals alone. 


You’ll increase winter 
service business, boost sales 
and profits on all your services 
and products. And safe- 
guard your good reputation 
for customer satisfaction. 

For more winter business, 
keep track of customer 
service needs and sell them 
when they’ re needed. It’s 
easy with Pennzoil’s 
exclusive Kontax System, 
4-to-| favorite among 

dealers nationally. 

Call your Pennzoil 
distributor today about 
Pennzoil 10W-30. He's 

listed in the Yellow Pages. 


Member Penn. Grade Crude Oil Assn. 
Permit No. 2, Oil City, Pa. 
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ALL-AMERICAN 
SOAP BOX DERBY 
SCORES A 
SMASHING 
SUCCESS! 


After months of planning and local com- 
petitions, all eyes were focused on Akron, 
Ohio, where the 23rd All-American Soap 
Box Derby was run August 14. One hun- 
dred and sixty-eight young champions 
from all over America and many foreign 
lands drove their sleek racers across the 
finish line at Derby Downs. And once 
again—as evidenced by the cheering crowd 
of 75,000, the colorfui festivities, and the 
spirited competition of the young champs 
—the All-American Soap Box Derby had 
proved to be the “greatest amateur racing 
event in the world.” 


Biggest moment of Derby Day was 
when ll-year-old Fredric Lake of 
South Bend, Indiana, crossed the fin- 
ish line and became the 23rd All- 
American champ. But to every boy 
who competed in the Derby came a 
thrilling experience that may never 
again be equalled in his life: the sheer 
joy of competing in the All-American 
Soap Box Derby. 

Derby sponsors—newspapers, radio 
and television people, civic and fra- 
ternal groups and Chevrolet dealers 
—have the heartfelt thanks of all the 
boys who competed in both the local 
and All-American Soap Box Derby 
runs. To this we’d like to add our 
own appreciation. We are proud to 
be associated with the civic-minded 
sponsors who have helped create the 
“greatest amateur racing event in the 
world.” . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


Colorful highlight of the 1960 All- 
American at Derby Downs is the Parade 
of Champions, largest in the history of 
the great amateur racing event for boys. 
The parade, including more than 2,500 
people in 50 bands and marching units, 
was witnessed by more than 75,000 
spectators. 


Overseas champions from Venezuela, 
Hawaii, Puerto Rico, the Philippines and 
West Germany gather around the 
Hawaiian boy’s racer at Derby Downs 
Topside area. 






















Popular TV singer and recording star, 
Andy Williams, wins the Oil Can Trophy. 
Jack Izard, Chevrolet advertising man- 
ager, makes the presentation. Looking 
on are the other Oil Can contestants, 
western star Dale Robertson and Craig 
Stevens (TV’s Peter Gunn). 


In one of the early rounds of the 23rd 
All-American, the Levittown, N.Y., 
champion edges contestants from Endi- 
cott, N.Y., and Lynchburg, Va. 





E. N. Cole, Chevrolet general 
manager and vice president of Gen- 
eral Motors, awards the champion- 
ship trophy to Fredric Lake of South 
Bend, Ind., as the winner accepts 
congratulations from parents and 
Mr. K..E. Staley, Chevrolet general 
manager, presents the $5,000 Scholar- 
ship Award to the 23rd All-American 
winner Fredric Lake of South Bend, 
Ind., at the Banquet of Champions 
attended by more than 1,700 guests. 


Akron Mayor Leo Berg. 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


drive, and (ps) indicates power 
steering. 

* + * 

FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Aug. 24. 
There still seems to be a good demand 
for sharp used cars, and the market is 
exceptionally strong. Sold 205 cars from 
336 consignments. 


BUICK—'60 LeSabre conv., 
2-dr., $2,405* (ps). 
’69 Electra 225 4-dr. 
(ps); conv., $2,300*; LeSabre conv., 
$2,235* (ps); 4-dr. hardtop, $2,230* 
(ps), $2,080* (ps); 2-dr. hardtop, $2,- 





































$2,650* (ps); 
Riviera, $2,355* 


075* (ps); 2-dr., $1,725*. 
"58 Special 2-dr., $1,480* (ps), $1,215*; 
Century 2-dr. Riviera, $1,450* (ps). 


‘57 Century Estate Wagon 4-dr., $1,300* 
(ps); Special 2-dr. Riviera, $1,055* 
(ps), $1,050*; 4-dr. Riviera, $§880* 
(ps); 4-dr., $675*, $610*; Super 2-dr., 
$980* (ps), $885* (ps). 

'66 Super 4-dr. Riviera, $870* (ps), 
$455* (ps); Century 4-dr., $700* (ps); 
Special 2-dr., $625*; 2-dr. Riviera, 
$575*, $500*; 4-dr., $585. 

‘55 Special 4-dr. Riviera, $510*; 2-dr. 
Riviera, $490*; Super 2-dr. Riviera, 
$460* (ps), $425* (ps); RM 2-dr., 
$410* (ps). 

’54 Century conv., $180*. 

°53 Super 4-dr., $110. 

CADILLAC—’56 (62) Sedan de Ville, $1,- 
225* (ps). 
’55 (62) 4-dr., $600* (ps). 
CHEVROLET—’60 Impala (8) 2-dr. hard- 
top, $2,300*; Biscayne (6) 2-dr., $1,- 
. 


’59 Kingswood (8) 4-dr. (9 pass.), $2,- 
125* (ps), $2,070* (ps); Impala (8) 
4-dr. hardtop, $1,975* (ps), $1,900* 
(ps), $1,690* (ps); conv., $1,950* (ps), 
' $1,830* (ps), $1,820* (ps), $1,765; 
: 2-dr. hardtop, $1,900*, $1,850* (ps); 
; Parkwood (8) 4-dr., $1,750*; Brook- 
; wood (6) 4-dr., $1,700*; Bel Air (6) 
: 4-dr, hardtop, $1,605; 4-dr., $1,375; 
Bel Air (8) 4-dr., $1,490* (ps); Bis- 
cayne (6) 2-dr., $1,450*, $1,325, $1,- 

275; 4-dr., $1,300, $1,300*. 
68 Brookwood (8) 4-dr., $1,330* 
$1,305*, $1,295*, $1,050* (ps); Bel 
Air (6) 2-dr. hardtop, $1,265*; Bel 
Air (8) 4-dr, hardtop, $1,220*; 4-dr., 


(ps), 


$1,175* (ps); Biscayne (6) 4-dr., $1,- 
- 250°, $1,100*, $930; 2-dr., $1,060; 
' Biscayne (8) 4-dr., $1,120*; 2-dr., 


$925°. 
’57 Bel Air (8) 2-dr., $1,205* (ps); sta- 


tion wagon 4-dr., $915*; Two-ten (6) 
2-dr., $765*; 4-dr., $725, $690; One- 
fifty (6) 2-dr., $715. 
i '56 Bel Air (8) 4-dr., $760* (ps); Bel 
Hi Air (6) 2-dr., $425*; Two-ten (8) 
2-dr., $490*, $380. 


65 Two-ten (6) 2-dr., $460, $155; 4-dr., 


$340, $275*, $115; Two-ten (8) 2-dr., 
$270*; Bel Air (8) conv., $425*; 2- 
dr., $150. 
’54 Two-ten 4-dr., $230; 2-dr., $235, 
$145*. 


f $185", 
K ’53 Bel Air 2-dr., $165. 


CHRYSLER—’59 Windsor 2-dr, hardtop, 


i $1,975* (ps). 
'55 Windsor 4-dr., $465* (ps), $325", 
i $200*; 2-dr. hardtop, $285* (ps). 

‘53 Windsor 2-dr, hardtop, $165*. 
COMET—’'60 Comet 2-dr., $1,700*. 
DESOTO—’57 Firesweep 2-dr., $735*. 

’56 Firedome station wagon 4-dr., $675°* 

(ps). 
‘55 Firedome 2-dr, hardtop, $235* 
’53 Firedome 4-dr., $170. 


(ps). 


DODGE—’58 Coronet (8) 4-dr., $890*%; 2- 
dr., $745. 
57 Coronet (8) 2-dr, hardtop, $700; 
4-dr., $615*, $530*. 
EDSEL—'58 Ranger 2-dr., $640*; 2-dr. 


hardtop, $620*, 
y FORD—’'60 Thunderbird (8) 2-dr, hardtop, 


$3,205* (ps); Galaxie (8) conv., §$2,- 
415* (ps), $2,285* (ps), $2,200* (ps); 
Fairlane 500 (8) 4-dr., $1,850*; Fal- 


con (6) 4-dr., $1,660, $1,625. 
59 Fairlane 500 (8) 2-dr, Victoria, $1,- 


570° (ps). 
’58 Country Sedan (8) 4-dr., $1,075* 
i (ps); Custom 300 (6) 2-dr., $975; 
4-dr., $700. 
"57 Country Sedan (8) 4-dr., $730; Cus- 
7 tom (8) 4-dr., $600; Custom 300 (6) 
' 2-dr., $560, $425*. 
} ’56 Fairlane (8) 4-dr., $550*; 2-dr., 


$185*; Parklane (8) 2-dr., $525* (ps), 
$450*, $300*; Custom (8) 2-dr., $310. 

"55 Country Sedan (8) 4-dr., $450; Cus- 
tom (8) 4-dr,, $410*%; 2-dr., $145; 
Fairlane (8) conv., $385*; Ranch Wag- 
on (6) 2-dr., $335. 

'54 Custom (8) 2-dr., $260; 4-dr., $180*; 
Country Sedan (8) 4-dr., $190. 


cocoon 


"62 Crest (8) 2-dr, Victoria, $115*. 
LINCOLN — ‘58 Premiere 2-dr, hardtop, 
$1,890*° (ps). 


MERCURY — '60 Monterey 4-dr., $2,255* 


(ps). 
'58 Montclair 4-dr., $1,305* (ps). 


OLDSMOBILE—’59 (88) 2-dr. Scenic, $1,- 
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Tuesday and Friday at 12:30 


AUTOMOTIVE NEWS, SEPTEMBER 5, 1960 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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"59 4°60 
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"59°60 
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"59 
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. Jan. 


Prices of '60s added and ’52s dropped in December, 1959. Prices of ’59s added and '51s dropped in December, 1958. 


Figures alongside bars represent dollars. 


"56 Montclair 4-dr., $525*; 
2-dr., $335. 
‘53 Monterey 2-dr_. hardtop, $150*. 


‘57 Star Chief 2-dr. Catalina, 


$1,025* 
(ps), $990* (ps); Chieftain 2-dr, Cata- 
lina, $790* (ps). 

’56 S.ar Chief 4-dr., $475*, $300*; Chief- 


Monterey 


4 665°. tain 4-dr., $450*. 
57 (88) 2-dr, Holiday, $1,050*; 4-dr., ’55 Chieftain 4-dr., $470*, $195*; Star 
$590* (ps); (88) Super 4-dr., $680* Chief 4-dr., $175*. 
(ps). RAMBLER—’60 Super (8) 4-dr., $2,075, 
"56 (88) 4-dr., $525°*. $1,710. 
"55 (88) Super conv., $235*; (88) 4-dr., "59 Super (8) 4-dr., $1,565* (ps); Cus- 


$175* (ps). 
"54 (88) 2-dr. Holiday, $275* (ps). 
PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 


tom (6) Cross Country 4-dr., $1,125. 
STUDEBAKER—’57 Scotsman (6) 2-dr., 


$450. 
MISCELLANEOUS — '55 Chevrolet %-ton 


620* (ps); Belvedere (8) 4-dr., $1,- 
505* (ps). Pickup, $515, $420. 
a 'aa e (8) 4-dr., $640*; Savoy 
) 2-dr., $505*; 4-dr., $430*. 
"656 Savoy (8) 4-dr., $180. LOS ANGELES 
"55 Savoy (8) 4-dr., $240. Harold Henry’s Los Angeles Dealer Auto 
PONTIAC—’'60 Ventura 4-dr, Vista, $2,-| Auction. Sale every Tuesday. Prices are 
615* (ps); Star Chief 4-dr. Vista, | for sale of Aug. 23. 
$2,400* (ps). BUICK—’59 LeSabre 4-dr. hardtop, $2,- 
"59 Bonneville 4-dr., $2,275* (ps); Cat- 085* (ps). 
alina conv., $2,105* (ps), $2,100* ‘58 RM 4-dr. Riviera, $1,750* (ps); 
(ps); 2-dr., $1,925* (ps), $1,775*; Special 2-dr. Riviera, $1,460* (ps), 
Star Chief conv., $1,050* (ps). $1,150". 





ALABAMA MICHIGAN 
JOHNSON AUTO aN UES 
DETROIT'S 


AUCTIONS 
Huntsville, Ala.—Friday 


100% teen > Redeteaiten Fos Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 

“DUAL RING" 2 lines running simultane- 
ously, 

® Conveniently located in the heart of the 

automobile world, 

CONNECTICUT ®@ Ten acres of completely fenced parking 
area. 


COLORADO 


Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only e 
Write for FREE Market Reports. 





° ® Always a fine selection of sharp cars. 
NEW ENGLAND'S OLDEST © Friendly relations prevail at all times, 
AND BEST © Congenial auctioneers, 
@ Fair management, 


Dealers Auto Exchange in our [4th year 
continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McColium, Vice-President and Manager 
3711 Western Road Phone CEdar 2-318! 








FLORIDA NEW JERSEY 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


OVER 


eto] 
WEST PALM BEACH — Florida’s 


“quality” auction. 12 Noon, Thurs- CARS ) 
day. W. Palm Beach Fairground. Tae it ) 


3 


AUCTION 
LANES 


, 
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BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


2 } P a } ! 
ell where ¢ uyer "a: 


SUT mat At eR 
NATIONAL AUTO 


DEALERS EXCHANGE 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 


Phone: TO 9-4660 
C, Simpson, Pres — Sam Goodman, Mgr. 


LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 












Oldest, Largest and Very Best | ‘|. Sq 














Hauhe Auto Auction 


Opens at St. Louis 


ST. LOUIS.—The Floyd Hauhe 
Auto Auction has opened shop at 
12000 St. Charles Rock Rd. in St. 
Louis County. 

Among the opening services 
were free helicopter rides from 
the airport to the auction site. 
Floyd Hauhe, who has had 15 
years experience in the automo- 
tive business, is the owner. He 
is a dealer in Alton, IIL, across 
the Mississippi River, John Wil- 
mesher is the manager of the 
establishment, which covers 23 
acres. 














(ps); Eldorado conv., $1,835*. 
56 (60) Special 4-dr., $1,575* (ps); El- 
dorado Seville, $1,490* (ps); (62) 2- 
dr, hardtop, $1,035* (ps). 
’55 (62) conv., $1,275* (ps); Coupe de 
Ville, $1,185* (ps), $1,035* (ps); (75) 
Limousine, $1,100* (ps). ‘ : 
"59 ’ ’ ’ ’ ’54 (62) conv., $810* (ps); (60) Specia’ 
lee in” in 4-dr., $725* (ps). 
to Date ’53 (60) Special 4-dr., $380* (ps), 


"50 (62) 4-dr., $200*. 
CHEVROLET—’60 Corvette (8) conv., $3,- 
105; Impala (8) sport coupe, $2,500* 
(ps), $2,460* (ps), $2,435*, 2 at $2,- 
395. 





(Copyright, 1960, by Automotive News) 





























‘57 Super 4-dr. Riviera, $1,095* (ps); 
2-dr. Riviera, $1,000* (ps); Special ’.9 Impala (8) sport sedan, $2,090* 
2-dr. Riviera, 2 at $935*; 4-dr. Rivi- (ps), $1,965* (ps); sport coupe, 2 at 


era, $685* (ps). $2,085* (ps), 2 at $2,050, $1,950; Im- 


’56 Special Estate Wagon, $875* (ps); pala (6) sport sedan, $1,920*; sport 
4-dr. Riviera, $535*, $435*; Super 4- coupe, $1,710; Parkwood (8) 4-dr., 
dr. Riviera, $580* (ps); Century 4- $2,035*; Biscayne (6) 2-dr., $1,440*; 
dr. Riviera, $500*; 2-dr. Riviera, $485* 4-dr., $1,350. 

(ps). 58 Impala (8) sport coupe, $1,700, $1,- 

"55 Special 4-dr. Riviera, $615*; 2-dr. 650*, $1,400, $1,335*; conv., $1,295*; 
Riviera, $490*, $485*; Century 4-dr. Brookwood (8) 4-dr., 2 at $1,335* 


(ps); Bel Air (8) 2-dr., $1,145; 4-dr., 


Riviera, $450* (ps). 
$975*; Biscayne (6) 4-dr., $885; Del- 


’53 Super 4-dr., $145*. 


CADILLAC—'59 de Ville 2-dr. hardtop, ray (6) 4-dr., $580. 
$2,060* (ps); 4-dr. hardtop, $4,000* ’57 Bel Air (8) sport coupe, $1,365* 
(ps); (60) Special 4-dr. hardtop, $4,- (ps); 4-dr., $950, $875*; Two-ten (8) 
000* (ps); (62) conv., $3,925* (ps), station wagon 4-dr. (9 pass.), $1,325*; 
$3,800* (ps); 2-dr. hardtop, $3,835* (6 pass.), $1,200* (ps); sport coupe, 


(ps), $3,485* (ps); 4-dr., $3,565* (ps). $1,100; 4-dr., $955* (ps); Two-ten (6) 


"58 (60) Special 4-dr. hardtop, $3,100* station wagon 4-dr., $1,250*, $995", 
(ps); (62) Sedan de Ville, $2,815* $875; One-fifty (6) 2-dr., $685, 
(ps), $2,715* (ps), $2,680* (ps), $2,- ’56 Bel Air (8) 4-dr., $885*, $680*; Two- 
640* (ps). ten (8) station wagon 4-dr., $730*; 

’57 (62) Coupe de Ville, $2,045* (ps); Delray, $725*; Two-ten (6) Delray, 
Sedan de Ville, $1,940* (ps); 2-dr. $590; One-fifty (6) 4-dr., $515; One- 
hardtop, $1,910* (ps); conv., $1,900* fifty (8) 2-dr., $500*. 

’55 Bel Air (8) station wagon, $780*; 
sport coupe, $675*, $450* (ps); 2-dr., 


$550; conv., $485* (ps); 4-dr., $485*; 
Bel Air (6) 2-dr., $610*; Two-ten (8) 
Delray, $605*; 4-dr., $390; Two-ten 
(6) station wagon, $600*; 4-dr., $475, 


$410. 
’54 Bel Air sport coupe, $475* (ps); 2- 





dr., $390*; One-fifty station wagon, 
$450, $250; Two-ten 4-dr., $425*, $245. 
’53 Bel Air sport coupe, $435, $430*; 
4-dr., $300; 2-dr., $285; conv., $205; 
Two-ten 2-dr., $260; 4-dr., $195, $125; 
2-dr., $190*. $150 
EW ’52 Deluxe business coupe, 50. 
N JERSEY CHRYSLER—’57 (300) conv., $1,550* 
(ps); Saratoga 4-dr. hardtop, $1,205* 
; (ps). 
"56 NY 4-dr., $650*. 
Minutes from New Yor & City 54 Windsor 2-dr. hardtop, $275* (ps). 
DeSOTO—’60 Adventurer 2-dr. hardtop, 
$3,050* (ps). 
’57 Firedome conv., $985* (ps). 
’54 Firedome 2-dr. hardtop, $490. 
’51 2-dr., $100. 
DODGE—’59 Coronet (8) 2-dr. hardtop, 
$1,980* (ps). 
57 Custom Royal (8) 2-dr. hardtop, 


$875*; Coronet (8) 2-dr., $625*. 

’55 Royal (8) 4-dr. hardtop, $290* (ps). 
EDSEL—’58 Pacer 4-dr., $810*. 
FORD—'60 Country Sedan (8) 4-dr., $2,- 

630* (ps); Galaxie (8) starliner, $2,- 
190*, $2,175; 4-dr. Victoria, $2,175* 
(ps); Falcon (6) 4-dr., $1,850*; 2-dr., 
$1,760, $1,740. 

’59 Thunderbird (8) 2-dr, hardtop, $3,- 
045* (ps); Galaxie (8) 2-dr. Victoria, 
$2,000* (ps), $1,605* (ps); 4-dr. Vic- 
toria, $1,800* (ps); Country Sedan (8) 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


4-dr., $1,715*, $1,685*; Fairlane 500 
ba * 2 Shen 
MINIMUM RATES =. or Victoria, $1,700* (ps), $ 


’568 Thunderbird (8) 2-dr. hardtop, $2,- 


We issue auction checks— 290* (ps); Fairlane 500 (8) conv., $1,- 


Guarantee titles. 125* (ps); Ranch Wagon (6) 2-dr., 

Dua le—4 ; $750. 
’ — eer ‘57 Thunderbird (8) ee os ye 
nsured Fairlane 500 (8) 2-dr. ctoria, 74 
AUCTION INSURANCE AGENCY, 050* (ps), $2,035* (ps); conv., $950* 
Birmingham, Alabama (ps); 4-dr, Victoria, $835*; Fairlane 


(8) 4-dr. Victoria, $850*; Ranch Wag- 
on (6) 2-dr., $700; Custom (6) 2-dr., 
$635*; 4-dr., $600. 

56 Fairlane (8) 4-dr, Victoria, $785* 
(ps), $665* (ps); 2-dr. Victoria, $645*, 
$510*, $500*; 4-dr., $510*; conv., 
$495; Country Sedan (8) 4-dr., $660*; 
Custom (8) 2-dr., $620*; Main (8) 2- 
dr., $385; business coupe, $325. 

’55 Thunderbird (8) conv., $1,255; Fair- 
lane (8) 2-dr., $590* (ps); 4-dr., 
$460*, $380*°; 2-dr. Victoria, $395; 
conv., $335; Country Sedan (8) 4-dr., 
$425* (ps), $335*; Ranch Wagon (8) 
2-dr., $390, $190*; Custom (8) 4-dr., 
$350; Main (6) 2-dr., $275. 

’54 Crest (8) 2-dr. Victoria, $385*, $365* 
(ps); Custom (8) 2-dr., $290; Custom 
(6) 2-dr., $225*; Ranch Wagon (6) 2- 
dr., $235, 

*63 Ranch Wagon (8) 2-dr., $325*; 
Crest (8) 2-dr. Victoria, $295, $250; 
conv., $145; Country Squire (8) 4-dr., 
$190*; Custom (6) 4-dr., $185* 

"562 Country Sedan (8) 4-dr., 
Crest (8) 2-dr. Victoria, $165*, 

’51 Deluxe 2-dr., $130. 

HUDSON—’55 Wasp 2-dr. hardtop, $380*; 
Hornet 2-dr, hardtop, $335*, 
LINCOLN—’'59 Capri 2-dr, hardtop, §$3,- 

085* (ps). 

’56 Premiere 2-dr. hardtop, $1,285* (ps). 

'55 Capri conv., $400* (ps). 

‘54 Capri 2-dr, hardtop, $230* (ps), 

’47 Continental conv., $500. 

MERCURY—’57 Montclair 2-dr. 
$1,145*, $1,010*, $785* (ps). 

’55 Montclair 2-dr. hardtop, $580* (ps); 


EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 


NEW YORK 


TROY—Troy Auto Auction, Inc., Box 
460, RD 4. Insured checks & titles. 
Every Thurs. 12:30. 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 

80 car sale average 


All Titles and Checks Guaranteed 






$210*; 





Eve 







LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


hard . 
NORTH CAROLINA ore 


RALEIGH — Mann’s Auto Auction 4-dr., $415*; Monterey 2-dr, hardtop, 
. * * * . *. = 

Sale, Rt. 5. Ph. 31564, Titles m|  $99%,,5400%, $430°, 420°, ‘sa10%; 4 
checks guaranteed. Mon. 10 A. M.| ‘54 Monterey 2-dr. hardtop, $365, $325*. 
’53 Monterey conv., $340* (ps); 4-dr., 


$170. 
52 Custom 2-dr. hardtop, $180*. 
NASH—’57 Ambassador 4-dr., $735* (ps). 
55 Statesman (6) 4-dr., $200, 
’54 Ambassador 4-dr., $185*. 
OLDSMOBILE—’59 (98) 2-dr. Scenic, $2,- 
(Continued on Page 37, Col, 2) 





AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 
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SUPER-PENETRANT 
= oN ESTO me 


Lad. ee dee a 





“The mechanic’s friend 
+. works in seconds” 


YOUR JOBBER HAS IT! 
ADIATOR SPECIALTY CO. 


CHARLOTTE, N.C. 


A SAFETY ENGINEERED REAR STABILIZER 


<= 


Volkswagen 19.95 
Corvair 24.95 


Gives you amazing 
new driving control in 
cornering and handling 


[peo] 


The Corvair or Volkswagen — with Camber 
Compensator — makes turns safely at higher 
speed...clings to road surface... tracks 


properly... 

BECAUSE... 
in a left turn, for example, right rear wheel 
is heavily loaded. Normally left wheel lifts. 
Camber Compensator transfers part of load 
to opposite wheel, insuring equal traction. 


FOR SAFETY, FUN, DRIVING CONTROL, 
BUY YOUR CAMBER COMPENSATOR NOW! 


DEALER INQUIRIES INVITED 
EUROPEAN MOTOR PRODUCTS, INC. 


P.0. BOX 668-E e 


RIVERSIDE, CALIF. 





PROTECTION TO TEN BELOW 


ag" 


WINDSHIELD WASHER 
ANTI-FREEZE 
and Solvent 


a 






Keeps spray jets, hoses, 
jar or bag free-flowing to 
10° below. Non-foaming. 
Removes ice and snow 
from windshield. Non-in- 
jurious to car finish, metal 
or rubber. No sticky after- 
film. 16-0z. can. If jobber 
can’t supply, order direct. 


hind 143 


The LAS-STIK Mfg. Co., 


HAMILTON, OHIO 









No. 711 Jack 
with Universal 
Adapter 


NO. 711 WUDEL JACK FEATURES: 


1. Two-stage lift-low position 32”, high position 
72"'—-with a total lifting range of 40", within 
65 strokes of pump handle. 

2. Lifting ram rotates a full 360 degrees, and 
can be locked when in low position to prevent 
rotation. 

3. Rotating pump handie, operates with ease in 
any desired position. 


4. Four wheel base with 4" wheels gives 
maximum maneuverability of loaded jack. 
5. Carrier tilts forward to 90 ‘ees, backwards 

20 degrees, sideways, both sides 22 degrees. 


1 PRICES AS FOLLOWS: 


| No. 700 Wudel Hydraulic Transmission Jack $122.00 | 
j No. 711 Wudel Two-Stage 


Hydraulic Transmission Jack .. . 258.00 | 
| No. 50 Universal Adapter .......... 18.00 | 
No. 60 Powerglide Adapter ......... 9.00 
| No. 63 Truck Cradle... ........... 16.00 | 
No. 57 Corvair Engine Adapter ...... 17.00 | 
| No. 58 ere Cogse ane, 

‘or No. , mehes . 2.206. 55.00 
I No, oe, soe ee peed, soe | 
‘or No. . NE we a ack ; 
j No. 65 VW Voikswagen Engine Adapter . . 10.00 | 
No, 67TA Volkswagen Transmission Adapter 13.50 | 
| No. 80 Engine Support Bar ......... 20.00 
| No. 70 Stand for No. 700 ..:...2222: 39.00 | 
iene einen ith pan ats sae sitesi ii ats bias gh abt siguen debian 


SEE YOUR JOBBER or write us for further details. 


EDMUND J. WUDEL MFG. CO. 


6082 Ferguson Drive 
Les Angeles 22, California 


Wote: The price of the No. 711 WUDEL two-stage 
‘Hydraulic Transmission Jack was incorrectly shown 
Nuly 18th Issue as $58.00. 
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Used-Car Auction Prices 





(Continued from Page 36) 


360* (ps); (88) 2-dr. Scenic, $2,360* 
(ps); 2-dr., $1,625, 

’58 (88) Super Fiesta 4-dr., $1,950* (ps). 

’57 (88) 2-dr, Holiday, $1,270* (ps); 
(88) Super 4-dr. Holiday, $1,200* (ps); 
(98) conv., $1,165* (ps); 4-dr., $955* 
(ps). 

"56 (98) 2-dr. Holiday, $590* 
conv., $535* (ps). 

’55 (98) 4-dr. Holiday, $885* (ps), $780* 















































(ps) ; 


(ps); 4-dr., $510* (ps); (88) Super 4- 
dr., $530* (ps); 2-dr. Holiday, $525* 
(ps); (88) 2-dr, Holiday, $520* (ps), 
$390* (ps). 

54 (88) 2-dr. Holiday, $465*; 4-dr., 
$425* (ps), $200*; conv., $270* (ps); 
(98) 2-dr, Holiday, $430* (ps), $400* 
(ps), $395* (ps), $225* (ps); 4-dr., 
$285* (ps); (88) Super conv., $395* 
(ps), $330* (ps). 


’52 (88) 2-dr. Holiday, $135*, 


PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,725* (ps); Savoy (8) 2-dr., $1,- 
335. 

’58 Suburban (8) Custom 2-dr., $1,- 


125*; Savoy (8) 4-dr., $935*. 

’57 Savoy (8) 2-dr. hardtop, $945* (ps); 
4-dr., $665*; 4-dr. hardtop, $620*; 
Suburban (8) Custom 4-dr., $900*, 
$835 (ps); Belvedere (8) 2-dr, hard- 
top, $885* (ps); 4-dr., $735*; conv., 
$635*; Plaza (6) 2-dr., $455*, 

’56 Savoy (8) 2-dr., $510; Suburban (8) 
4-dr., $435; Plaza (6) 2-dr., $430*. 
’55 Belvedere (8) 2-dr. hardtop, $435", 

$385*; Savoy (6) 2-dr., $285*. 

’54 Plaza Suburban, $365; Savoy 4-dr., 
$245. 

*53 Cranbrook 2-dr. hardtop, $320, $215*. 


PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 


550*; Star Chief 4-dr. Vista, $2,285* 
(ps); Catalina sport coupe, $2,095* 
(ps); 4-dr., $2,095* (ps); 4-dr., $1,- 
825*, $1,585*. 


’57 Chieftain 2-dr, Catalina, $785*. 


"56 Star Chief conv., $575* (ps); 4-dr. 
Catalina, $475* (ps); Chieftain 2-dr., 
$385*. 

’55 Chieftain 2-dr, Catalina, $385*; 2- 
dr., $370*, $270*. 

’54 Star Chief 2-dr. Catalina, $260* 


(ps); Chieftain 4-dr., $260*. 
RAMBLER—’60 Custom (6) station wag- 
on, $1,960. 

’59 Super (6) Cross Country, $1,795*; 
American (6) station wagon, $1,360*, 
$1,110. 

’55 Custom Cross Country, $390. 

’54 Custom Cross Country, $330*, 

STUDEBAKER—’ 57 President (8) station 
wagon, $775* (ps). 

56 Golden Hawk (8) 2-dr. hardtop, 
$700* (ps); Champion (6) 4-dr., $530, 

’55 President (8) 2-dr., $550. 

MISCELLANEOUS—’60 Chevrolet (8) El 
Camino, $2,080* (ps), $2,000. 

’59 Ford (8) %-ton pickup, $1,200*. 

57 Ford (8) %-ton pickup, $1,100; 
F-100 pickup, $700; Chevrolet 
%-ton pickup, $875, $785, $735*; 
delivery sedan, $575. 

’56 Chevrolet (8) %-ton, $850; Ford (8) 
F-100 pickup, $850*, $660*, $275; 
Dodge (8) %-ton pickup, $630, 

’55 Dodge (8) %-ton pickup, $525; Chev- 
rolet (6) carry all, $495; Ford (8) 
F-100 pickup, $400. 

’54 Ford (8) F-100 %-ton pickup, $475; 
(6) F-100 utility, $375; (8) %-ton 
pickup, $285*. 

"56 GMC (6) %-ton pickup, $100, 

*45 Chevrolet 1%-ton stake, $165. 


ALBANY 


Tim Anspach, Inc, Auto Auction, Sale 
every Monday. Prices are for sale of Aug. 
22. The car market here today barely 
escaped a decline in price, A great number 
of buyers attended, but were a bit choosey 
in their selections, Sold 140 cars from 
194 consignments, 

BUICK—’59 Invicta 2-dr. $1,- 
650*. 

’57 Super 4-dr, Riviera, $1,070*; Special 
4-dr., $800*; 4-dr, Riviera, $740*, 
‘56 Special 2-dr. Riviera, $660*; 2-dr., 

$480*. 

’5S Special 4-dr. Riviera, $550* (ps); 

2-dr, Riviera, $460*; RM 4-dr., $410* 


(8) 
(6) 
(6) 


hardtop, 


(ps). 
’54 Century 4-dr., $275*; Special 4-dr., 
$270* (ps), $160*. 


’50 Super 4-dr., $310*. 
CADILLAC—’54 (62) 4-dr., $575* (ps). 
CHEVROLET—’59 Impala (8) conv., $1,- 

960* (ps); Brookwood (6) 4-dr., $1,- 

750*; Parkwood (8) 4-dr., $1,450*; 

Bel Air (8) 4-dr., $1,425*. 

’58 Impala (8) conv., $1,600*; Nomad 
(8) 4-dr., $1,450*; Bel Air (8) 2-dr., 
$1,265* (ps); Bel Air (6) 4-dr., $1,- 
225°. 

’57 Bel Air (8) sport sedan, $1,020*; 
4-dr., $860*; Two-ten (8) 4-dr., $850* 
(ps); One-fifty (6) 2-dr., $735*, $710, 
$550. 

’56 Bel Air (6) 4-dr., $715. 

’55 Bel Air (8) conv., $650*; 4-dr., 
$450*, $370* (ps); Bel Air (6) 2-dr., 
$520*; Two-ten (6) station wagon 4- 
dr., $500*; 4-dr., $390*; Two-ten (8) 
4-dr., $400*. 

’54 Bel Air 2-dr. hardtop, 


‘ 


$450*, $450; 


One-fifty 2-dr., $270; Two-ten 2-dr., 
$150*. 
’53 Bel Air conv., $230*; Two-ten 4-dr., 

$170". 

CHRYSLER—’56 Windsor 4-dr. hardtop, 
$905* (ps). 

DeSOTO—’57 Firesweep 4-dr., $800*; 2- 
dr. hardtop, $800* 


56 Firedome 4-dr., $420* (ps). 


Auction Operators 


To Meet Sept. 16-17 


KANSAS CIT Y.—The National 
Auto Auction Assn.’s convention 
will be held Sept. 16-17 in the 


by the National Auto Auction 
Assn. 

The convention is open to both 
NAAA members and nonmembers, 
according to Bernard Hart, associ- 
ation executive secretary, How to 
Operate at a Profit will be one of 
the convention topics, he said. 


‘53 Firedome 4-dr., $120* (ps). 
DODGE—’60 Dart (8) 4-dr., $1,960*, 
’57 Coronet (8) 2-dr., $675*, 
’56 Sierra (8) 4-dr., $625*, $470*; Coro- 
net 2-dr., $500* (ps). 
EDSEL—’58 Ranger 2-dr., $575*. 


FORD—'60 Fairlane (6) 4-dr., $1,850*, 
$1,830. 

"59 Galaxie (8) conv., $1,840* (ps); 
Country Sedan (8) 4-dr., $1,400; 


Ranch Wagon (8) 4-dr., $1,330. 

’58 Fairlane (8) 4-dr., $1,125* 
Fairlane 500 (8) conv., $1,075* 
Custom 300 (8) 2-dr., $925*, 

’57 Fairlane 500 (8) 2-dr., $875*; 4-dr., 
$750*; DelRio (8) 2-dr., $750*; Fair- 
lane (8) 2-dr., $710*; 4-dr., $630*; 
Custom (8) 2-dr., $585*, 

’56 Fairlane (8) 2-dr, Victoria, $710*, 
$700*; conv., $675* (ps), $350*; Cus- 
tom (8) 2-dr., $625*; 4-dr., $220°; 
Country Sedan (6), $490*; Country 
Sedan (8) 4-dr., $450*; Main (8) 2- 
dr., $475. 

’55 Country Squire (8) 4-dr., 
Fairlane (8) 2-dr. Victoria, $485*, 
$300*; conv., $450*; 4-dr., $435*; 2- 
dr., $380*; Country Sedan (8) 4-dr., 
$450*; Main (6) 2-dr., $300, $200. 

’54 Ranch Wagon (6) 2-dr., $260, $170*. 

’52 Custom (8) 2-dr., $150. 

LINCOLN—’58 Continental Mark IV 4-dr., 
$2,125* (ps). 

MEROURY—’59 Monterey 2-dr. 
$1,535* (ps). 

’57 Monterey 4-dr, hardtop, $825*, 

’55 Montclair 2-dr, hardtop, $505* (ps); 


(ps); 
(ps); 


$621; 


hardtop, 


Monterey 4-dr., $440; 2-dr, hardtop, 
$360*. 

’54 Monterey 4-dr., $185*; Montclair 4- 
dr., $150. 

OLDSMOBILE — '57 (98) 4-dr., $1,125* 

(ps); (88) 4-dr., $950*. 

’56 (88) Super conv., $570*, 

‘55 (88) 4-dr. Holiday, $460*; 2-dr., 


$435*; (98) 2-dr, Holiday, $400*, 

’54 (88) 2-dr. Holiday, $275*, 
PLYMOUTH—’57 Suburban (6) Custom 2- 
dr., $675*; Savoy (8) 2-dr., $580*. 
‘56 Plaza (6) 4-dr., $420; Belvedere (8) 


4-dr, hardtop, $420; Plaza (8) 4-dr., 
$335. 

’55 Plaza (6) 4-dr., $290. 

’54 Belvedere (6) 2-dr, hardtop, $140* 


(ps). 
PONTIAC—’60 Catalina 2-dr., $2,030*, 
’59 Catalina 4-dr, Vista, $1,850*, 
’57 Chieftain Safari 2-dr., $870* (ps). 


’55 Star Chief 4-dr., $600* (ps). 
’54 Chieftain 2-dr, Catalina, $200*; 4- 
dr., $110. 
’6563 Chieftain 2-dr., $175, 
RAMBLER—’59 Super (6) 4-dr., $945. 
STUDEBAKER—’57 Champion (6) 2-dr., 


$220. 
56 Champion (6) 2-dr., $270. 
MISCELLANEOUS—’'60 Ford %-ton pick- 
up, $1,636, 
59 Chevrolet Apache pickup, $1,030; 
Chevrolet %-ton panel, $850. 
’56 Ford %-ton pickup, $550. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Aug. 24, 
BUICK—’60 LeSabre conv., $2,660* 

’59 Special 4-dr, hardtop, $2,150* 

’57 Super conv., $800* (ps). 

‘56 Super 4-dr. Riviera, $550* (ps); 
2-dr. Riviera, $515* (ps); Special 
conv., $460* (ps). 

’55 Special 2-dr., $350*; 2-dr, Riviera, 
$350*. 

CADILLAC—’60 (62) conv., $4,670* (ps); 
2-dr, hardtop, $4,245* (ps); de Ville 
4-dr, hardtop, $4,275* (ps), 

’57 (62) conv., $1,695* (ps) . 
CHEVROLET—’ 60 Impala (8) sport coupe, 

$2,190°. 

"59 Nomad (8) 4-dr., $2,085* (ps); Im- 
pala (8) sport coupe, $1,900; Bel Air 
(8) 2-dr., $1,360; Biscayne (6) 2-dr., 
$1,305. 

’58 Impala (8) sport coupe, $1,465* 
(ps); Impala (6) sport coupe, $1,330*; 
Bel Air (8) 4-dr., $1,230*; 2-dr., $1,- 
170*; Biscayne (6) 2-dr., $1,120; Del- 
ray (8) 2-dr., $1,090; Delray (6) 2- 
dr., $1,085, 

57 Two-ten (6) 4-dr., $950*; Two-ten 
(8) station wagon 2-dr., $900*, $710*; 
Bel Air (8) sport sedan, $885*; 4-dr., 


(ps). 
(ps). 


$835". 

"56 Bel Air (8) 4-dr., $760*; conv., 
$660* (ps); Two-ten (6) station wag- 
on, $730. 


’55 Two-ten (8) 4-dr., $435*, 
CHRYSLER—'60 NY 4-dr. hardtop, $3,- 
085* (ps), 
’57 Saratoga 2-dr, hardtop, $1,250* (ps). 
COMET—’60 Comet 2-dr., $2,100*%; 4-dr., 
$1,775*. 
DeSOTO—’57 Firedome 4-dr., $725*, 
’56 Firedome 2-dr, hardtop, $725* (ps); 


4-dr., $655* (ps). 
DODGE—’'60 Dart (6) 4-dr., $1,725. 

’57 Coronet (8) 4-dr, hardtop, $910*; 
2-dr, hardtop, $735*; 4-dr., $525*, 
55 Sierra (8) 4-dr., $600* (ps); Coro- 

net (8) 4-dr., $350, 
EDSEL—’'59 Corsair 2-dr. hardtop, §$1,- 


550*, $1,450*, 
’58 Corsair 2-dr, hardtop, §$775*, 
FORD—’'60 Galaxie (8) starliner, $2,030*; 
4-dr., $2,025*; 4dr, Victoria, $1,875; 
Fairlane 500 (8) 4-dr., $1,600; 2-dr., 
$1,560*. 

’59 Thunderbird (8) 2-dr, hardtop, §2,- 
775* (ps), $2,435* (ps); Galaxie (8) 
4-dr., $1,805* (ps); conv., $1,775* 
(ps); 2-dr, Victoria, $1,750* (ps); 
Custom 300 (8) ;4-dr., $1,325* (ps); 
2-dr., $1,250* (ps); Custom 300 (6) 
2-dr., $1,260; 4-dr., $1,225, 

’58 Fairlane 500 (8) 2-dr., $1,250*; 2- 
dr, Victoria, $1,120*; Country Squire 
(8) 4-dr., $1,190; Custom 300 (8) 2- 
dr., $775. 

'57 Fairlane 500 (8) conv., $1,125* (ps), 
$765* (ps); Fairlane (8) 4-dr., $785* 
(ps); Country Sedan (8) 4-dr., $765*. 

’56 Thunderbird (8) conv., $1,575* (ps); 
Fairlane (8) 2-dr, Victoria, $810* 
(ps); 4-dr., $610* (ps); 2-dr., $450*; 
Custom (8) 2-dr., $530*%; 4-dr., $510, 

’65 Country Squire (8) 4-dr., $465; Cus- 


tom (8) 4-dr., $350. 
’563 Custom (8) 2-dr., $395, 
"26 Model T 2-dr., $200, 
LINCOLN—’58 Premiere 4-dr. hardtop, 
$2,000* (ps), 
56 Premiere 4-dr., $875* (ps). 
MERCURY—’60 Montclair 4-dr, hardtop, 


$2,475* (ps). 
"59 Monterey conv., $1,910* (ps), 


’57 Commuter 4-dr,, $950* (ps); Mont- 


clair conv., $700* (ps). 
’55 Custom 4-dr., $370; 2-dr., $310*. 
OLDSMOBILE—’60 (88) Fiesta 4-dr., $2,- 
750* (ps) 
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top, $1,280, 
6568 Suburban (8) 4-dr., 
Suburban (6) 
(8) 2-dr, hardtop, 


$1,250* (ps); 
4-dr., $900*; Belvedere 
$985*; 4-dr, hard- 


"59 (88) Super 2-dr. Scenic, $2,350* top, $925* (ps); Plaza (6) 4-dr., $650. 
(ps); (88) 4-dr, Holiday, $2,200* (ps). '57 Belvedere (8) conv., $825*; 2-dr. 

"58 (88) Super 4-dr, Holiday, $1,650* hardtop, $740*; Suburban (6) 2-dr., 
(ps). $550". 

’57 (88) 2-dr., $750*, ’56 Fury (8) 2-dr, hardtop, $680*, $420*, 

"56 (98) conv., $520* (ps). PONTIAC—’59 Catalina sport coupe, §$2,- 

"55 (88) 2-dr., $615* (ps); (98) 2-dr. 010* (ps); 4-dr., $1,670* 


Holiday, $400* (ps). 
’54 (88) Super 4-dr., $170* (ps), 
*53 (88) 4-dr., $105. 
PLYMOUTH—’59 Belvedere (6) 2-dr. hard- 
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'54 Star Chief 2-dr. Catalina, $215* (ps). 
RAMBLER—’58 Super (6) 4-dr., $975. 

57 Super (6) 4-dr., 

(Continued on Page 38, Col, 1) 


$750*. 
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Used-Car Auction Prices 


(Continued from Page 37) 


STUDEBAKER—’57 Scotsman (6) station (8) 2-dr, hardtop, $1,100* (ps), $800* 


, $400 (ps). 
MISCELLANEOUS — '56 Ford 250 stake, ‘56 Bel Air (8) 4-dr, hardtop, $700*; 
$370. Two-ten (8) 2-dr, hardtop, ie 


*; One-fifty (6) 2-dr., $510, 
DETROIT 


$585 
55 Bel Air (8) 2-dr, hardtop, a ot 
Fair Auto Auction, Sale every 


2-dr., $405, $360°, $345*; Two-ten 
(8) 4-dr., $445; One-fifty (6) 2-dr., 

Quake, Baek oe tr can't Aue $300. 

by cars in demand! Sold 91 cars from Ol ae a. Sie the). 4-dr., $300*. 

1 its. a -dr., 

roe et DeSOTO—’ 57 Fireflite 4-dr. hardtop, $800* 


BUIOK—'56 Century conv., $770° | (ps). (pe). 
5B Erecial 2dr. Riviera, $025°, $200:) 156° Firedome 4-dr., $450° (ps); 2-dr. 
°64 Super 2-dr. Riviera, $325°*. hardtop, $325*. 

CHEVROLET— 60 Corvair (6) 4-dr., $1,- | DODGE — ’'57 Royal (8) 4-dr, hardtop, 

480°. $825* (ps); Coronet (8) 2-dr., $725*. 
’59 Impala (8) conv., $1,785* (ps). ‘55 Coronet (8) 2-dr, hardtop, $325*; 
58 Impala (8) conv., $1,350%; Bel Air Royal 4-dr., $275; 2-dr, hardtop, 





$245*. 

FORD — '59 Galaxie (8) conv., $2,015* 
(ps), $1,995* (ps); Fairlane 500 (8) 
2-dr., $1,360*; Custom 300 (8) 2-dr., 
$1,205. 

’57 Custom 300 (8) 2-dr., $775*, $700; 
Ranch Wagon (8) 2-dr., $740*, $635*, 
$610. 

’56 Country Sedan (8) 4-dr., $585; Cus- 
tom (8) 2-dr., $530, $425; Ranch 
Wagon (8) 2-dr., $525*. 

55 Fairlane (8) 2-dr, Victoria, $585*, 
$425*; Custom (8) 2-dr., $315*, $280*. 

’54 Crest (8) 2-dr, Victoria, $260* (ps), 

* 


$165". 
IMPERIAL — ’57 Imperial 2-dr., $1,425* 


(ps). 
MERCURY—’59 Monterey 4-dr. hardtop, 
$1,960* (ps). 
’57 Monterey 2-dr. hardtop, $1,045* (ps), 
$900* (ps). 
’55 Monterey 2-dr, hardtop, $455*. 


OLDSMOBILE — '57 (88) 4-dr. Holiday, 
. 


$855* (ps). 
56 (98) 2-dr. Holiday, $825* (ps); 
conv., $750* (ps). 
'55 (88) 2-dr. Holiday, $535* (ps); 2-dr., 
$530* (ps). 
"54 (98) 4-dr., $275*, $190* (ps). 
PLYMOUTH—’60 Belvedere (8) 2-dr., $1,- 


satus OFFICE AND MANUFACTORY 
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LEN rss 
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"59 Belvedere (8) 2-dr., $1,200*. 
’58 Belvedere (8) 4-dr., 
(8) 2-dr., $770; Plaza (8) 4-dr., $460. 
’57 Belvedere (8) 2-dr., : 
(8) 4-dr., $625*; Savoy 


$615*, $560* (ps). 


’56 Belvedere (6) 2-dr., $585*; 
(6) 4-dr., $450*, $425*. 
'55 Savoy (8) 2-dr., $285; 4-dr., $200*; 
Belvedere (8) 4-dr., $270*. 
PONTIAC— 57 Super Chief 2-dr. Catalina, 
$860*; Chieftain 2-dr, Catalina, $700*; 


4-dr., $660* 


(ps). 
'56 Chieftain 4- dr., $510*. 
RAMBLER—’ 57 Custom (6) Cross Coun- 


try 4-dr., $785*. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, 
every Friday. Prices are for sale of Aug. 
26. Need more clean cars, Sold 78 percent 


of 170 consignments. 


BUICK—’57 Special Estate Wagon 4-dr., 
$2,225* (ps). 
CHEVROLET—’60 Bel Air (8) 2-dr., $2,- 


$840* (ps). 


CADILLAC—’58 (62) 4-dr., 


"51 (62) 4-dr., $115*. 
090. 








Savoy 


; Savoy 
(6) 2-dr., 


Suburban 


Sale 



















Model Breakdown 


Of Auction Averages 
Sept., 1960 Aug., July, 
Model To Date 1960 1960 


$2,314 $2,321 $2,194 
1,788 1,801 1,770 
1242 §=1,256 =—s:1,267 
847 868 


567 517 581 
412 422 425 
271 284 269 
198 200 195 


Average $ 954 $ 963 $ 946 

















‘59 Impala (8) 2-dr., $1,800*; Bel Air 
(8) 4-dr., $1,350; Biscayne (6) 4-dr., 
$910*; Biscayne (8) 4-dr., $790*. 

‘58 Impala (8) 2-dr., $1,365*; Delray 
(8) 4-dr., $700, $590. 

’57 Two-ten (6) 2-dr., $730; Bel Air 
(6) 2-dr., $715. 

’56 Two-ten (6) Delray, $640, 

’55 Bel Air (8) 4-dr., $420. 

"54 Bel Air 4-dr., $400, $290*; Two-ten 
2-dr., $275. 

"51 Deluxe 4-dr., $210. 

DeSOTO—’60 Fireflite 2-dr. hardtop, §$2,- 
575* (ps). 
FORD—’60 Falcon (6) 2-dr., $1,400. 

‘68 Fairlane (8) 4-dr., $1,015* (ps); 
Fairlane 500 (8) 4-dr., $780. 

’57 Fairlane (8) 2-dr., $765*, 

'56 Custom (8) 2-dr., §450* (ps). 

"5S Fairlane (8) 4-dr., $500, $300* (ps); 
Custom (8) 4-dr., $350; Ranch Wagon 
(8) 2-dr., $265. 

’54 Crest (8) 2-dr, Victoria, $400, $300; 
Custom (8) 2-dr., $290. 

’53 Custom (8) 2-dr., $300, $160*. 

MERCURY—’53 Monterey 4-dr., $350. 

’50 Monterey 4-dr., $190. 

OLDSMOBILE—’60 (88) 4-dr., $2,300. 

’53 (88) 2-dr., $320. 

PLYMOUTH—’56 Savoy (8) 4-dr., $390. 
RAMBLER—’59 Custom (6) Cross Coun- 
try 4-dr., $1,550*. 

‘56 Super (6) 4-dr., $315. 

— Chevrolet pickup, 
1,000. 
’58 Ford pickup, $600. 
’57 Chevrolet %-ton pickup, $590. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
Aug. 24. Brisk cool weather stimulated 
buyer activity resulting in a brisk, active 
sale, Renewed interest in 1958 through 
1960 models accounted for the high per- 
centage of units sold. Earlier models con- 
tinued to bring strong prices and many 
buyers were looking for additional clean, 
well detailed 1955 and 1957 cars. Sold 79 
percent of 558 consignments. 

BUICK—’60 LeSabre conv., $2,675* (ps). 
’59 Electra 2-dr. hardtop, $2,120* (ps); 

Invicta 4-dr. hardtop, $2,090* (ps), 
$2,020* (ps). 

"58 Special 4-dr. Riviera, $1,440* (ps). 

’57 Special 4-dr. Riviera, $860*; Cen- 
tury 4-dr. Riviera, $775*; RM 4-dr. 
Riviera, $655* (ps). 

‘56 Century 4-dr. Riviera, $775*, $750* 
(ps); 2-dr. Riviera, $400* (ps); Super 
4-dr. Riviera, $540* (ps); Special 4- 
dr. Riviera, $535* (ps); 2-dr. Riviera, 
$485°. 

’55 Century 4-dr. Riviera, $630*; Super 
2-dr. Riviera, $525*; 4-dr., $430*; 
Special 4-dr. Riviera, "$510° (ps); RM 
4-dr., $375*; conv., $225*. 

CADILLAC—’59 Eldorado conv., $3,680* 

(ps); (62) 4-dr., $3,400* (ps). 

’58 Eldorado 2-dr, hardtop, $2,700* (ps). 

'57 (62) Coupe de Ville, $2,100* (ps). 

"56 (62) Sedan de Ville, $1,445* (ps); 
conv., $1,200* (ps). 

55 (62) conv., $¥10* (ps). 

CHE VROLET—’60 Impala (8) sport coupe, 
$2,100*; Corvair (6) 4-dr., $1,625*. 
‘59 Impala (8) sport sedan, $1,870* 

(ps), $1,770* (ps), $1,765" (ps); 
conv., $1,840* (ps); Brookwood (8) 
4-dr., 2 at $1,610*, $1,590* (ps); Bel 
Air (6) 2-dr., $1,435*; 4-dr., $1,330*°; 

Biscayne (8) 4-dr., $1,390", 

’58 Impala (8) sport coupe, $1,500* 
(ps), $1,500*; conv., $1,360* (ps), $1,- 
100*; Brookwood (8) 4-dr., $1,250*, 
$1,150* (ps); Bel Air (8) 2-dr., $1,- 
240*; 4-dr., $1,210*, $1,185*, $1,100*; 
Biscayne (8) 4-dr., $1,185*; Biscayne 
(6) 2-dr., $1,100, $1,080, $1,010*; 
Delray (6) 4-dr., $1,050*, $950*, $950; 
2-dr., $1,000. 

'57 Bel Air (6) conv., $1,200*; Two-ten 
(6) 4-dr., $815*; Two-ten (8) 2-dr., 
$745, $680°. 

’56 Bel Air (8) sport sedan, $870*; 
4-dr., $500*; Two-ten (6) 2-dr., $560, 

‘55 Bel Air (6) 4-dr., $545*; 2-dr., 
$415*; sport coupe, §200*; Bel Air (8) 
4-dr., $500; Two-ren (8) Delray, 
$350*; Two-ten (6) 2-dr., $315. 

’54 Bel Air 4-dr., $260. 

53 Two-ten 4-dr., $255* (ps); Delray, 
$175, $145*; Bel Air 4-dr., $190° 
(ps), $160*, $125. 

’52 Deluxe 2-dr., $190. 

’51 Deluxe sport coupe, $115*. 

CHRYSLER—’59 Saratoga 4-dr., $1,675* 

(ps). 

’58 NY 2-dr. hardtop, $1,500* (ps); 
Windsor 2-dr. hardtop, $1,325* (ps). 

DeSOTO—’58 Firesweep 2-dr. hardtop, §$1,- 

062* (ps). 

’57 Fireflite conv., $825* (ps). 

’'54 Firedome 2-dr., $200* (ps). 
DODGE—’58 Custom Royal (8) 2-dr. hard- 

top, $1,240* (ps). 

’57 Hoyal (8) 2-dr. hardtop, $975* (ps). 

’56 Custom Royal (8) 2-dr, hardtop, 
$870* (ps); Coronet (8) 4-dr., $525*; 
Coronet (6) 4-dr., $310*. 

’55 Royal (8) 4-dr., $450*; Coronet (8) 
2-dr. hardtop, $300*. 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,375* (ps), $3,260* (ps); Galaxie 
(8) conv., $2,250* (ps); 4-dr, Vic- 
toria, $2,225* (ps); Falcon (6) 4-dr., 
$1,610. 

59 Thunderbird (8) conv., $2,735* (ps); 
Galaxie (8) conv., $1,890* (ps), §$1,- 
775*, $1,685*, $1,425; 2-dr, Victoria, 
$1,520*; 4-dr., $1,475*; Country Se- 
dan (8) 4-dr., $1,765* (ps); Fairlane 


(Continued on Page 39, Col, 1) 


Baton Rouge Auction 


BATON ROUGE, La. — Greater 
Baton Rouge Auto Auction, Inc., 
6040 Scenic Highway here, has been 
organized to conduct general auto 
auctions. 
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Used-Car Auction Prices 


(Continued from Page 38) 


500 (8) 2-dr. Victoria, $1,670* (ps), 
$1,490*; Ranch Wagon (8) 4-dr., $1,- 
550*; Fairlane (8) 4-dr., $1,525*, $1,- 
385*, $1,320*; Fairlane (6) 4-dr., $1,- 
000*; Custom 300 (8) 4-dr., $1,330, 
$1,325; 2-dr., $1,325*. 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
350* (ps); conv., $2,075* (ps); Coun- 
try Sedan (8) 4-dr., $1,410* (ps); 
Fairlane 500 (8) conv., $1,350*%; 2- 


Used Imported 


Cars 





ALBANY 

Borgward—’60 Isabella 2-dr., $1,200. 

Goliath—’58 1112 station wagon, $360, 

Jaguar—'56 4-dr., $775. 

MG—’58 MGA conv., $825. 

Simca—’60 Oceane conv., $1,450; Plein 
Ciel sports coupe, $1,360; Etoile 4-dr., 
$960. 

Volkswagen — 
$1,125. 


ARMONK, N. Y. 
Goliath—'60 2-dr., $1,605, $1,515, 
Metropolitan—’59 2-dr., $660. 
Toyopet—'60 4-dr., $1,310. 
Volkswagen—’52 2-dr., $125. 


BORDENTOWN, N. J. 

Ford (English)—’59 Escort, $585. 
MG—’59 MGA conv., $1,550. 
Metropolitan—’54, $120. 
Morris—’57 2-dr., $365. 
Opel—’60 station wagon 2-dr., $1,385. 
Prinz—’60, $680. 
Renault—’59 4-dr. hardtop, $700. 
Volkswagen—’60 2-dr., $1,455. 

’59 2-dr., $1,235. 

’58 2-dr., $985. 


CALDWELL, N. J. 
Ford (English)—’57 Prefect 4-dr., $300. 
MG—’58 MGA conv., $1,000. 
’54 2-dr., $550, 
Triumph—’59 TR-3 4-dr., $525. 
Volkswagen—’'60 4-dr., $1,400. 
’55 2-dr., $400. 


CHICAGO 
Jaguar—’57 4-dr., $1,125. 
Metropolitan—’57 2-dr. hardtop, $650, 
Renault—’'57 Dauphine, $250. 
Volkswagen—’60 2-dr., $1,550. 
’59 2-dr., $1,410, 


DAYTONA BEACH, FLA. 
Ford (English)—’59 Anglia 2-dr., $1,110. 
’58 Anglia 2-dr., $500. 
57 Prefect 4-dr., $315, 
Hiliman—’58 4-dr., $550. 

’57 station wagon 2-dr., $360, 
Metropolitan—’'59 2-dr. hardtop, $925. 

’58 2-dr. hardtop, $785, 
Porsche—’59 1600, $2,570. 
Renault—’'59 Dauphine 4-dr., 
Simeca—’59 4-dr., $635. 
Volkswagen—’59 2-dr., $1,300. 


DETROIT 
Ford (English)—’59 2-dr., $810. 
dJaguar—'59 XK150 roadster, $2,410. 


DYER, IND. 
Renault—’60, $1,000. 
Taunus—’'60, $1,205. 
Triumph—’59, $550. 
’58, $395. 


’57 Karmann-Ghia 2-dr., 


$645. 


FLINT 
Metropolitan—'60 2-dr., $1,250. 
Opel—’59 2-dr., $1,000. 
Volkswagen—’'56 2-dr., $525. 


FONTANA, WIS. 
Renault—’57 4-dr., $570. 
Volkswagen—’59, $1,160. 


LOS ANGELES 
Hillman—’58 Minx conv., $710*. 
MG—’'58 MGA 2-dr., $1,175. 

'49 MGA TC roadster, $600, 
Mercedes-Benz—'56 220 4-dr., 
Metropolitan—’'56 2-dr., $500. 
Porsche—’57 1600 Super 2-dr., $2,325. 
Renault—’'60 Dauphine 4-dr., $975. 

’59 Dauphine 4-dr., $835. 


$1,500, 


Simea—’'58 Aronde 300 4-dr., $300, 
Taunus—'60 2-dr., $1,195. 
Triumph—’58 TR-3 roaister, $1,350. 
’'57 TR-3 roadster, $1,250. 
Volkswagen—’'59 Karmann-Ghia 2-dr., $1,- 
860; 2-dr., $1,395. 
MANHEIM, PA, 
Austin—’'54 4-dr., $210. 
Austin-Healey—'60 roadster, 2,100, 
Fiat—’58 conv., $1,190. 
Ford (English)—’59 Anglia, $790, $785; 
2-dr., $725. 
’5S Prefect, $500. 
Hillman—’58 station wagon 4-dr., $810; 
4-dr., $650, 
Jaguar—'60 Litre, $2,700. 
MG—’60 conv., $1,825. 
’56 MGA conv., $1,000. 
Mercedes-Benz—'60 180 4-dr., $2,300, 
'S7 4-dr., $1,715. 
’56 4-dr., $1,550, 
Opel——’59 2-dr., $1,010. 
Renault—’ 59 4-dr., $835, $650. 
Simea—'60 station wagon 2-dr., $985, 
$700; Aronde 4-dr., $950. 
Sunbeam—'57 2-dr. hardtop, $690, 
Triumph—'60 TR-3, $2,050. 
Volkswagen—’'60 Karmann-Ghia conv., $2,- 
160; 2-dr., $1,490, $1,400; sunroof, 
$1,460; Deluxe 2-dr., $1,460. 
"59 conv., $1,495; 2-dr., $1,380, $1,270, 
$1,250. 
’58 Karmann-Ghia 2-dr., $1,415. 
'57 2-dr., $985, $660; conv., $740, 
MASON CITY, IA. 
Renault—'60 Dauphine, $1,050. 
VALDOSTA, GA. 
Ford (English)—'58 4-dr., $410. 


WAREHOUSE POINT, CONN. 
Renault—'58 Dauphine 4-dr., $560, 
'57 Dauphine 4-dr., $395. 








dr., $1,150*; 2-dr. Victoria, $1,080*; 
Ranch Wagon (8) 4-dr., $910, $900*. 
’57 Fairlane 500 (8) 4-dr. Victoria, $960* 
(ps); conv., $885* (ps); 2-dr., $685*; 
Fairlane 500 (6) 2-dr, Victoria, $680* 
(ps); Custom 300 (6) 2-dr., $580*. 
"56 Fairlane (8) 2-dr, Victoria, $525*; 
Ranch Wagon (8) 2-dr., $435; Country 


Sedan (6) 4-dr., $380* (ps); Custom 
(8) 2-dr., $320. 

55 Country Sedan (8) 4-dr., $365*; 
Fairlane (6) 4-dr., $310*. 

54 Custom (8) 4-dr., $235*%; 2-dr., 


$170*; Crest (6) 4-dr., $145. 
’52 Custom (6) 4-dr., $115. 


IMPERIAL—’57 Imperial 4-dr., $1,520* 
(ps). 
LINCOLN — '58 Continental Mark III 


conv., $2,550* (ps). 


’57 Premiere conv., $1,175* (ps); 2-dr. 
hardtop, $950* (ps). 
56 Premiere 4-dr., $800* (ps), 
MERCURY—’58 Monterey 4-dr. hardtop, 


$1,120*; 2-dr., $890*; Montclair 4-dr., 
$1,100* (ps), 

'57 Monterey conv., $1,000* (ps); 4-dr. 
hardtop, $855* (ps); 2-dr. hardtop, 
$820*; Voyager 2-dr., $915*, 

’56 Monterey 2-dr, hardtop, $590", 


$430*; 4-dr., $590*, 
OLDSMOBILE—’59 (88) Super 4-dr. Holi- 
day, $2,100* (ps); (88) 2-dr. Scenic, 


$1,770*; 2-dr., $1,650* (ps). 

’58 (88) Super conv., $1,500* (ps), 

"56 (88) Super 4-dr. Holiday, $705* 
(ps); (88) 4-dr. Holiday, $530*; conv., 


$385* (ps); (98) 2-dr. Holiday, $400* 
(ps). 

°55 (88) Super 2-dr. Holiday, $450* 
(ps); (98) 4-dr., $220*. 

"54 (88) Super 4-dr., $225* (ps); 2-dr. 
Holiday, $210* (ps); (98) 2-dr. Holi- 
day, $210* (ps), 


PAOKARD—’53 Clipper 4-dr., $145*. 
PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 


525* (ps). 
’58 Suburban (8) 4-dr., $1,060%; Sub- 
urban (6) 4-dr., $900*; Savoy (8) 4- 


dr., $500*, 


’57 Suburban (8) 4-dr., $800* (ps); 
Savoy (8) 4-dr., $610*, $525*; 2-dr., 
$575*; 2-dr. hardtop, $455*; Belvedere 
(8) 4-dr., $605*; Plaza (8) 4-dr., 
$570. 

‘56 Savoy (8) 4-dr., $550, $235*; Belve- 
dere (6) conv., $375* (ps); Plaza (6) 
4-dr., $21C. 

’55 Belvedere (6) 2-dr., $310*. 


PONTIAC—’59 Catalina conv., $2,100* 
(ps), $1,940; 4-dr. Vista, $1,840*; 
sport coupe, $1,675* (ps). 

‘58 Star Chief 2-dr, Catalina, $1,575* 
(ps); Chieftain 4-dr., $1,160* (ps), 


’57 Chieftain 2-dr. Catalina, $710*, 
’56 Chieftain 2-dr, Catalina, $535*. 
’53 Chieftain 2-dr, Catalina, $225* (ps). 
‘52 Chieftain Safari 4-dr., $140*, 
RAMBLER—’59 Custom (6) Cross 
try, $1,225*. 
’56 Custom (6) Cross Country, $610*. 
’55 Custom (6) 4-dr., $325*, 
STUDEBAKER—’60 Lark (8) 2-dr, hard- 
top, $1,820*. 
’6569 Lark (6) 2-dr., $1,090*. 
’58 Commander (8) station wagon 2-dr., 
$660. 
’55 Comraander (8) 2-dr., $350*, 


Coun- 


VAL!IANT—’60 Valiant (6) 4-dr., $1,610.) CADILLAC—’60 


MISCELLANEOUS — '56 Chevrolet 1-ton, 


$250. 
’54 Chevrolet %-ton, $450; GMC panel, 
$150. 


*51 International truck, $140. 
’50 Willys truck, $250. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Thurs- 
day. Prices are for sale of Aug, 25. Mar- 
ket eased sligatly on late model used cars. 
’56, °57 and ’58s in good demand, Could 
have easily handled another 150 used 
cars. Sold 197 cars from 240 consignments. 


BUICK—’59 LeSabre 4-dr., $1,720* (ps). 
"58 RM 4-dr. Riviera, $1,520* (ps); 
Limited 4-dr., $1,275* (ps); Special 


2-dr., $1,130*. 

’57 RM 2-dr,. Riviera, $1,000*; Century 
4-dr., $900* (ps), $765*, $480* (ps); 
4-dr. Riviera, $750* (ps); Estate Wag- 
on 4-dr., $690° (ps); Special 4-dr., 
$840* (ps); 2-dr, Riviera, $680. 

’56 Century 2-dr. Riviera, $655* (ps). 

’55 Special 4-dr. Riviera, $480* (ps); 
2-dr. Riviera, $325*, $305*; RM 4-dr., 
$280* (ps). 

’53 Special 4-dr, Riviera, $230*, 

(62) 2-dr. hardtop, 


(Continued on Page 41, Col. 1) 


$4,- 


Get UNI-MATCHED Design... 


BROCKWAY 
UNI-MATCHED 
DESIGN 


means that your truck is perfectly 
integrated for your exact needs 


Rnoe 


W579 
ALL 





et BROCKWAY 


* 





Brockway'’s UNI-MATCHED method of construction offers you completely 
coordinated vehicles built for today's operating requirements. Engine, clutch, 
transmission, axles — matched and balanced for the best power combinations; 
the famous Brockway chassis — built to individual specifications; the roomy 
and comfortable Safety-View cab — built for long service . . . all ore 


integrated with the hundreds of other functional parts into an efficient 


smoothly operating unit. Expert building and rigid quality control set a 


would find difficult to equal. 


BROCK WAY 


MOTOR TRUCKS cormanp, x.y. 


standard of performance that mass producers of heavy duty trucks 


Division of Mack Trucks, Inc. 


Sonesta cri 


pecan mene oT NOS ae 
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2-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
$2,971. Star Chief— | 387; 4-dr. 2-seat stat. was-.§ ea 4-dr. 

Custom 


$3,621. 


givin a4. Bn wet $1,974; * <a sed., 
$ Bea wag., . ; 4- 047; 2-dr. hardtop, 
dr. 2-seat stat. wag., 287, 7 


-dr. sed., $2,702; 


wag., $3,099; 4-dr. 3-seat stat. 


4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr. 


2-seat stat. wag., $2,105. American Custom 
—4-dr. sed., $2,059; 2-dr. sed., $2,010; 2-dr. 
2-seat stat. wag., $2,235. Deluxe Six—4-dr. 
sed., $2,098; 4-dr. 2-seat stat, wag., $2,- 
427. Super Six—4-dr. sed., $2,268; 4-dr. 
2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 
wag., $2,687. Custom Six—4-dr. sed., $2,- 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
stat, wag., $2,677; 4-dr, 3-seat stat, wag., 
$2,802. Rebel Super V-8—4-dr. sed., $2,- 


3-seat stat. wag., $2,806. 








hardtop stat. waz., 
stat, wag., $3,151. 
STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,046; 2-dr. sed., $1,976; 2-dr, 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat, wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., $2,- 
181; 2-dr. sed., $2,111; 2-dr, 2-seat’ stat. 
wag., $2,501; 4- dr, 2-seat stat, wag., $2,- 
576. Lark Regal Six—4-dr. sed., $2,196; 
2-dr, hardtop, $2,296; conv., $2, 621; 4-dr. 
2-seat stat. wag., $2, ‘591. Lark Re Regal v-8 
—4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 


$3,116; 4-dr, 3-seat 



































+ 
cluded are variable items on 
the retail buyer, such as State and local an See ten are, See ‘six-cylinder mod- hardtop, $3,136. Bonneville—4-dr. hardtop, | V-8— 4-dr. sed., $2,502; iar hardtop, | COMV., $2,756; 4-dr. 2-seat stat. wag., 
taxes, transporiation charges and OD- | (Ficet) d-dy. edn $e 2ek, Duk san” | $3,331; 2dr, hardtop, $8,255; conv., $3,- | $2577; 4-dr. | 2-seat stat. wad... $2,796; | $2755: Mawk V-6-—C-passenger sport ¢pe.. 
tional equipment. $2,230. Fatrlane—4-dr. sed., $2,311; 2-dr,| 476; 4-dr. 2-seat stat, wag., $3,530. aon Saner "Vt an eek — oor; aa. VALIANT — V-100 — 4-ar. sed 053: 
(Copyright, 1960, by Automotive News) | sed., $2,257; business 2-dr., $2,170. Fair- RAMBLER — American Deluxe — 4-dr, | 2-seat stat. wag., $2,881; 4-dr. 3-seat stat. | 4-dr. 2-seat stat “wag., $2, 365; 4-dr ‘Son 
BUICK — LeSabre —4-dr. sed., $2,870;| lane 500—4-dr. sed., $2,388; 2-dr. sed.,| sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat|wag., $3,006. Ambassador Custom V 8—-| stat. wag., §2.488. V-2004-dr. sed., $2.- 
2-dr, sed., oh? 78), fe. hardtop, 991: $2,396. Ratexte—4-dr. ood $2,603; 2-dr. stat. wag. $2,020. American Super—4-dr.|4-dr, sed., $2,732; 4-dr, hardtop, $2,822;| 130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. 
Sen ten, hag $3,388; os ; och aie O- ar. ae 3 610, oe “9 r. +» $1,880; 2-dr.!4-dr. 2 seat stat. wag., $3,026; 4-dr. 2-seat | 3-seat stat. wag., $2,566. 
wag., $3,493. . sed., $3,357;|conv., $2,800. Wagons—2-dr. 2- 
— =e $3,515; 2-dr. » $3,- seat Ranch or $.008 a e . ‘ 
; conv., 620; . 2-geat stat, wag., | Ran agon, $2, . 2-seat untry 
841; 4-dr. 3-seat stat, wag., $3,948. | Sedan, $2,752; 4-dr. 3-seat Country Sedan, N C L-C R t t . 
“ar. " S-aeat, iat, wag. $2,948. | Sedan, $2,702; 4-dr. S-seat Country Sedan, ew ULOmmercia ar he rations, 
$3,963; 2-dr. hardtop, $3,818, Electra 225 (V-8 standard)—2-dr. hard- 
$4,300 e4\192. CRurbine Drive trans. ‘TMPERIAL—-Oustom—4-dr, sed., $5,029; 
; conv., . jo ; 
04,500; cour, 94,183. (Surbine Det trane:| , Irn cae ae: ets Se: 34 States for July, 1960-1959 
Electra steering and power | 922.50. Crown —4-dr. sed., $5,647; 4-dr. 9 
=e standard on Electra and Electra aay te Fei: tenis tae aed $5,403; 
conv., A 00, ‘ e 
eo ADILLA ~Two —4-dr. hardtop] 318; 4-dr. hardtop, $6,318. (TorqueFlite, 
(fiat roof Sn roof), $5,080; 2-dr. =. Sewe- power brakes standard on 
’ ’ ; conv., ’ ; 2 
de Ville 4-dr. hardtop (flat roof or sloping} LINCOLN » $5,441; 
roof), $5,498; Coupe de ‘ , | 4-dr, hardtop, $5,441; 2-dr, hardtop, $5,- 7 
$5,252; El Seville 2-dr, hardtop, | 253. i .» $5,945; 4-dr. 15 States Previously Reported ‘60 19] 5019 Fe = 4794 1570| 2384 ma 158 281 673 705| 16736 
401; Eldorado Biarritz conv., $7,401.| hardtop, $5,945; 2-dr, hardtop, $5,698.| For July 59 19| 6076 a 1431| 2699 134] 275} ~—- 728) ~—73|_~—*18775 
. hardtop, $6,233. -dr. sed., $6,845.30; 4-dr. | Arkansas "60 974 230 241 7 19 6 4 29 2383 
— 8-pass. sed., $9,533; limousine,| hardtop, $6,845.30; 2-dr. hardtop, $6,- '59 Maa! H my so 101 166 | H | 3| 1570 
748. Eldorado . hardtop, | 598.30; conv., $7,056.20; town car, $9,208; Golorad 77) wl 
,075. (Hydra- , power steering,| limousine, $10,230. (Automatic olorado o | 4) 4| $| 132; «118 4 H| 12 88 32) 1285 
power brakes standard on all models.) | sion, power brakes, radio, ; 5 4 ub a ul 9 ee 20) 1683 
CHECKER—Superba — 4-dr. sed., $§2,-| heater standard on all models.) Connecticut 60 i 129 2 30 153 " 10 14 3 32 543 
542.42. (Price does not include dealer prep- MERCURY—Monterey—4-dr. sed., $2,- 59 117 21 126 iy Hl 16 45 4\ 483 
aration charge.) 730; 2-dr. sed., $2,631; 4-dr, hardtop, | Delaware "60 2 72 26| «120 i 2 1 3) 295 
CHEVROLET—(Prices are for six-cylin-| $2,845; 2-dr- hardtop, $2,781, conv., $3,- mf wo we 3 ml [ea a cae 
der models. For V-&s, add $107). Biseayne | 077 +» $3,280; '4-dr. | =— ! 
Fleetmaster—4-dr. sed., 27%: 2-dr. sed.,| hardtop, $3,394; Par hardtop, ‘$3,331. | Florida ; | | ot | 4 oe 222; 239 | 18 64, 105] 170) 2319 
$2,230 Biseayne—4-dr. $2,316; 2-dr.| Park — 4-dr, top, $3,858; 2-dr. 59 1786 15 2] 273 20 43} 17] 224|_—2577 
by $2,262; utility sed., este. Bel Air—/j hardtop, $3,794; conv., $4,018. Station | Hawaii ‘60 67 i 2 18 3 4l 277 304 
. sed., $2,438; 2-dr, " sed., $2,384; 4-dr.| Wagons—4-dr. 2-seat Commuter, $3,127: ‘59 30 i ‘| 23 | i| rT 23 161 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im-|4-dr. 2-seat Colony Park, $3,837. (Mere-O- | %5,:a; 0 $70 i 1s 30 — 
-dr. sed., $2,590; 4-dr, hardtop, $2,-|Matie standard on Montclair and Colony 59 | $33 3| i $| al H 0 4 i" | ie 
: 2-dr. hardtop, $2,597; conv., $2.847.| Park. Dual range Mere-O-Matic, power | —— : a4a|__ 99] aslo] fol 'a|__v)_—_to_isee 
sree) oe ea Es ia i sul tos ives] |] tase] _ ten 
, -sea ne 55| I 
. 2-seat Parkwood, $2,747; 4-dr. 3-seat| OLDSMOBILE—Series 88 .—4-dr. sed.,| Maine a I i 7 224| 38 10 7 8 35 38 605 
, $2,850; 4-dr, 2-seat Nomad, | $2,900; 2-dr. sed., $2,835; 4-dr, hardtop, 59| ie | 21 114] | 4| i | 3 19| 421 
52.000. Corvette—hardtop cpe. or conv. | $3,034; 2-dr, hardtop, $2,956; conv., $3,- Massachusetts 60 4 21 58 — ae. Mai 6UCULh:CU ee es 
(V-8 standard), $3.872 284; 4-dr, 2-seat stat. wag., $3,363; 4-dr. oI ‘| 247 ;| 118 301 ¥| Po 17 7 33 50 70) 1181 
CHR sed., $3,-|3-seat stat. wag., $3,471. Super 88—4-dr. | — RCD ER ee | alee 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop,|sed., $3,176; 4-dr. hardtop, $3,402; 2-dr.| Minnesota | ‘ual H 55 a 102| 207 it 12 21 17 33| «1174 
$3,279; conv., $3,623; 4-dr, 2-seat stat.| hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 59 466 9 148} 500 125| 275 13 13 25 Bl 36| 1635 
, $3,733; 4-dr, 3-seat ‘stat. wag.,| stat. wag., $3,665; 4-dr. 3-seat stat, wag.,| Montana “60 172 37| (166 51 62 5 8 32; —«2)i(i« AG 
$3,814. Saratoga—4-dr. sed., $3,929; 4-dr. | $3,773. Series 98—4-dr. sed., $3,887; 4-dr. 59 | 217 | 51 221 55 112 | 15| | 39 17 739 
, $4,067; 2-dr, , $3,989.) hardtop, $4,159; 2-dr. hardtop, $4,083; | jop-acke 7 374 4 2\209| 107 —— | — 
New Yorker —'4-dr. ‘sed., $4,409; 4-dr.|conv., $4,362, (Hydra-Matic, power steer-| Nebre 7 | ai 3| | td sea] | 23 16 13) 1037 
hardtop, $4,518; 2-dr. hardtop, $4,461;|ing, power brakes standard on Series 98.) Htj___63]_203 |__15|_% —3 1099 
conv., $4,874.50; 4-dr, 2-seat stat, wag., PLYMOUTH — (On six-cylinder models, | New Jersey ‘60 20 383 12 83 409 183 237) 50 2 3 60 1618 
$5,022; 4-dr. 3-seat stat, wag., $5,130.50.) add $119 for a V-8 engine.) Fleet Special ‘59 15} 413 18 a 535 187} —_—-252| | a| és! 130 1858 
F—2-dr. hardtop, $5,411; conv., $5,-| Six—4-dr. sed., $2,277; 2-dr. sed., $2,227.) New Mexico 4 321 92 4 10 32 22 821 
841. (TorqueFlite, power ’ Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 33 | 463 2| H 2 2 | | ¢| it 34 16| 1024 
brakes standard on Saratoga, New Yorker | $2,260. Belvedere Six—4-dr. sed., $2,439; | o- 7) > 
and 300-F.) 2-dr, sed., $2,389; 2-dr. hardtop, $2,461. | Ohio o iF b= "I za 7a) 333,372, 8106) 147) 3016 
COMET—4-dr. sed., $2,053; 2-dr. sed.,| Fury Six—4-dr. sed., $2,575; 4-dr._ hard- ee ee $7 156} __ 3271 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4-| top, $2,656; 2-dr. hardtop, $2,599. Station| Rhode Island , | J I9 a ‘| | ‘| ae 22| «197 
oo ee ee eee Sone $2,002; 4-dr. 2-seat Deluxe Suburban, $2,-| 7 ib + mv __§_s gah —— ps —— et 
CORVAIR—500 Series—4-dr. sed., $2,-| 202. 4’ar 9.een: > va, | lennessee 2 7% 424 is 216 24 7 69 17 32) «1455 
038; coupe, $1,984. 700 Serles—4-dr. sed., | Piinouth V8 (Om the follocine moteln ‘3 | “ | S3l_ ers as] | 26|___39|_—*1580 
oo coupe, $2,049. Monza 900—coupe, V-8 engine is standard and a six-cylinder Utah ; | | Fed 3 PA i781 %I *| 4| ;| 15 3 | 24 794 
Dest 4-dr. sed., $3,017; $2,067 “station Wagon V-84.4 seat | 34 States Reported iat 48 ia ris a = 3 ie : ; ? a a ee 
DeSOTO—Fireflite — eis . 967. ‘agon -dr, 3-seat ates Repo: A 11490} 3793| 5064 y 39245 
4-dr, hardtop, $3,167; 2-dr, hardtop, Custom Suburban, $2,990; 4-dr, 2-seat| For July "59 45| 13734 188] 2242] 12208 a 5685 oy Es tS an me 42194 
hardtop GnTaT; 3° ~ owt 4-ar. Sport Suburban, $3,024; 4-dr. 3-seat Sport | ~ Year ‘0 179471| 1545| 23887| 158482 63062| 6578 8698| 15905| 24815) 530698 
hardtop, §$3,7 dr, dtop, $3,663. Suburban. $3,134. To Date 59 598| 181521] 1463] 29921| 149354 33 55025 ome] Sant 3471| 8368} 14346] 22118] 512446 


(TorqueF lite standard on Adventurer.) 


DODGE—Dart—(Dart prices are for six- 
cylinder models, For V-8s, add $119). Dart 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Seneca—4-dr. sed., $2,330; 
2-dr. sed., $2,278; 4-dr. 2-seat stat, wag., 
$2,695. Dart -dr, sed., $2,459; 
2-dr, sed., $2,410; 2-dr. hardtop, $2,488: 
4-dr, 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 


sed., $2,595; 4-dr, “hardtop, $2,677; 2-dr. 
hardtop, $2,618; conv., $2,868. 

Matador V-8 — 4-ar. sed., $2,930; 4-dr. 
hardtop, $3,075; 2-dr. hardtop, 2,996 ; 
4-dr. 2-seat stat. wag., $3,239; 4-dr, 3-seat 
stat. wag., $3,354. Dodge V-8—4-dr. 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 


hardtop, $3,196; conv., $3,416; 4-dr. 2-seat 
stat. wag., $3,506; 4-dr, 3-seat stat, wag., 


Commercial Credit 
Reports First-Half 
Profit Set Record 


BALTIMORE. — Commercial 
Credit Co.’s consolidated net in- 
come for the first six months reach- 
ed a new high for any similar six- 
month period of $13,848,944. This 
compares with $13,572,170 for the 
like period in 1959. 

The finance companies contrib- 
uted the largest part of the in- 
crease in the earnings even though 
the rate of interest paid for bor- 
rowed funds during this period was 
approximately three-quarters of 
one percent greater than for the 
same period in 1959. However, 
$322,885,000 more cash was em- 
ployed this June 30 than was em- 
ployed a year ago, which increase 
was fairly well distributed through- 
out the organization. The earnings 
of the finance subsidiaries amount- 
ed to $7,751,509. 

The outstanding motor retail 
receivables reached an all-time 
high of $757,530,000 at June 30. This 
is approximately $100 million great- 
er than at June 30, 1959, and repre- 
sents an increase of 17 percent. 

The insurance companies experi- 
enced a slight increase in earnings 
which, however, is attributable to 
the additional earnings in their se- 
curity portfolios. The life insurance 
company earnings were off approxi- 
mately $220,000 which was due to 
the increased federal income tax. 










2-dr. sed., 4-dr, hardtop, $2,842; 


2-dr, hardtop, 


$2,631; 


Compiled from official state records. Data property of R 
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New Passenger-Car Registrations, 37 States for July, 1960-1959 
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Used-Car Auction Prices 





500*; Custom 300 (6) 4-dr., $1,425*, 
$1,360, $1,305*, 

’58 Thunderbird (8) 2-dr, hardtop, §2,- 
120* (ps); skyliner, $1,450* (ps); 4- 
dr., $1,130*, $1,000*; 2-dr., $900; 
Fairlane (6) 4-dr., $895*; Custom 300 
(6) 2-dr., $785, 

’57 Fairlane 500 (8) conv., $960*; 4-dr., 
$890*; 2-dr., $770* (ps); Fairlane (8) 


(Continued from Page 39) 4-dr., $740*: Country Sedan (8) 4-dr., 






















490° (ps). 

"BS (62) Coupe de Ville, $2,545* (ps), 
$2,410* (ps); 4-dr., $2,175* (ps). 

"57 (62) 4-dr., $1,800* (ps), 

'56 (60) Special 4-dr., $1,280* (ps); 
(62) 4-dr., $1,190* (ps). 

'5S (60) Special 4-dr., $420* (ps). 

’54 (62) 4-dr., $475* (ps), 

CHEVROLET—'60 Corvette (8) conv., 
$3,010. 

*59 Impala (8) sport sedan, $1,650* 
(ps); Bel Air (8) 4-dr., $1,525*, $1,- 
480* (ps), $1,420*%, $1,390*, $1,360*, 
$1,350*, $1,340*; Bel Air (6) 4-dr., 
$1,395*, $1,375*, $1,370*, $1,350*, $1,- 
340*, $1,320*, $1,300*, $1,290*; Park- 
wood (8) 4-dr., $1,480, $1,470; Park- 
wood (6) 4-dr., $1,440; Biscayne (8) 
2-dr., $1,000*. 

°58 Impala (8) conv., $1,280*; Biscayne 
(8) 4-dr., $1,150*, $1,150* (ps), $1,- 
100*, $865*; Biscayne (6) 2-dr., $925, 
$910, $870; Bel Air (6) 4-dr., $950; 
Delray (6) 2-dr., $840*, $780. 

’57 Two-ten (8) 2-dr. bardtop, $1,080* 
(ps); One-fifty (8) 4-dr., $725* (ps). 

56 Bel Air (8) 4-dr., $700*; Two-ten 
(6) 4-dr., $615*, 

°55 Bel Air (8) 4-dr., $300* (ps); Two- 
ten (6) 2-dr., $200. 

°54 Bel Air 4-dr., $300*; Two-ten (8) 
2-dr., $160*, 

53 Bel Air 4-dr., $160*; conv., $130*. 

CHRYSLER—’58 NY 4-dr., $1,410* (ps); 
Saratoga 4-dr., $1,220* (ps). 

'57 NY 2-dr. hardtop, $1,125* (ps); 
Saratoga 4-dr., $930* (ps). 

"56 NY 4-dr., $450* (ps). 

"53 Windsor 4-dr., $120*, 

DeSOTO—’58 Firedome conv., $1,270*; 
Sportsman 4-dr, hardtop, $1,100* (ps). 

’57 Fireflite 4-dr., $865*; Firesweep 4- 

dr., $620*; Sportsman 4-dr., $415* 


(ps). 

"56 Firedome 4-dr., $560*, 

DODGE—’58 Coronet (8) 2-dr. hardtop, 
$1,040* (ps), 

’57 Sierra (8) 4-dr., $990* (ps); Royal 
(8) 4-dr., $930* (ps); Coronet (8) 2- 
dr., $800* (ps), $750*, $740*, 

°56 Royal (8) 4-dr., $590* (ps). 

’55 Royal (8) 2-dr. hardtop, $425*, 

FORD—’59 Thunderbird (8) conv.; $2,- 
775* (ps); Galaxie (8) 4-dr., $1,500*; 
Fairlane 500 (8) 4-dr, Victoria, $1,- 
475*; Fairlane (8) 4-dr., $1,330*, $1,- 
200*, $1,150; Custom 300 (8) 2-dr., 
$1,235* (ps); Custom 300 (6) 2-dr., 
$1,070*. 

"58 Fairlane 500 (8) 2-dr, Victoria, $1,- 
125* (ps); 4-dr., $1,060*; Custom 300 
(8) 4-dr., $950*%, $825; 2-dr., $790, 

°57 Fairlane 500 (8) 4-dr. Victoria, 
$890* (ps); 2-dr. Victoria, $790* (ps); 
Custom (8) 2-dr., $725*, $600* (ps), 
$600; Ranch Wagon (6) 2-dr., $600. 

°56 Thunderbird (8) conv., $1,410* (ps); 
Fairlane (8) 4-dr., $535*, $470; conv., 
$525*; 2-dr. Victoria, $400*, 

°565 Fairlane (8) 4-dr., $425*; conv., 
$420*; 2-dr, Victoria, $395* (ps); 
Custom (8) ‘2. -dr., $240, 

"54 Crest (8) 4-dr., $265*, $185*, 

"53 Country Sedan (8) 4-dr., $165; Main 
(8) 2-dr., $130; Ranch Wagon (6) 2- 
r., $110. 

52 Custom (8) 2-dr., $100*, 

IMPERIAL—’56 Imperial 4-dr. hardtop, 
$975* (ps), 

LINCOLN—’58 Premiere 4-dr, hardtop, 
$1,770* (ps), 

57 Capri 4-dr., $1,040* (ps), 

*54 Cosmopolitan 4-dr., $165* (ps). 

MERCURY—'59 Montclair 4-dr., $1,695* 
(ps). 

’58 Monterey 4-dr., $1,040* (ps), 

’57 Montclair 4-dr, hardtop, $980*; Col- 
ony Park 4-dr., $760*, 

’°56 Montclair conv., $485* (ps); 4-dr., 
$420. 

’55 Montclair 2-dr. hardtop, $390*, 

OLDSMOBILE—’60 (88) 2-dr. Scenic, $2,- 
850* (ps); (98) 4-dr, Holiday, §$2,- 
725* (ps), 

59 (98) 4-dr., $2,075" (ps); (88) 4-dr., 
$1,770* (ps), 

58 (88) Super 4-dr., $1,485* (ps). 

’57 (88) Super 2-dr,. Holiday, $1,090* 
(ps); (88) 4-dr., $1,025* (ps), $870* 


(ps). 

°565 (88) 4-dr., $455*, $195°; conv., 
$380* (ps), 
"53 (88) 4-dr., $300* (ps); (88) Super 
4-dr., $160 


PLYMOUTH. '50 Fury (8) 4-dr., $1,465* 
(ps); Belvedere (8) 4-dr., $1,130*, $1,- 
125°: 

’'58 Savoy (8) 4-dr., §750; Plaza (8) 2- 
dr., $700*; Suburban (8) 4-dr., $480*, 

"57 Belvedere (8) 4-dr., $755* (ps), 
$715. 

56 Belvedere (8) 4-dr., =. (ps), 

"55 Savoy (6) 4-dr., $385 

’54 Savoy (6) 4-dr., S200": Plaza 4-dr., 
$145. 

PONTIAC—’59 Star Chief 4-dr., $1,840* 


(ps). 

’58 Chieftain 2-dr., $990*. 

’57 Chieftain 2-dr., $685* (ps), 

‘56 Chieftain 4-dr, Catalina, $490* (ps); 
Star Chief conv., $490* (ps). 

MISCELLA NEOUS—’' 60 Chevruiet (6) %- 

ton pickup, $1,250; Willys (6) panel, 
$1,245. 

"56 Chevrolet (6) %-ton pickup, $225. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Aug, 24. 
Still strong and active, Late models hold- 
ing up surprisingly well, Demand exceeds 
supply, Sold 74 percent of 158 consign- 
ments. 

BUICK—’59 LeSabre 4-dr., $1,600* (ps); 
2-dr., $1,575*, 

"58 Super 4-dr,. Riviera, $1,240* (ps). 

’57 RM 2-dr. Riviera, $1,020* (ps); Spe- 
cial 2-dr., $700*, 

°566 Special Estate Wagon 4-dr., $650* 
(ps); Century 2-dr, Riviera, $640* 
(ps); Super 4-dr., $570* (ps). 

55 Super 2-dr, Riviera, $575* (ps). 

"54 RM 4-dr., $350* (ps), 

OADILLAC—'59 (62) 4-dr., $3,350* (ps); 
2-dr. hardtop, $3,255* (ps). 

"58 (62) 4-dr., $2,275* (ps) 

"57 (62) Sedan de Ville, $2, 265° (ps). 

°56 (62) 4-dr., $985* (ps). 

'55 (62) 4-dr., $890* (ps). 

CHE VROLET—’60 Impala (8) sport sedan, 
$2,350* (ps); sport coupe, $2,250* 
(ps); Corvair (6) 4-dr., $1,300. 

"59 Impala (8) 4-dr., $1,650*%; Bel Air 
(8) 4-dr., $1,540*, $1,450*, $1,445*; 
2-dr., $1,370*; Bel Air (6) 4-dr., $1,- 
340*, $1,305*; Kingswood (6) 4-dr. 


$805*; Custom 300 (6) 4-dr., $740, 


(9 pass.), $1,510*%; Parkwood (6) 4- $655*; 2-dr., $540 
Saale $1,625*; Biscayne (6) 4-dr., $1,- ’56 Custom (6) 4-dr., $690, $595*; 4-dr., 
58 Impala (8) port coupe, 91,400°: vce Fairlane 4 4-dr., pes a (ps); 
conv., $1,415*; Biscayne (6) ‘4dr... "55 "yunlens i Sie, eater, 05308; 2- 
$1,050*; Biscayne (8) 4-dr., $975* * : Qedr. o. 
(ps) $950°; Brookwood (6) 2-4 $1.- dr., $475* (ps); 2-dr. Victoria, $450*; 
iss?’ , r., Custom o 4-dr., $490; Custom (6) 
; 4-dr., $470, 
87 Bel fie aT Coyne tore * oe. (6) 4-dr., $425*; Crest (8) 
, ** ; -dr. 
Two-ten (8) station wagon 4-dr., $1,- Ss 
* es : 9-ar | LINCOLN—’55 Capri 4-dr., $385* (ps), 
pa (ps), $990; 4-dr., $930*; 2-dr., '54 Capri 2-dr., $355* (ps). 


$785. 
’56 Bel Air (6) 4-dr., $810; 2-dr., $660*; | MERCURY—’57 Montclair 4-dr., $820*, 
Two-ten (6) 2-dr., $740, $595* (ps); 56 Montclair 4-dr., $580*. 


4-dr., $600*, ’55 Custom 2-dr., $405, 

’55 Bel Air (6) 2-dr., $590*%; Two-ten OLDSMOBILE—’60' (88) 4-dr., $2,550*. 
(8) 4-dr., $420; One-fifty (6) 2-dr., 59 (88) Super 4-dr. Holiday, $2,150* 
$400*. (ps); (88) 4-dr., $1,910* (ps), $1,- 

’54 Bel Air 4-dr., $395*, $375*; 2-dr., 720*; (98) 4-dr., $2,090* (ps). 
$395*; Two-ten 4-dr., $350. ’58 (98) 2-dr. Holiday, $1,445* (ps); 

CHRYSLER—’ 57 Windsor 4-dr. hardtop, (88) Super 4-dr, Holiday, $1,450* 
$965* (ps); Saratoga 4-dr., $750* (ps). (ps); (88) 4-dr, Holiday, $1,400* (ps). 

55 NY 4-dr., $485* (ps). ’57 (88) Super 4-dr. Holiday, $1,135* 

DeSOTO—’58 Fireflite 4-dr., $970* (ps); (ps); (88) 4-dr., $995*, 
Firesweep 4-dr, hardtop, $950*. 56 (98) 4-dr., $780* (ps); (88) 2-dr., 

’57 Firedome 4-dr., $785* (ps). $650*; 4- -dr., $595*. 

DODGE—’57 Coronet (8) 4-dr., $835*. PLYMOUTH — 60 Fury (8) 2-dr. hardtop, 

’55 Coronet (8) 4-dr., $575*, eo 22100* (Ps). 

59 Savoy (8) 4-dr., $950. 

EDSEL—’59 Ranger 4-dr., $1,050*. ’5S Savoy (6) 4-dr.,. $675. 
58 Ranger 4-dr. hardtop, $800*. 57 Belvedere (8) 4-dr., $710*, 

FORD—’59 Thunderbird (8) conv., $2,- "56 Savoy (8) 4-dr., $420*, 


500* (ps); Fairlane 500 (8) skyliner, 55 Plaza (6) 4- dr., $325, 

$2,110* (ps); conv., $1,890*; Ranch | PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 
Wagon (8) 4-dr., $1,500* (ps), $1,- 300* (ps); Catalina Safari 4- -dr., $1,- 
415*; Country Sedan (8) 4-dr., $1,- 965*. 


SWEETEST JAM | 
You Evér 


WILL BE THE TRAFFIC CREATED BY THE BIG ~ 
NEW DELCO BATTERY CONSUMER CONTEST! 


It happens in September and October . . . be sure you're ready for it 
now! It’s the huge Delco Battery Hollywood, TV Contest, backed by 
the biggest advertising and promotional budget ever put behind a 





two-month special battery promotion. 


Fabulous prizes for consumers will build traffic for you . . . because 
every contestant must have his battery checked to enter. And remem- 
ber, it’s a proven fact that for every ten batteries checked, there’s a 


battery sold. 


Get set now; ask your Delco Battery supplier about Contest Entry 
Blanks and the colorful Window Poster that ties you directly to this 
big new national promotion . . . and be sure you're well stocked with 


Delco Dry Charge Batteries to reap the top profit from it! 





Dodge Promises 5 Times 


More Cars for Debut 


DETROIT, — Dodge says a 
major change in production 
scheduling will give dealers five 
times as many new models in 
their showrooms on announce- 
ment day as they had last year. 

M. C, Patterson, general man- 
ager, said an increase in produc- 
tion of the ’61 Dart, Polara and 
new compact Lancer series will 
enable dealers “to make deliv- 
eries of a wide range of series, 
models, engines and body styles 
out of on-hand stocks the day the 
cars are announced, Sept. 29.” 

Last fall dealers had only a 
limited number of demonstrator 
and sample vehicles, and many 
prospective purchasers had to 
wait several weeks to get the 
specific car they ordered, Patter- 
son recalled. 





’58 Chieftain 4-dr., $1,220* (ps), $1,- 
190*; 2-dr., $950*, 
57 Star Chief 4-dr. » $1,155* (ps). 


RAMBLER—’60 Super (6) 4-dr., $1,305. 


’59 Custom (8) Cross Country 4-dr., 
$1,790* (ps); Super (8) Cross Country 
4-dr., $1,450*. 


STUDEBAKER — ’59 Deluxe (6) station 


wagon 2-dr., $1,220, 
EOU S—'55 Chevrolet (6) %- 





ton pickup, $615; Ford F-500, $425. 
’54 Chevrolet 2-ton, $645, 


DYER, IND. 


Dyer Auto Auction, Inc. Sale every Fri- 
day, Prices are for sale of Aug. 26, Sold 
231 cars from 284 consignments. 


BUICK—’57 Century 4-dr., $850* (ps). 

56 Century 2-dr, Riviera, $500* (ps); 
4-dr., $400* (ps). 

’55 Century 4-dr. Riviera, $620* (ps); 
Special 2-dr., $200*; Super 4-dr., 
$145* (ps). 

*54 Super 2-dr, Riviera, $220* (ps); Spe- 
cial 4-dr., $190*; 2-dr., 2 at $145*. 

’53 Special 2-dr., $140*. 

CADILLAC—’57 (62) 4-dr., $1,690* (ps); 
(60) Special 4-dr. hardtop, $1,585* 


(ps). 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,380* (ps); Bel Air (8) 4-dr., $2,- 
030* (ps). 

’59 Impala (8) conv., $1,785* (ps); 
sport coupe, $1,780* (ps); Biscayne 
(8) 4-dr., $1,440*. 

"58 Bel Air (8) sport coupe, $1,420* 
(ps); Brookwood (8) 4-dr, ,$1,175*. 

‘57 Bel Air (8) sport coupe, $1,165* 
(ps), $1,100*, $950*%; 4-dr., $1,085* 
(ps), $965*; 2-dr., $750; Bel Air (6) 
2-dr., $755*; Nomad (8) 2-dr., $990*; 
Two-ten (8) 2-dr., $940*; Two-ten 
(6) 2-dr., $560. 

°56 Bel Air (8) sport sedan, $895* (ps), 
$590* (ps); sport coupe, $780* (ps); 
2-dr., $710*; 4-dr., $675*, $655*; Two- 
ten (8) 4-dr., $645*; 2-dr., $370*. 

‘55 Two-ten (8) 4-dr., $400*%; Two-ten 
(6) 2-dr., $300; station wagon, $195*; 
Bel Air (8) 4-dr., $3C0*. 

’54 Two-ten station wagon, $140 

’53 Bel Air 2-dr., $130; 4-dr., “$115*; 
Two-ten 4-dr., $125. 

’55 Firedome 4-dr., $305*. 

’54 Firedome 4-dr., $175*. 


(Continued on Page 42, Col, 1) 








FACTS ABOUT DELCO BATTERY HOLLYWOOD TV CONTEST 





* *& & CONSUMER PRIZES kk 


GRAND PRIZES 


Expense-paid trip for two to Hollywood ; winners appear 
on one of Delco’s two new TV shows; 7 days for two 
in Hollywood luxury hotel; night on the town with TV 
stars—PLUS $2,000.00 CASH! 








110 ADDITIONAL CASH PRIZES 





second prize third prize 
winners winners 


$1,000.00 cash each! $500.00 cash each! 


@eeeeoeeeseoeceeeeeeeeeeeeeeeeeeeeeneeeeee ee 


fourth prize winners 
$100.00 cash each! 


cae hea Kah KKK Kh KKK KK 


D F A LE rn Battery dealers who validate entries (after 


battery check) of the two Grand Prize 


P R | Z ES winners each receive $2,000.00 in cash. 


Kaha Kh Kh Kh Kh Kh Ka KKK KK 


easy to 


HEAVY 


PROMOTION 
en te r Contest advertised in LIFE, LOOK, 
THE SATURDAY EVENING POST, 
i MECHANIX ILLUSTRATED, POPU- 
Contestant completes jingle on entry LAR MECHANICS, POPULAR SCI- 


blank, which you validate after you 
check his battery. This battery check 
opens way to sale of new battery, 
other TBA and service items, builds 
profitable extra traffic for you! 


DELCO 


BATTERY 





ENCE, EBONY. Will reach 36,600,000 
readers during September. Will be 
viewed in October by 62,000,000 on 
national TV. Local outdoor posters 
and local television across the 
country, local tie-in material for you! 





wake keke hea Khe Kh kak Kh Kak 


DELCO BATTERIES ARE ANOTHER RELIABLE GENERAL MOTORS PRODUCT... 
MANUFACTURED BY DELCO-REMY DIVISION, DISTRIBUTED NATIONALLY THROUGH 


: 


- ; 7 bay 
. i a ha ede a a 
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’566 Chevrolet (6) panel, $300. $120°. 


Used-Car Auction Prices 





$155. $1,125*° (ps). 
’53 Chevrolet %-ton, $340. DeSOTO— 


’50 Ford (8) %-ton, $190. $710* (ps). 
(Continued from Page 41) ’47 Chevrolet %-ton, $150. | gf iu (8) conv., $1,820* 
Pps), , . 
° - 1,035* 
E—’56 Coronet (6) 2-dr., $350*, Victoria, $115*. ® 58 Coronet ° 4-dr, hardtop, $1, 
ep Suburban, $230. HUDSON—’55 Hornet 4-dr., $265*. WAREHOUSE POINT, CONN (ps), $950* ( 
c MERCURY — ’57 Monterey 4-dr., $885°*; Southern Auto Sales, Inc, Sale every ’56 Sierra (8) 


’55 Coronet (8) 2-dr, hardtop, $305*. 


°64 Coronet (8) 4-dr., $240. conv., $445°*. Wednesday. Prices are for sale of Aug, 24, (ps). 


’55 Ford (8) %-ton, $400; Dodge panel, | CHRYSLER—’57 Saratoga 4-dr. hardtop, 
/57 Firesweep 4-dr., $785* (ps), 


ps). 
"-ar., $700* (ps), $690° 
’55 Coronet (6) 4-dr., $200*. 





















$600*. (ps); Bel Air (6) 4-dr., $210. s MERCURY—’58 Commuter 4-dr., $1,360* 
si mander (8) 4-dr. 5°. '54 Two-ten 2-dr., $460, $285*, $280; (ps). 
MISOELLA? NEOUS ST "Chavecies (6) %- Bel Aire res ss Sueade 26s _ ee oie $685*. 
53 Bel Air 4-dr. $ '0- -dr., A ‘ustom Pip 
ton pickup, $645. . ’54 Monterey 2-dr, hardtop, $150°*. 


OLDSMOBILE — '59 (98) conv., $2,600* 
(ps). 
’58 (88) 4-dr. Holiday, $1,300* (ps). 
’57 (88) Super 2-dr, Holiday, $860* (ps). 
"566 (88) 4-dr, Holiday, $775* (ps). 
’55 (88) Super 4-dr., $500* (ps). 
'54 (98) 4-dr., $140* (ps). 
PLYMOUTH—’58 Belvedere (8) conv., $1,- 
175* (ps); 2-dr, hardtop, $875*; Su- 
burban (8) Custom 4-dr, (9 pass.), 
$1,140* (ps); Savoy (8) 4-dr, hard- 


EL ’55 Monterey 2-dr., $410*; 4-dr., $405*. ‘ae iH ° ) 

58 Ranger 4-dr., $605*, ‘ BUICK—’59 LeSabre 4-dr., $1,780* (ps). c ‘ ‘ ? 

FoRD— > Th nde bird (8), $3,325°; Gal- | “AS 29 Statesman (6) Super 4-dr., |" “"57 Century 2-dr. Riviera, $1,100* (ps). wanes Yarmes. ‘ee. on 615. ‘et waver (8) 2-dr, hardtop, $700*; 2- 
axie (8) 2-dr. Victoria, $2,230°' (ps); OLDSMOBILE —'57 (98) 4-ar., $1,100*| "58 Speciai 4-dr. Riviera, $600°; conv; |" "59 Galaxie (8) conv., $1,735* (Ds); dr., $600*; 4-dr., $455; ‘Savoy '(6) 
a ee eee eee (ps); (88) Super 4-dr., $870* (ps); mea. , Fairlane 500 (8) 4-dr, Victoria, $1,- Ses 0 aes Oe 

ps). (88) 4-dr., $745*. 55 Century 2-dr, Riviera, $535* (ps) 700° (ps). oe art . s 

‘59 “Galaxie (8) conv., $1,745* (ps), $1,- 56 (88) 4-dr., $700*, $500* (ps). i Aig hg haps :] °58 Country Squire (8) 4-dr., $1,205*;| °56 Belvedere (8) 4-dr., $400*. 
655°; 2-dr. Victoria, asks 695° (ps); 55 (as) Super wae, $505* (ps); (88) — (ps); Super 2-dr, Riviera, $215* Custom 300 (8) Acar $900; Custom "SS Belvedere (8) 2-dr. hardtop, $290° 
Fairlane (8) 4-dr., $1,290 2-dr, Holiday, $320*. ; : os ° 300 (6) 2-dr., ; Fairlane -dr. : 0°. 

58 Fairlane (8) 2-dr, Victoria, $1,265* 54 (98) oan. $335* (ps); (88) 2-dr., Ka Pony Se. $315". Victoria, $940*. Z ath dans PONTIAO — ‘56 Chieftain at: Catalina, 
o ear.. $000". sino" Custom 300 PACKARD—'S4 Clipper 2-dr., $130° "560 Super 4-dr., $206°. cary netem (8) ddr, $000° (ps),| ‘56 Chicttain 2dr. Catalina, $175* (ps). 
(6) 2-dr., $400*; 4-dr., $390*; Ranch| p_yMOUTH—’57 Plaza (6) 2-dr., $450; | CADILLAC—’60 (62) conv., $4,660* (ps); $675*; Custom 300 (8) 2-dr., $680;| ‘54 Chieftain 4-dr., $220°. 

Wagon (8) 2-dr., $430. Savoy (8) 4-dr., $425*; Savoy (6) 2- 2-dr. hardtop, $4,450° (ps). 4-dr., | $520. RAMBLER—’59 American (6) 2-dr., $900. 

*S7 Fairlane (8) 2-dr., $1,080* (ps); dr., $240. : "55 ) 4-dr., guae°. (ps). ’56 Country Sedan, (8) 4-dr., $650* (ps); Se Lark (6) 4-dr., $1,- 
dr. *; Fairlane 500 (8) 4-dr.,/ + E -dr., *, *,| "50 (62) conv., . Fairlane (8) 4-dr., $550; conv., $535* E 
$76%, 940"; 2-dr. Victoria, §735°;| ‘“S,aqu'vedere (8) d-dr., $450°, $285", | OOO See) Bel Air (6) 2-dr., $1,-| Fairlane (8) S-ar., $000; MISCELLANEOUS—'55 Chevrolet (6) %- 
Custom 300 (8) 2-dr., $445; Custom| +55 Belvedere (8) conv., $175*; Plaza 750°, $1,625°. 55 Fairlane (8) conv., $525° (ps); 4- ton pickup, $480. 

(6) 2-dr., $410°*. (6) 2-dr., $135; Savoy. (8) 2-dr., ’59 Corvette (8) conv., $2,700; Impala dr., $450*%; Country Squire (8) 4-dr., * * * 

56 Fairlane (8) 4-dr_ Victoria, $680*; $130. ” > (8) 4-dr., $1,880* (ps); Bel Air (6) $450* (ps); Ranch Wagon (8) 2-dr., A tio ‘ B ‘ i 
4-dr., $450°, $300°; Ranch Wagon (8) | ponTIAC—'59 Star Chief 4-dr., $1,795* Sree’ Guise; bane shots $1,500°, $1,- $380*, $295, $225; Coentey stem, (8 (8) — Auctions in Brie 
2-dr., $585; Custom (8) 4-dr., $355°; : pee , $1, 3 2-dr. 4-dr., $370*; Custom r., ARM 
2-dr., $320*, $240*; Custom (6) 4-dr., 58 votar Chief 4-dr., $1,080* (ps) 58 Biscayne (8) 4-dr., $1, 210°, $750;| +54 Ranch Wagon (8) 2-dr., $285* (ps); meibbvine eee ee iit imp 
$200; 2-dr., $190; Fairlane (8) 4-dr.,| +57 star Chief conv, $925*: 4-dr., $670°. Yeoman (6), é-dr., $1,140; Bel ‘Air (6) Country Squire Ri} Arde, Es Cas}, Reaiavaes Atte Demis ies. ale one 
$300° re , -dr., ; '2-dr., -dr., $1,025. tom (8) 4-dr., : . 23). 

"55 Custom (8) 4-dr., $400*, $185; 2-dr., i Seaeieaa +o" eet: — ase; ’57 Bel Air (8) conv., $1,105* (ps); 53 Custom (8) 4-dr., $275, $140, $125*; | this week showing the action, ~~" = 
$215*; Custom (6) 2-dr., $165; Fair- hae ‘Chief 2-dr Catalina $185*. : Two-ten © ¥ ¢., yoy 2-dr., $780*; Crest (8) 2-dr, Victoria, $180*. oe > — Paes ee bale | = 

- * ° ’ : Two-ten ) es ’ Y *: 

' £ Custom ‘oO nae. ‘saa ee) ee ee ae '56 Bel Air (8) sport coupe, §825*; Two- | HUDSON—’55 Hornet (6) 4-dr., $190°; | Generally prices were off, 

“ Oh ee : . ’56 Cust Cc Count: Hornet (8) 2-dr, hardtop, $140* (ps). ss = 
tom (8) 4-dr., $230%, $165*; 2-dr.,| RAMBLER — om Cross ry, ten (6) 2-dr., $555*, $500, $370. 
$135; Crest (8) conv., $185*. $600*; Deluxe 4-dr., $320*, $200°. 55 Two-ten (6) 2-dr., $610; Two-ten LINCOLN — '57 Premiere 2-dr, hardtop, FONTANA, WIS. 

9 6 ' ; y 1 
"53 Ranch Wagon (8) 2-dr., $170; Cus-| "55 Deluxe 4-dr., $185°. (8) station wagon, $600*; 4-dr., $575; $1,245* (ps). Fontana Auto Auction, Sale every Thurs- 


tom (8) 2-dr., $155; Crest (8) 2-dr.' STUDEBAKER—’58 Commander (8) 4-dr., 


ee od ee 


Everybody goes for SARAN SEAT COVERS 


Buyers know saran . .. trust saran .. . want saran. It’s your best seller, their best buy, proven by 10 years’ experience. 
SARAN SEAT COVERS: look better fit better last longer have built-in color “breathe” for 
cool comfort clean up easily won't show wear. Buyers, know saran by name, trust saran for quality, want 


saran for satisfaction. So sell what ’most everybody wants . .. SARAN seat covers. They're profitable. 
See ‘The Dow Howr of Great Mysteries’ on TV. 


THE DOW CHEMICAL COMPANY « MIDLAND, MICHIGAN 








Bel Air (8) 2-dr., $445*; conv., $295* °54 Cosmopolitan 4-dr., $105*. 





day (Aug. 25). Slow. '55s and older, '58s8 


and '59s are in demand, 
* * 


PA. 


Manheim Auto Auction. Sale every Fri- 
day (Aug, 26), Weather: Clear, Sold 81 
percent of 748 consignments, 


Wright to Speak 
At AALA Parley 
On Compact Role 


CHICAGO.—The annual mid-year 
meeting of the American Automo- 
tive Leasing Assn. will be held at 
the Ambassador West Hotel, Chi- 
cago, on Sept. 26. 
The one-day ses- 
sion of the trade 
group of the long- 
term leasing in- 
dustry will spot- 
light the compact 
car and its im- 
pact on the one- 
and two-year-old 
used-car market. 

James OO. 
Wright, general 
manager of Ford J. O. Wright 
Division, will represent the auto- 
motive industry as the featured 
speaker at the meeting. The sub- 
ject of Wright’s address will con- 
cern the compact car and its rela- 
tionship to the leasing industry. 

Kenneth G. Glaser, Minneapolis, 
a past president of the AALA and 
now its honorary chairman of the 
board, will report on the results 
of the association’s annual unit and 
value survey which provides com- 
plete information on the values, 
types, and numbers of vehicles 
under long term lease in the nation. 
The survey is also used to pinpoint 
the attitudes of the various lessors 
as to future planning in the in- 
dustry. 

The afternoon sessions of the 
meeting will be led off with a dis- 
cussion by Ellis Lyons, Washington 
tax counsel for the AALA, on recent 
court decisions affecting the leas- 
ing industry. Zollie Frank (Chevro- 
let), Chicago, will lead a pane] dis- 
cussion featuring John White, Allen 
Garfield and Paul Minnich on a 
resume of 1960 Operational Costs 
and the effect on 1961 costs. 

New AALA projects, insurance, 
State laws and licensing, finance 
leasing, tires and the 1961 conven- 
tion also will be on the meeting 
agenda. 










Cut Consumption 


Of New Rubber 


NEW YORK. — Consumption of 
new rubber in the United States 
for July amounted to 115,070 long 
tons, considerably below the 138,425 
long tons consumed during June. 
Vacation shutdowns were blamed 
by the Rubber Manufacturers 
Assn. 

Consumption of all types of syn- 
thetic rubber in July amounted to 
79,985 long tons, as compared with 
June’s consumption of 95,849 long 
tons. The ratio of synthetic rubber 
to total new rubber consumption 
continued to increase, reaching 
69.51 percent for July and surpase- 
ing the previous high ratio of 60.24 
percent reached last meath. 








~ When has the new buyer had so wide a choice? 





The big sales race is on again in the world’s most 
dynamic market. 

That’s the 1961 new car market, of course, where buy- 
ers will have the greatest variety of models and styles 
to choose from in years. Their choices hold the key 
to this billion dollar market. 

At the time of the Show, factory executives and auto- 
mobile dealers throughout the industry will be look- 
ing forward with great interest to the 1961 Automo- 
bile Show Issue of AUTOMOTIVE NEWS for their 
first opportunity to compare the new makes and 
models in depth and detail. Their reliance on AUTO- 
MOTIVE NEWS for timely, accurate coverage of all 
the news in the industry has been building over 35 
years of leadership in the automobile field. 

The Auto Show Issue will be sent to 43,000 regular 
subscribers . . . factory executives, car and truck 
dealers, designers, engineers, purchasing agents, sales 
managers, and automotive suppliers and jobbers. More 
than 2,000 additional copies will be distributed to 


RESERVE SPACE NOW 


AUTO SHOW ISSUE 
Published: October 10, 1960 


(Regular Issue Date) 


CLOSING DATES: 


3 and 4 color plates: September 27 
2 color, black and white: September 29 





executives and dealers who will be in Detroit for the 
Show. And 1,000 extra copies will be requested and 
supplied during the year. 
These readers will be studying and holding for refer- 
ence these exclusive features: 

@ Photos and data on every American automobile. 


© Illustrations of principal models of each make 
and top selling features. 


e A complete truck section, showing new models 
and other data. 


e Feature stories on suppliers, including new de- 
velopments for ’61. 

e Engineering and styling advances. 

© Prices and specifications of all American automo- 
biles. 


The most 

influential oo 
publication 
in the 
automotive 
industry. 


The Newspaper 0. 





——— —— 
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— DETROIT, GUNT 6, 6060 


|Survey Finds Sales and Profits Improved .. - 


e Advertising news on each make, including 1961 
plans. 
Your advertisement should be a part of this exciting, 
informative edition of AUTOMOTIVE NEWS... 
in economical full color if you wish. Contact your 
local representative today. 


REPRESENTATIVES 
NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 
42nd St., Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan 
Ave., State 2-6273 
DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 
SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 
LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 
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But He Doubts Compact Explosion .. . 


Cole Sees 7 Million ’61 Sales 


(Continued from Page 2) 


why we didn’t think of doing it 
last year.” 

Also, a hot-air heater has re- 
placed the gasoline version, al- 
though the latter still is available 
as a dealer-installed option. 

Cole said the gasoline heater was 
costing Corvair owners as much as 
eight miles per gallon under severe 
weather conditions. 

Corvair buyers also can choose a 
four-speed transmission and a 
power pack on ’61 models. Basic 
horsepower remains at 80. 

* + oe 


7 said there are no plans for 
a car smaller than Corvair, 





Everson Wins Golf Trophy 

MONTREAL.—Bob Everson, 
Montreal Buick, won low gross hon- 
ors in the 25th annual golf tourna- 
ment of the Montreal Automobile 
Trade Assn. His 73 captured a tro- 
phy presented by Industrial Ac- 
ceptance Corp. 


WANT 
Extra Profits 
Happier Customers? 


Eo 
1 fos fm 
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held col 
HUBS 


Wi ak rT a 
PA CSE 


Any 4- or 6-wheel drive vehicle own- 
er operating on or off the highway 
needs a setof WATSON LOCKOUT 
Front Wheel Hubs—here’s why: 


SAVES GAS, TIRES, REPAIRS with front 
hubs in “free wheeling” on the high- 
way. 


ALL-WHEEL DRIVE INSTANTLY AVAILABLE 
for off-highway use...a flip of the 
LOCKOUT levers engages hub for 
power drive. Simple, rugged 
WATSON design automatically en- 
gages or disengages without “rock 
‘n roll”. There are no delicate parts 
to fail or ‘“‘freeze’’...WATSON 
LOCKOUTS never let you down 
when you're far away from main- 
tenance facilities. 

WATSON LOCKOUT HUBS are avail- 
able for all popular standard and 
military models of 4- and 6-wheel 
drive vehicles. Write today for liter- 
ature, prices and liberal dealer dis- 
counts; please address Dept. 08 


” WATSON WATSON 


be COMPANY 


1316 - 67TH ST., EMERYVILLE 8, CALIF, 
5 1606 LASKEY RD., TOLEDO 12, OHIO 





and he also squelched talk of a 
Corvair convertible. “Tooling for 
such a small-volume model would 
make the car too expensive,” he 
said. 

He had nothing to report on 
prices of the ’61 models, He said 
there probably would be no in- 
formation until the end of Sep- 
tember, but he declared that 
Chevrolet is making every effort 
to hold the price line for 1961. 

Chevrolet’s standard models will 
be all new, Cole said. He added, 
“And the word ‘new’ is being used 
properly this time.” 

The windshield dogleg has been 
eliminated, The cars are shorter, 
narrower and slightly lower, but 
interior dimensions are about the 
same as in 1960, There will be no 
change in horsepower, and an Im- 
pala two-door sedan has been 
added. 

& * * 

tat of the Impala series 

brought this question from a 
newsman: “For years, Mr. Cole, 
Chevrolet has been moving into the 
medium-priced class. Now, they’re 
moving into yours with their new 
compacts. What will happen?” 

Cole said the situation offers 
plenty of opportunity for specu- 
lation. He said Impalas account- 
ed for 38 percent of Chevrolet 
sales in the ’60 model year, and 
he wondered whether his division 
could retain its strength in the 
medium-priced bracket. 

He had some questions of his 
own: “Where will the sales of those 
new smaller carg, come from? Will 
they be trade-downs from bigger 
models in those lines? Will they 
come out of our hide? Or will they 
come from used cars?” 

+ * + 
OLE said the ’61 Corvette will 
have the most extensive styling 
change since the car was introduc- 


Dealers Again Face 
Exemption Fight 
As Wage Bill Dies 


(Continued from Page 3) 
adjourned to hustle to the hustings 
Was over who came out on top. 
Democrats argued that Kennedy 
fought valiantly but refused to give 
in on what is the core of his 
measure—a liberal interpretation of 
interstate commerce similar to the 
one in the Taft-Hartley Act and 
upheld by the’ Supreme Court. 

This has the strong backing 
of the AFL-CIO, and observers feel 
that Kennedy can get more support 
during the campaign by fighting 
for broader coverage, than explain- 
ing a compromise. 

Senator Wayne Morse, Oregon 
Democrat who fought side by 
side with Kennedy, explained 
that Congress does not often pass 
a wage-hour bill. It is easier, he 
argued, to start from scratch in 
January than to accept what is 
undesirable and try to amend it. 
The momentum has been lost. 
Now Kennedy feels that he has 
a fight to carry to the voters. 
Republicans also have an issue. 
They are expected to accuse the 
Democratic nominee of refusing a 
15-cent-an-hour boost to thousands 
of workers because he could not 
have his way in the broad defini- 
tion acceptable to organized labor. 

What is certain is that the 
groups which thought themselves 
safe as exemptions are not safe at 
all now. Another bill is certain and 
although car dealers came through 
with flying colors this time, they 
will have to work to do it again. 


Sales Tax, Title Clinic 
Slated in Philadelphia 


PHILADELPHIA.—The Philadel- 
phia Automobile Trade Assn. and 
the Pennsylvania Automobile Assn. 
will sponsor a Sales Tax and Title 
Clinic at the Bellevue Stratford 
Hotel Tuesday, Sept. 13. 

On hand to answer questions will 
be Frank Fellows, PAA representa- 
tive; Harry C. Coleman, assistant 
director, Pennsylvania Bureau of 
Motor Vehicles, and Israel Kerson, 
assistant to the director of motor 
vehicles; James M. Robb, acting 
director, Consumer Credit Bureau, 
Pennsylvania Dept. of Banking. 








ed in 1953. Some 11,000 Corvettes 
will be built this year, he said. 

The regular lineup of commer- 
cial vehicles will remain the same 
as in 1960, he said. With the addi- 
tion of the Corvair trucks and 
three new four-wheel-drive units, 
Chevrolet will offer 186 models in 
its commercial line. 

Looking ahead, Cole envisioned 
the next decade as “one of contin- 
ued expansion of our nation’s econ- 
omy, significant improvement of 
our standards of living and un- 
precedented business opportunities 
in satisfying the ever-increasing de- 
mand for consumer goods.” 

In planning for the increased 
volume and variety of automotive 

products which will be required 
in the future, Cole said Chevro- 
let has an extensive expansion 
and modernization program in 
effect throughout the United 
States. 

By the end of 1961, he said, Chev- 
rolet will have under construction 
projects at 19 manufacturing and 
assembly plants which will add 
more than 2.5 million square feet 
to the division’s facilities. 

During the same period, ware- 
house facilities will be expanded 
by more than 1.7 million square 
feet through projects at 11 loca- 
tions, he added. 





Contest Winner— 


J. C. Harris, right, sales manager, 
Tobacco City Motors, Inc. (Ford), Wilson, 
N. C., won a 1960 Falcon as a result of 
a sales promotional contest sponsored by 
Ford Motor Co. Harris was declared the 
winner in the Southeast region. C. W. 
Bond, merchandising manager, Ford Rich- 
mond district, is shown presenting the car 
keys to Harris. 


‘Ford Town U.S. A.’ Girds 
For Preview Extravaganza 


FLORA, Ill.—Motorists driving 
through this southern Illinois com- 
munity may become slightly con- 
fused by the banner hanging across 
the main street which proclaims: 
“Ford Town U. S. A.”. 

This is Flora today, but residents 
are awaiting the big, although tem- 
porary, change later this month 
when Ford Motor Co. brings in 
more than 1,500 new-model cars 
and trucks for use by every vehicle 
owner in the community. 

The literal transformation of 
Flora into Ford Town U, S. A. 
will take place Sept. 24-29. Ford 
Division hag invited representa- 
tives of the nation’s news media 
to visit Flora then to preview its 
’61 models amid the backdrop of 
a typical small American com- 
munity. 

Norman Bryden, mayor of this 
city of 6,000, also has invited writ- 
ers and broadcasters throughout 
the country to witness “one of the 
most unique experiments ever at- 
tempted in motordom.” 

Some 1,338 cars—all painted white 


Chrysler Finishes 
10,000-Mile Test 
Of Army Truck 


DETROIT.—The Chrysler-built 
XM-410—the Army’s lightweight, 
floatable 2%-ton cargo truck—has 
successfully completed a 10,000- 
mile reliability run across the west- 
ern half of the United States with 
little more than service station 
maintenance, a Chrysler Corp. offi- 
cial revealed, 

Robert L, Biggers, the company’s 
director of government and mili- 
tary vehicle sales, said the 8x8 
truck required only one nonsched- 
uled stop and four quarts of added 
oil along the 22-state route which 
covered a multitude of roads alti- 
tudes and temperatures—from the 
120-degree heat of Death Valley in 
California to the 11,000-foot moun- 
tain passes of Colorado. 

In addition, Biggers said, sched- 
uled stops were made in Los An- 
geles after each of the first two 
3,000-mile legs of the journey to 
perform the prescribed preventive 
maintenance and lubrication. 

“The daily maintenance record 
which our test drivers kept en 
route shows that the vehicle per- 
formed above our highest expecta- 
tions,” he said. “This reliability run 
was conceived by Chrysler Defense 
Engineering as another means of 
proving the XM-410 in addition to 
the series of tests which this truck 
and its sister vehicles have been 
undergoing with the Army.” 


—and more than 200 trucks—nearly 
all of these blue—will be brought 
into Flora for a week’s use by resi- 
dents. The replacement of vehicles 
will include police cars, school 
buses and even the garbage truck 
and fire engine. 

Seven Ford assembly plants are 
working from a master list to build 
and ready the vehicles for shipment 
to Flora. The company’s Dearborn 
assembly plant will build 293 Ford 
cars and the Wixom, Mich., plant 
will ship 87 Thunderbirds to Flora. 

Ford has rented a 15-acre wheat 
field north of the city which now 
is being marked and staked as a 
distribution center. Car-washing 
and service facilities are being set 
up and, on Sept. 24, keys to the 
huge fleet will be turned over to 
Flora drivers. 

Flora’s car owners were asked 
by independent researchers this 
summer what type Ford car they 
would buy if they planned to pur- 
chase one soon. Unaware of it at 
the time, they were selecting the 
model and accessories they would 
use this fall. The results turned 
out 69.6 percent for standard- 
sized Fords, 20.8 percent for com- 
pact Falcons and 9.6 for Thunder- 
birds. 

In addition to serving as Ford 
Division’s national press preview, 
the Flora program will provide 
an unprecedented pre-introduction 
consumer test involving hundreds 
of typical car and truck owners. It 
also will dramatize the social and 
economic roles played by cars and 
trucks in a community’s life, and 
show how the Ford Division is able 
to equip its dealers to meet the full 
range of transportation needs in a 
typical U. S. community. 

Flora was selected as the site for 
the Ford program’ because of its 
proximity to the official United 
States center of population. A citi- 
zens’ committee, organized after 
Ford announced its plans on May 
10, has been busy planning com- 
munity participation. 

The two-day press preview (Sept. 
26-27) will feature presentations by 
Ford Division management. 


Battle Creek Dealers 


Elect Kool President 

BATTLE CREEK, Mich.—Pres- 
ton J. Kool has been elected presi- 
dent of the Battle Creek Auto Deal- 
ers Assn., suceeding Earl Schwartz- 
kopf. 

Robert H. Holmes was named 
vice-president and Donald J. De- 
Nooyer, treasurer. 


Lower Earnings, 
Higher Volume 
Reported by CIT 


NEW YORK.—CIT Financial 
Corp., parent firm of Universal CIT 
Credit Corp., reported its first-half 
profit was $21,196,000, down. from 
the $21,434,000 earned in the like 
period of 1959. 

Deferred income and unearned 
insurance premiums, the source of 
future earnings, reached a record 
$225,086,000 on June 30. This com- 
pares with $188,510,000 a year ear- 
lier. 

Receivables purchased in the first 
half totalled $2,491,664,000, compar- 
ed with purchases of $2,399,456,000 
in the like period of 1959. 

Total receivables outstanding on 
June 30 were $2,306,699,000, up from 
the $1,979,726,000 outstanding a year 
earlier. 

The company said interest ex- 
pense in the first half was higher 
than the year-earlier total because 
of higher interest rates and the 
greater volume of money borrowed. 
Credit losses in the first half were 
reported somewhat above the year- 
earlier figure. 
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T-6 TIRE TOOLS 


Passenger Cars @ Light Trucks 


Used and recommended by leading tire 
makers. New, improved design for both 
tubeless and tube-type tires. Won't dam- 
age tubeless sealing features. Length: 18". 
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Stocks Fair, Profits Low .. . 


U.C. Mart Stays Thin; 
Lots Await Compacts 


(Continued from Page 4) ~ 


whose main action has been com- 


“Another year will tell the story 
on compacts,” said Anspach, who 
added that volume so far has been 
too low to provide a true picture. 

In discussing the wholesale pic- 
ture on used compacts in the Los 
Angeles area, Harold Henry said, 
“Compared with other models, 
compacts are still selling at about 
cost, which is better than other 
’60s will do.” 

Warren Waldrep, Dixie Auto 
Auction, Atlanta, said of the com- 
pacts: “The compacts are doing 
very well, especially the Falcon 
and Comet. The Corvair is quite 
soft. The Valiant does very well, 
but there are not very many on 
the U. C. market, The Falcon and 
Comet seem to have taken the 
lead over all. 

“Volkswagen is moving, but not 
as well as it was last year. Ram- 
bler seems to. have softened also.” 

* * 


A SPOKESMAN for Central 
States Auto Auction, Mason 
City, Ia., said there is “no great 
demand” for compacts. 

“Comets are being offered at 
invoice with no takers,” he said. 
“Likewise, the others.” 

In Birmingham, Ala., it was re- 
ported that very few compacts are 
reaching the used-car market, al- 
though those that do are selling 
“fairly well.” 

In Minneapolis, Jack Christy, of 
Jack Christy Motor Sales, said 
there has been little action on used 
laa except for the Studebak- 
er 

en Arenson, his neighbor, said 
that compacts wholesale for $1,400 
to $1,450 in the Twin Cities area, 
and are “going” fr, $1,795 retail. 


Few on Lots So Far 


N BUFFALO, it was reported 
that relatively few compacts 
have appeared on used-car lots, 
but those that have been offered 
have found “a ready market at a 
fairly good price.” 

Dealers in Buffalo say they 
look for a steady market in used 
compacts in the year ahead as 
more turn up on the lots, 
Buffalo dealers note that used 
imports have generaily sold well, 
and they reason that domestic com- 
pacts will sell even better because 
there is less of a problem on serv- 
ice and parts. 

Pittsburgh dealers say that com- 
pacts, to the extent that they are 
available on used-car lots, are mov- 
ing well and their prices are hold- 
ing firm. 

* * * 
MCRTON GLAZER, a 26-year-old 
Chevrolet dealer in Montgom- 
ery City, Mo., said he doesn’t see 
how used compacts can fit into his 
sales picture, since most farmers in 
his area want standard-sized cars. 

“We have done very little busi- 
ness with the compacts,” said 
Sam White, Houston Oldsmobile 
dealer. “In talking with other 
dealers, I gather they are not 
moving too fast from the lots. 


“Remember that the market is|§ 


still new, and that not many have 
been offered to used-car buyers.” 

At Noto Motor Co., Scranton, 
Tom Noto said, “I have only one 
compact on the lot—and I haven't 
had a bite on it.” 

A spokesman for Klink Motor 
Sales in St. Louis said he expected 
the price of used compacts to drop 
sharply because the price would 
have to be “pretty tempting” for a 
customer to buy a used compact 
instead of a new one, particularly 
when credit terms on new compacts 
are so enticing. 

Neil McKay, Buick dealer in Jef- 
ferson City, Mo., is another who 
Says compact trades have been so 
searce that there is no indication 
how they will perform as a used 
car. 

* * + 
EALERS say that the more 
striking factor is the extent to 
which compacts have affected used- 
car sales. 


the new compact, rather than 


the large-model used car, has 
dropped “the whole level of the 
used-car market,” they say. 

Denver dealers say that much of 
the current competition in sales is 
bound up in the fight between new 
compacts and high-priced used 
cars, Said one Denver dealer: 

“We hear every day some pros- 
pect say he can buy a new com- 
pact for less money—some of them 
do buy the new compact and pass 
up the higher-priced late-model 
used car they have been intending 
to buy.” 

~ 7 * 
SPOKESMAN for a St. Louis 
new-car dealer said he expect- 

ed the Big Three to have no trou- 
ble with compacts on the used-car 
lot, but he said the market for 
used Ramblers has “dropped in the 
last 60 days.” 

Another St. Louis dealership 

spo at St. Ann Motors 
(Dodge), said the compact is 
erchan 


Most used-car dealers have turn- 
ed sour on imports, except for 
Volkswagens. 

“If I can help it, I won’t keep 
them for 24 hours,” said a spokes- 
man for Feld Chevrolet, St. Louis. 

Few used-car men see any 
chance for improvement before the 
end of the year, although some say 
that the new models, with the at- 
tending new “crop” of tradeins, 
will at least give fresh merchandise 
to work over, 

~ ~ oe 


Cite Big ’60 Inventory 


Most of the difficulties in the 
days ahead, used-car men 
agree, are tied in to the huge 
stocks of new ’60s still in dealer 
hands. 

Said Anspach: “Too many new 
cars in dealers’ hands, Dealers 
giving big prices for tradeing on 
new cars and unable to sell the 
trade on account of high costs.” 

On the other hand, Kesler in 
Indianapolis said, “I think good 
used cars will hold in price for the 
next few weeks, But late models 
will drop in price faster this year 
because of the high stocks of new 
cars on hand.” 

A Pioneer spokesman in St. Louis 
said, “The problem will come next 
year when people go to trade a big 
car for a little one. 

“The big cars will be ‘out of date’ 
and bring less because the public 
has been sold on economy. At first, 
they will balk and hold on to their 
big car. They’ll keep it another year 
or two.” 

“The immediate future looks 
rough to me,” said Harold Henry 
in Los Angeles. 

“Both new and used-car markets 
are saturated in Southern Califor- 
nia at this time. The price trend 
must continue downward.” 


HOWEVER, Joe Birtley, Chicago, 
said, as said, “Our observations point to 


continued scarcity of clean units 
until well into the new-model year. 
aa" should hold firm until late 

‘a Keg 

And another used-car operator in 
the Midwest said succinctly: 

“A lot of used-car dealers are 
going broke if business doesn’t 
pick up fast.” 

* * 


HHERE’S no certain formula for 


selling used cars,” said one of * 


Pittsburgh’s biggest used-car deal- 
ers. “Buyers are selective and the 
market is very competitive. 

“Only the very clean, reasonably 
priced cars will move.” 

Other dealers say that recondi- 
tioning will help on the selling 
line, but auction operators report 
dealers bid only on ready-to-sell 
units and do not want to invest 
money in cars needing repairs. 

The consensus of used-car men 
is that gimmicks won’t sell automo- 
biles in their market. Hard work 
and honest advertising is the only 
way, they say. 

L. W. Robertson, a Pontiac dealer 
in Mexico, Mo., says he has had 
good luck in running a steady bar- 
rage of newspaper ads featuring 
the best-quality cars on his lot. 

Dealers in the Buffalo area said 
they have boosted used-car business 
by giving increased attention to the 
size and appearance of their lots. 

By devoting more space to used- 
car display, using better lighting 
and employing better salesmen, 
they are realizing more from each 
customer contact, the dealers said. 

* * * 
A ST. LOUIS dealer said that pro- 
viding a written warranty with 
all deals has helped close 40 per- 
cent of his used-car sales. 

Some credit complaints—aside 
from the usual situation involving 
shorter terms on used cars—were 
also voiced. 

“Money just isn’t as loose as it 
was last year,” said Barnett Gruber, 
@ used-car dealer in Scranton, Pa. 

A Midwest dealer said many of 
his customers are having trouble 
getting financing. 

“Four out of seven are turned 
down,” he said. 

* * + 
Y one of every three pros- 
pects can survive a credit 
check, said Thomas S. Kenny, a St. 
Louis used-car dealer. 

Another Midwesterner said the 
best business recently has been for 
the repo men. 

“People are basically good,” he 
said. “They’re just in hock up to 
their neck.” 


Theft Ring Broken 
In Southwest 


ALBUQUERQUE. —A stolen car 
ring which operated in Santa Fe 
and Albuquerque since July 1 has 
been smashed with the apprehen- 
sion of four men here, according 
to state police. 

Of: the seven cars recovered, four 
were sold wholesale in Santa Fe to 
at least two car dealers, police said, 
adding that the dealers were “mere- 
ly victims of circumstances.” 

The ring operated by purchasing 
wrecked cars and then transferring 
motor and serial numbers to the 
stolen cars. The cars with the al- 
tered numbers would either be sold 
or traded to legitimate dealers, 
police said. 





Dodge Dealers Elect Ad Representatives— 


Newly elected members of the Boston Dodge Retail Selling Assn.'s advertising com- 
mittee are, from left, Joseph Flammia, Medford; Albert J. Moll jr., Cambridge; Joseph 
The buyers’ tendency to go for | DeMilia, Belmont; James T. Bothen, Waltham; Charles Cargill, Lynn; Sidney Goldberg, 
East Boston. Also elected but not shown was Herbert A. Abramson, Newton. 
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Fiat Furnishes Cars for Olympics— 


Three hundred Olympiad Fiats are poised in recdiness before the Fiat Service 
Center, near the Universal Exhibition grounds in Rome. The cars, consisting of 2100 
and 1100 sedans, 500 and 600 station wagons, have been donated by Fiat to be used 
as official transportation during the Olympic Games. Each car bears on its side the 
combined emblem of Rome and of the Olympics. 


Volkswagen Drops Dealer 


Who Switched 


GRAND JUNCTION, Colo. — Ma- 
nipulation of price ‘stickers has 
cost Carl E. Oberholtzer his Volks- 
wagen franchise here and may lead 
to a year in prison and a $1,000 
fine. 

Oberholtzer, owner of Foreign 
Cars, Inc., pleaded guilty in Fed- 
eral Court in Denver to a federal 
charge that he had removed price 
stickers on new cars and replac- 
ed them with labels showing 
transportation costs nearly $35 
too high. 

He currently is free on $500 per- 
sonal bond pending sentence, 

C. B. McCracken, wholesale man- 
ager for Inter-Continental Motors 
Corp., San Antonio Volkswagen 
distributorship which includes Col- 
orado in its jurisdiction, said Ober- 
holtzer’s franchise was terminated 
after @n Inter-Continental district 
manager, on a routine visit to 
Oberholtzer’s showroom, discovered 
“wholly false price labels” on the 
new Volkswagens. 

Oberholtzer told Automotive 
News last week: “I made a mis- 
take and I violated the law, but 
there were a lot of extenuating 
circumstances.” 

In discussing the complaint, 
which charged that he had re- 
moved a sticker showing $98.63 in 
transportation charges and re- 
placed it with one listing such costs 
at $132.48, Oberholtzer said: 

“The charge of $132.48 is the legal 
ICC rate from Houston (the port 
of entry) to Grand Junction and up 
until the first of this year, that’s 
what I paid.” 

Around the turn of the year, he 
said, Inter-Continental took over 
handling of the freight, transported 
VWs on seven-car haulaways, and 
divided the net freight bill by 


Kentucky Takes 
Steps to Enforce 
56 Dealer Law 


FRANKFORT, Ky.— Action has 
been taken by the Motor Transpor- 
tation Department to enforce a 
1956 law regulating auto dealers, 


Bs salesmen and others engaged in 


selling motor vehicles. 

The department has filed admin- 
istrative regulations with the Leg- 
islative Research Commission. It is 
the first effort to set forth admin- 
istrative rules through which en- 
forcement of the law will be ac- 
complished, said Commissioner 
Foster Ockerman. 

Under the law, all dealers, sales- 
men, manufacturers, distributors, 
wholesalers and factory or distrib- 
utor representatives must obtain a 
license from the department, 

An applicant for a dealer’s li- 
cense must show that he intends 
“to conduct a bona fide operation, 
that he has a permanent place of 
business with adequate facilities 
and records, and that he is finan- 
cially fit and able to engage in the 
business.” 

If the department is not satisfied 
with an applicant’s financial con- 
dition, it may require an indemnity 
bond of $5,000 to $15,000. 


Sticker 


seven to come up with a new 
freight rate of $98.63. 

“I had 11 or 12 units on hand 
on which I'd paid $132.48 each for 
freight,” he said. “This little deal- 


Oberholtzer said he “hid” the 
low-freight units as long ag he 
could, but finally had to mix them 
up in the showroom with high- 
freight cars. 

He told Automotive News that 
was when he decided to change 
labels. He said he was “guilty of 
tampering” with only four labels, 
although United States Attorney 
Donald G. Brotzman said earlier 
that Oberholtzer had admitted hav- 
ing had 200 fictitious labels printed. 
The formal charge covered only 
one labe] removal. 

In discussing the cancellation of 
his franchise, Oberholtzer said, “I 
feel I'm being treated a little 
harshly.” 

He said he was cancelled prior 
to any official complaint and he 
termed Volkswagen’s action “pre- 
cipitous.” 

He estimated at $69,000 the 
worth of his new building, which 
he built seven months ago “on 
specific orders from Inter-Conti- 
nental,” and he said that the rest 
of the business was worth $35,000 
“before the cancellation, but not 
now.” 

Oberholtzer had handled Volks- 
wagen for about a year and had 
been averaging 10 units monthly 
at retail. He said he had sold four 
sedans since pleading guilty to the 
federal charges, and has six left 
in stock which he intends to sell 
locally. 

Oberholtzer told Automotive News 
he has no plang for the future, al- 
though he “might stay in the auto 
business, but not in Grand Junc- 
tion.” He was a GMC dealer in 
1952-54 in Midland, Tex. 

Oberholtzer was the only Volks- 
wagen dealer in the 600-mile 
stretch from Colorado Springs, 
Colo., to Salt Lake City. He was 
one of four VW dealers in Colora- 
do, two of whom are in Denver. 

McCracken said Inter-Conti- 
nental had offered to repurchase, 
at cost, all of Oberholtzer’s ve- 
hicles, parts and tools, but that 
the latter had indicated verbally 
he preferred to sell them to a 
successor dealer, 

A spokesman for Volkswagen of 
America said steps would be taken 
immediately to franchise another 
dealer in Grand Junction because 
of the “great number” of customer 
commitments in this Western 
Slope city’s huge trading area. 

McCracken said he is negotiating 
with “two or three” dealerships on 
the matter of a VW franchise for 
this area, but was unable to say 
when a selection would be made. 

Federal law provides maximum 
penalties of one year in prison and 
$1,000 fine for removal of a manu- 
facturer’s price label from a new 
car prior to delivery to the buyer. 

A spokesman for Volkswagen of 
America said the Oberholtzer can- 
cellation would serve to put other 
Volkswagen dealers “on notice” 
against questionable business prac- 
tices. 





46 
20 Vote Petitions Filed .. . 


Guild Steps Up Drive 
On Detroit Salesmen 


(Continued from Page 2) 


to force dealers to stop selling cars|sold must be registered in the 
at “anything above invoice” — name of the firm. 
o 


“We want the dealer to =. .9 
contract calls for used-car 



























cars and make enough money on 

the deal to allow the salesman commissions of not less than 
to make a decent living,” De- |7 percent, with a $15 minimum. 
Lorme said. Tradedown minimum commission 


would be $25. 

The contract also calls for a 
demonstrator plan which pro- 
vides the salesmen with free cars 
for the first three months, At the 
end of three months, the sales- 
man would be required to move 
it as a demo, rent it or buy it, 

Dealers also would be required 
to provide a minimum $400-a- 
month draw, with a 90-day wash- 
out. 

The guild’s proposed contract 
also regulates and defines house 
deals for the dealers. 

Under the house-deal clause, 
dealers would be allowed a 50 per- 
cent exemption on 10 or less house 
deals per month; 33% percent on 
11 to 15 house deals, and 25 percent 
on 16 or more house deals per 
month. 

House deals are defined as sales 
made by a dealer and sales re- 
sulting from advertising or deaier 
taking floor time away from sales- 
men. 


“There wouldn’t be any less cars 
sold if all cars were sold at list,” 
he contended. 

DeLorme also cited four previous 
failures by the Teamsters to or- 
ganize the auto salesmen as an- 
other reason for the guild’s forma- 
tion. 

According to DeLorme, the 
guild’s proposed contract would 
limit the salesmen’s work week to 
five days, although the dealership 
would remain open six days a week 
from 8:30 a.m. to 6 p.m. 

+ + * 
dealership also would be al- 
lowed two night openings for 
new-model introductions, and two 
additional nights during the year 
for customer events. 

Under terms of the proposed 
contract, salesmen would receive 
a commission of not less than 5 
percent of the factory list price. 
It also calls for a $10 bonus per 
car after the fifth unit is sold. 
The bonus would be retroactive 
to the first unit, 

A 5 percent commission also 
would be paid on all fleet deals 
when sold by a salesman. 

The salesman would receive the 
full commission on fleet deals sold 
at a 5 percent or less discount or 
at factory list. The salesmen would 
receive a 4 percent commission on 
all fleet deals carrying a 5 to 8 per- 
cent discount of the factory list, 
and 3 percent commissions on fleet 
deals with discounts of nine per- 
cent or more. 

The contract defines a fleet buyer 
as “a responsible business concern 
which igs the registered owner of 
five or more vehicles.” The vehicles 


Maloy Quits Dealer Group 
To Join Dave Towell 


CANTON.—Willard E. Maloy has 
resigned as executive manager of 
the Stark County Automobile Deal- 
ers Assn. to become sales manager 
of Dave Towell, Inc. (Oldsmobile- 
Cadillac). 

Maloy joined the SCADA last 
February after serving 10 years as 
general manager of Maloy Motor 
Co., Akron. 


MORE SALES LESS SERVICE! 
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for 4-wheel drives 


* * * 


7 contract provides for a one- 
week vacation with a pay of 
one week’s draw after one year 
service, and two weeks after two 
years. 

DeLorme also said the guild 
will seek registration and licens- 
ing of both dealers and sales- 
men by the state. 

Dealers also would be required 
to pay $20 a month per salesmen 
into the guild’s health and welfare 
fund. 

The Teamsters is seeking a 4 
percent commission on sales of 
new cars, 6 percent on used cars 
and a $100 weekly minimum pay. 
It also seeks registration and li- 
censing of salesmen by the state, 
paid holidays and vacations, hos- 
pital and medical insurance, and 
elimination of house deals. 

“I think we can sit down and 
iron this thing out,’’ DeLorme said. 
“I know the dealers have bigger 
problems than the salesmen, but 
we can solve this so that it will be 
a healthy business for all con- 
cerned.” 

+ * * 
D= LORME said the guild will 
not bargain with the dealers 














WARN is the“word” for 
“SELECTIVE DRIVE” 


There are so many more Warn Hubs sold 
and in use than all other makes combined 
there is no basis for comparison. That’s 
popularity! One reason is that 99.99815 % 
of all Warn Hubs sold stay in use for the 
life of the vehicle— or longer. That’s 
dependability! Finally, when it comes to 
national advertising, Warn is the hay- 
stack, not the needle. That’s real selling 
for you! When you sell Warn Hubs, 
everybody is happier! Write today for 
dealer catalog. 


WARN MFG. CO. 
Riverton Box 6064-AN Seattle 88, Wash. 
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until “the greater majority of deal- 

ers are signed.” 
“The guild will not attempt to 
until we can sit down 


Detroit dealers named in the 
guild’s petitions include Bodo 
Motor Sales (Rambler); Redford 
Rambler; Johns Bros., Inc. (Ford); 
Lewis F. Brown (Ford); Hi Daw- 
son (Ford), and Floyd Rice (Ford). 

Others named in the Detroit area 
include Schutz Motors, Inc. (Plym- 
outh) and North Chevrolet, Birm- 
ingham; Haskins Chevrolet, Jack 
W. Haupt Pontiac Sales and 
Clarkston Motor Sales (Chrysler), 
Clarkston; Homer Hight Motors 
(Chevrolet-Buick-Pontiac), Al 
Hanoute (Chevrolet), Frank 
Schuck, Inc. (Ford), and Russ 
Johnson Motors, Inc. (Pontiac), 
Lake Orion; Superior Auto Sales, 
John J. Smith (Dodge) and Cy 
Owens, Inc. (Ford), Pontiac; Bob 
Ford (Ford), Dearborn, and North 
Bros. (Ford), Garden City, 


* * * 


EANWHILE, the Detroit Chev- 

rolet Dealers Assn. announced 
in newspaper ads that “our new- 
car showrooms and used-car lots 
will close at 6:30 p.m. on Wednes- 
day and Saturday evenings to give 
our employes more time with their 
families!” 

The Chevrolet dealers also an- 
nounced a $50 minimum commis- 
sion on all new cars sold by their 
salesmen. 

The Ford dealers in the Detroit- 
area are expected to make an an- 
nouncement about closing hours 
and pay this week. 

* x nd 


Dealers Urged to List 
Employe Fringe Benefits 

MADISON, Wis.—Are you getting 
full value from your employe bene- 
fit dollars? 

The Wisconsin Automotive 
Trades Assn. asked this question 

in a recent bulletin to its dealer 
members. 

“Tell the employe about his fringe 
benefits,” the association advised. 
“Holidays, vacations, insurance pro- 

grams, and all other benefits em- 
ployes receive in addition to their 
pay can be pretty much taken for 
granted. 

“The employe accepts these as his 
rights, and does not think of them 
as part of his earnings,” the WATA 
said. “He doesn’t, that is, unless you 
remind him.” 

The bulletin pointed out that 
there is a very good reason for 
reminding him. 

“It gives him a better grasp of 
the complete economics of your 
business, and a more mature under- 
standing of why he doesn’t get a 
larger slice of the company’s in- 
come in his paycheck.” 

How to go about reminding the 
employe of his benefits? 

“Simplest way of doing this is 
to outline these supplementary 
earnings on the explanation sheet 

attached to the check or by 
typing it on a separate sheet and 
include it with the checks,” the 
WATA said. 

As an example, the WATA listed 
figures worked out by the Greater 
St. Louis Automotive Assn., Inc., 
which reflect the cost of fringe ben- 
efits for most St. Louis dealers. 

The cost of fringe benefits per 
flat rate mechanic in St. Louis, 
based on a recent wage increase, 
were listed as follows: 

Seven paid holidays, .0726 per 
hour; two weeks vacation, .1036; 
two weeks sick leave, .1036; unem- 
ployment compensation, .0434; 
workman’s compensation, .0505; 
health and welfare insurance, 
.0836; Social Security, .0692 and uni- 
forms, .0376. Total cost was listed 
at .5641 per hour. 


Hull-Dobbs Closing Up 
In Downtown Cincinnati 

CINCINNATI. — Hull-Dobbs Co., 
one of Cincinnati’s largest volume 
Ford dealerships, is in the process 
of closing its operation at 1133 Syca- 
more St. 

E. R. Carter, Ford district sales 
manager here, said the action fol- 
lows a company program of elimi- 
nating some of its downtown deal- 
erships in big cities in favor of 
suburban locations. 

He added that Hull-Dobbs will 
relocate somewhere out of the Cin- 
cinnati district. 
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S-P Cites Veteran Dealer— 


Presentation of the 25-year Studebaker service plaque is made to Stutz Sales & 
Service, Inc., Bronx, N. Y. From left are Ronald Stutz; John R. Wallace, Studebaker- 
Packard zone sales manager; Matthew Stutz; Jerry Stutz, and E. R. Taylor, S-P district 


manager. 























Senate Air-Pollution Bill 


By William Ullman 
Washington Bureau Chief 

WASHINGTON. — The Senate- 
approved bill to intensify research 
into air-pollution problems, includ- 
ing auto-exhaust fumes, failed of 
enactment this year. It will get an- 
other go-around next session. 

The legislation, sponsored by 
Senator Thomas Kuchel, Califor- 
nia Republican, would have au- 
thorized the Surgeon General to 
conduct hearings into and inves- 
tigations of air-pollution prob- 
lems of greater than local signi- 
ficance. 

Rep. Kenneth Roberts, Alabama 
Democrat and chairman of the 
House subcommittee to which the 
Senate bill was sent, was wary of 
giving the Surgeon General added 
authority and refused to clear the 
bill. 

He said his subcommittee would 
hold hearings on the _ pollution 
question this fall. 

Kuchel had asked Roberts for 
speedy consideration of the bill, 
which had been in the House Inter- 
state Commerce Committee since 

June 29. 

Meanwhile, municipalities in- 
terested in smog control were 
cautioned against rushing enact- 
ment of regulations designed to 
control exhaust fumes. 

Officials of the Automotive Ex- 
haust Research Institute, which 
represents muffler and exhaust- 
system manufacturers, said there is 
nothing on the market as yet 





Dies in House Committee 


| research and our expectations are 


very high,” said Harold T, Half- 
penny, Institute counsel. 

“It is our aim to bring to the 
market an air-pollution control de- 
vice that is not only effective but 
is within the reach of the ordinary 
car owner and his pocketbook. We 
hope the time for this will not be 
far away.” 

Russell Graham, an engineer 
representing the institute, said 
“the automotive exhaust system 
does not generate or create or 
increase smoke, fumes or gases 
to any degree whatsoever.” 

But, he added, the exhaust-sys- 
tem industry and the institute “are 
not ignoring this problem merely 
because our systems do not create 
fumes or smoke.” 


NADA to Make 
Report on Plans 


For Convention 


WASHINGTON. — Preliminary 
plans for program and entertain- 
ment features of the National Auto- 
mobile Dealers Assn.’s 44th annual 
convention and exhibition will be 
revealed to factory officials, exhibi- 
tors and the press at a luncheon 
Wednesday (Sept. 14) at the Shera- 
ton-Cadillac Hotel, Detroit. 

Guests will.include sales execu- 
tives, national service managers, 
national used-car managers and 





which will do an effective and com- | gealer relations officials of all man- 


plete job of eliminating noxious 
fumes from auto exhausts. 
“We are most encouraged by our 


White Winner 


In *60 Chrysler 
Color Sweeps 


DETROIT.—Chrysler reported 
last week that white dominates the 
field in sales of ’60-model cars. 

White is the choice of more than 
32 percent of all buyers of Valiant 
cars, the preferred color of 23.5 per- 
cent of all Plymouth customers, the 
choice of nearly 24 percent of all 
DeSoto buyers, and runs as high 
as 38 percent for Dodge buyers liv- 
ing in the Midwest. 

In other sections of the country, 
buyers of Dodge cars are choosing 
white by 21 percent (West) and 
33 percent (East) to give this shade 
a wide margin over runner-up color 
choices. White is preferred by 23 
percent of Chrysler customers, and 
by 24 percent of those ordering Im- 
perials. 

Second-choice color preferences 
run to such hues as azure blue, 
fawn brown, sky blu e—all light 
shades. Starlight blue, cloud gray, 
or cocoa brown also are popular. 

Black, in spite of being passed 
over in favor of the gayer shades 
by many buyers, is a strong second 
choice among purchasers of Chrys- 
ler and Imperial cars and among 
Dodge buyers residing along the 
eastern seaboard. Black ranks a re- 
spectable third among motorists or- 
dering new Plymouth and DeSoto 
models. 

Red ranks second in Valiant 
sales, 






| ufacturers, and officials of compa- 


nies participating as exhibitors in 
the convention and exhibition, 
which will be held in San Francisco 
Jan. 28-Feb. 1. 

Arthur H. Kenny, Vallejo, Cailif., 
NADA director for Northern Cali- 
fornia and chairman of the 1961 
Convention and Exhibition Com- 


| mittee, will report on the general 


program plans. 

James C. Moore, NADA executive 
vice-president, will speak on the 
importance of the convention and 
exhibition, and Roy Smith, conven- 
tion and exhibition manager, will 
report on new exhibition develop- 
ments to be introduced at San 
Francisco. 

Service Consultation Hall and 
Used-Car Consultation Hal] will be 
given added emphasis in the San 
Francisco show, Smith said. 


Judgment Taken 
Against Socotch 


CLEVELAND. — Judgment for 
$162,879 has been taken by Ohio 
Loan & Discount Co. against John 
J. Socotch, president of Socotch 
Motors, Inc.; his wife and his 
parents. 

The four were guarantors of a 
loan in that amount made by Ohio 
Loan to Socotch Motors. On July 
19, the finance firm obtained a 
judgment for the loan from the 
dealership, and also attached a 
number of autos. 

On the same day Socotch an- 
nounced that the dealership was 
being sold to a Milwaukee business- 
man, Kenneth Lonsberry. Socotch 
said the deal has not been com- 
pleted. 
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| Car, Truck Output Estimates 
By Automotive News 





PASSENGER CARS 
(U. &. PRODUCTION ONLY) 


(Continued from Page 4) 



















Ended ' Same Ended Output, - To To |main bearings, tin-plated pistons,| bearings and valve-actuating | car, contributing to the hump 
Bent. 3, Week, Ang. 31, Anges Seve. 4 5, Bent. 3, | aluminized valves, hydraulic valve} mechanism. reduction. 
lifters and harmonic balancer a8} The combination transmission,| The Tempest’s interesting inde- 
AMERICAN MOTORS the V-8. It has a 4-1/16-inch bore| differential and rear axle hag sev-| pendent rear suspension has a cross } 
Rambler ..........-:-.0000:000 3,570 BATE cresstews 8,208 270,258 328,723/| and a 3%-inch stroke. eral unique features. First of all,|member attached to the unitized, 
CHECKER MOTORS... 125 ........... 110 508 2,839 4,948/ The configuration of the Tempest it’s the only car in the world with| body in four positions. Attached to | 
CHRYSLER CORP. .... 23,100 = 2,051 18,697 59,977 513,949 736,838 | engine affords good use.of engine-|_ front engine and a rear auto-|this cross member is the transaxle 
i 357 «1,514 4,922 = 62,924 += 67,822 | compartment space and easy serv-| matic transmission. The Tempest| Support mounted in rubber for i 
67 =: 11,281 50,317 58,026 | iceability. The exhaust pipe and ex-| differs from the Italian Lancia,| noise and vibration. isolation. This 
290 233 473 = 12,607 9,296| haust manifold are on the right| which has a front engine and rear| support is attached to the differen- 
| 547 8,118 = 25,467 108,111 294,739 side, while the carburetor, fuel| manual transmission, in that the|tial so as to allow toe-in varia- 
547 5,172 15,252 109,111 pump, intake manifold, generator|Tempest’s clutch ig in the front,| tions. 
debdipees 2,946 10,215  .......... 11,815) and starter are on the left side.| while the Lancia’s is in the rear. Thus, the differential and final 
1,147 9,065 = 29,588 341,914 374,777 | The cast iron block has three inter-| A major advantage of the Tem- drive-gear case are mounted on the 
74 94 311 33,998 + —_:16,768| mediate bearing bulkheads and five] pest’s transaxle, which resembles sprung mass of the car, substan- 
1,073 4,975 15,019 307,915 173,930/ three-inch main bearings. and uses many of the components| tially reducing the unsprung weight 
deesvesess 8,996 14,258 .......... 184,079 Smoothness, formerly difficult |of Corvair’s transaxle, is that it|—probably the principal advantage LS 
25 19,900 to achieve in four-cylinder en- | provides a nearly ideal front-to-| of independent rear suspension be- 
25 11,180 89,594 1,076,119 1,000,399) gines, was reportedly achieved in | rear weight relationship. cause of its beneficial effect on ride. 
cososese, EE. MED | Caieinatis 342,241| this engine by carefully balanc- A revolutionary feature of the/ The axle shafts are driven through 
TG” * sscorersss 32,724 1,024,330 590,891| ing the crankshaft and by using | automatic transmission is its “split-| universal joints on either side of 
Poabciieas 2,256 10,377 51,789 67,267) a harmonic balancer and four in- | torque” principle, whereby approxi-|the differential. The universal 
Nopeateee _ 8,720 37,103 125,270 238,521| tegrally cast counterweights on | mately 40 percent of the drive is joints have splined yokes which 
5,861. 29,111 _.......... 119,878| the crankshaft to minimize its | mechanical and about 60 percent of| extend into the side gears of the 
284 «1,290 18,749 13,194) bending. The engine also has pos- {the power comes from a torque| case. 
2,575 — 6,702 106,521 105,449| itive pressure lubrication, assur- |convertor at top speed. This split} ach wheel swings from the dif- 
205 105,945 1,967,753 2,191,282 | ing more efficiency and longer | torque results in a solid-drive feel| ferential carrier through an arc 
205 + =1,348 §=162,355 183,975) life. With this system, oil is deliv- | and less slippage, thereby improv- equal to the length of the axle 
lamest’ S Tie 162,355 182,627| ered under pressure to the crank- |ing gas mileage. The automatic- shaft. This introduces some new 
SS UB. . onan 1,348| shaft, connecting rods, camshaft | shift selector lever is on the instru- factors into the suspension geome- 
covsvenese 5,721 106,281 109,938 ment panel to the right of the|try since the camber of the wheels 
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Oldsmobile 

Pontiac 
S-P CORP. 

Studebaker 


Total Cars, U. S.** .... 58,237 
~*Revised. 





**Totals for 1959 include Edsel production. 





3,106 
17,286 39,062 302,565 4,088,104 4,572,927 





715,460 1,122,628 1,335,824 
7,110 14,602 170,646 
68,350 1,108,026 1,165,178 
13,662 275,216 256,473 
9,754 301,273 305,022 


150 1,230 105,085 72,266 





COMMERCIAL CARS 
(U, 8. PRODUCTION ONLY) 








Total Cars, Trucks, 
Oe I ahaa eartd 66,375 
Total Cars, Trucks, 
iol alg sera d baa 1,600 
Grand Total, 
Cars and Trucks, 


32,680 
587 1,229 4,180 282,794 282,964 











Week Jan. 1 Jan. 1 
Ended Output, To To 
Aug. 27, August Sept.5, Sept. 3, 
1960 To Date 1959* 1960 
hicceaaeas 9,188 256,589 274,667 
48 220 4,241 2,089 
80 258 2,154 2,484 
1,198 3,602 54,195 50,168 
5,260 237,670 249,136 
1,602 8,428 61,581 18,622 
2,244 6,459 100,729 88,342 
375 1,416 12,267 10,674 
89 307 9,346 9,588 
194 959 13,693 11,910 
3,498 71,695 80,019 93,751 
90 418 2,928 3,183 
14,673 64,172 835,412 874,564 


53,735 366,737 4,923,516 5,447,491 








U. S, and Canada.... 67,975 33,267 54,964 370,917 5,206,310 5,730,435 





*Revised. 





PRODUCTION 


(Continued from Page 1) 


An estimated 3,548 cars were built 
during the week. 

Working a five-day, two-shift 
schedule,. AMC was scheduled to 
assemble 3,570 Ramblers during its 
first week on production of ’61 
models. 

Corp., the first maker 
to turn out ’6ls, added an esti- 
mated 23,100 units to its total of 
new models, Of this number, the 
new compact Lancer was expect- 
ed to account for 4,000 and the 
Valiant, 5,000, 

Production of the Special, Buick’s 
new entry in the compact-car field, 
came to a halt last week with the 
shutdown of Fisher Body in Flint 
for changeover. A Buick spokes- 
man said Fisher had been building 
bodies for the Special on a tem- 
porary line. 

A total of 1,348 Specials had roll- 
ed off the lines before production 
was interrupted. 

Ford, with an estimated 5,239 
units, was the leading truck build- 
er last week, upping its calendar- 


U. C. Dealer Suspended 


MINNEAPOLIS.—The Minneapo- 
lis city council suspended for two 
weeks the vehicle license of Cot- 
trell Cars, Inc., 4312 E. Lake St., 
a@ used-car dealer, and ordered 
John C. Cottrell to appear before 
the license committee of the coun- 
cil Sept. 7 to show cause why the 
license should not be revoked for 
questionable business practices. 


year total to 249,136 assemblies, a 
little more than 25,000 fewer than 
Chevrolet, which hag been down 
for two weeks, 





As of This Week... 





Changeover 
Score 
61 Makes °60 Makes 
In Production In_Production 
Buick Special Checker 
Buick (Std.) Thunderbird 
Cadillac 
Chevrolet truck Down for 
Chrysler Changeovers 
Comet Chevrolet (Std.) 
DeSoto Corvair 
Dodge Dart CANADA 
DodgeLancer Studebaker 
Dodge (Std.) 
Falcon 
Ford (Std.) 
Imperial 
Mercury 
Oldsmobile 
F-85 


Oldsmobile (Std.) 
Plymouth (Std.) 
Plymouth- 
Valiant 
Rambler 
Studebaker 
Hawk 
Studebaker Lark 


CANADA 
Chrysler Corp. 
General Motors 
Ford Motor 















Floor-Plan Rate 
Eased by GMAC; 


First Cut in Year 


(Continued from Page 1) 
the best credit ratings, Other in- 


terest rates are scaled up from the 


prime rate. 

There was one oddity in the 
timing of the GMAC move, It 
was made just after the Treasury 
bill rate and commercial paper 
rates went up. Floor-plan rates 
are most often cut when these 
two interest charges are going 
down. 

The bill rate, the interest the 
Treasury pays for short-term 
money, is probably the most basic 
interest rate. It has been falling 
since the beginning of the year but 
has moved up just a bit in recent 


weeks. 


(COMMEBCIAL paper rates, the 
interest that finance companies 
pay on short-term borrowing in 
the open market, have, as usual, 
followed the bill rate, declining 
since last winter. However, com- 
mercial paper rates were boosted 
% to % percentage point last week. 

The importance of the commer- 
cial paper rates, when discussing 
floor-plan rates, is that much of 
the money that finance com- 
panies use for floor-plan loans is 
obtained by selling commercial 


paper. 

It is a wide open question which 
way floor-plan interest rates will 
go from here. The Federal] Reserve 
Board has been acting to make the 
money market easier, Continued 
ease could make even lower floor- 
plan rates possible. 

Banks in major cities contend 
that the demand for loans remains 
high and most businesses are Mmov- 
ing at a fast clip. These conditions 
could turn the money market tight- 
er at any time. 

- * * 


Gu charged 5 percent for 


floor-plan money during the| ~ 
1957 model year. In those days, the} 4 


independents generally were charg- 
ing 6 percent. GMAC went up to 
5% percent at the beginning of the 
1958 model run but then the 1958 
recession set in and the money 
market eased. 

The GMAC rate was cut to 5 
percent in January, 1958, and the 
independents came down from 6 
to 5% percent, GMAC went to 
4% percent in February, The in- 
dependents reached their reces- 
sion low of 4% percent in April 
and GMAC hit its recession low 
of 4 percent in May. 

With the recession over and gen- 
eral interest rates going up, floor- 
plan rates went up in 1959, GMAC 
went up from 4 to 4% percent in 
February, making its rate equa] to 
that charged by most independents. 

In June and early in July last 
year, the rate went up again from 
4% to 5 percent. Last September, 
the rate was advanced to 5% per- 
cent and there were no changes 
for a year. 





steering wheel. 
* + + 

[emener's manual synchromesh 

transmission is light and com- 
pact. Unlike the automatic trans- 
mission which has its own separate 
lubrication system, the manual 
transmission shares its lube system 
with the rear axle. The manual- 
transmission lever is located on the 
a— near the center of the front 
sea 


The automatic transmission will 
downshift automatically at speeds 
below 25 miles an hour if the ac- 
celerator is moved to about half 
throttle, materially improving low 
speed performance and accelera- 
tion. Subsequently, the transmission 
will upshift at 35-40 miles an hour. 

The automatic is an air-cooled, 


changes as the suspension moves 
up and down. 

On a turn, the outside rear wheel 
carries the most weight, increasing 
the under-steering of the car and 
producing a favorable steering ef- 
fect. Angled shock absorbers oper- 
ate within the four coil springs. 

All in all, the Tempest is a fine 
rebuttal to the charge that Ameri- 
can cars are too much alike. Con- 
siderable credit for this pioneering 
effort should go to S. E. Knudsen, 
Pontiac’s general manager, who 
made the big decision, to E. M. 
(Pete) Estes, chief engineer, John 
DeLorean, assistant chief engineer, 
and the other Pontiac engineers 
who implemented these decisions. 
Public introduction is set for early 
November. 





Bugas Lauds U.S. Makers 
For Answer to Imports 


CODY, Wyo—American auto 
makers were congratulated last 
week for responding to the’ chal- 
lenge of imported cars in “the mar- 
ket-place rather than in the legis- 
lature.”: 


John S. Bugas, International 
Group vice-president of Ford 
Motor Co., told the Wyoming 
Automobile Dealers Assn. that the 
makers’ principal weapons have 
been a “remarkably successful 
line of compact cars and aggres- 
sive expansion of their own oper- 
ations abroad.” 

“We could have asked for tariff 
protection,” Bugas said, “(but) we 
feel a protectionist policy would 
deny to the American consumer 
and American industry the bene- 
fits of competi- 
tion from abroad. 

“Also, tariff 
walls have the 
effect of limiting 
opportunity. 
Western Eu- 
rope alone offers 
a market of 250 
million con- 
sumers. To seal 
; ourselves off from 

i that market and 
J. 8. Bugas from others in 
the rest of the world would be 
something like protecting a child 
by placing him in a thick steel 
box. He might be safe, but he 
would end up rather stunted.” 

The Wyoming dealers, in the 
course of their two-day convention, 
elected W. L. Riley (Buick), Sheri- 
dan, as president to succeed H. P. 
Nagel (Pontiac-Buick), Casper. 

Other new officers are: First 
vice-president, George BE. Gillis 
(Ford), Torrington; second vice- 
president, Bill Hallam (Chevrolet- 
Oldsmobile-Cadillac), Lander, and 
directors, William R. Trotter (In- 
ternational), Sheridan; E. H. 
Krumm (Ford), Cheyenne; Ward 

Myers (Chevrolet-Oldsmobile-C a d- 
illac), Lovell; C. K, Faught (Chrys- 
ler), Laramie, and Kenneth Nara- 





more (Ford-Lincoln-Mercury), Gil- 
lette. 

Archie W. Shafer continues as 
executive vice-president. 

Other convention speakers in- 
cluded Wyoming Governor J. J. 
Hickey; Walter B. Cooper, vice- 
president of the National Auto- 
mobile Dealers Assn., and War- 
ren A. King, of Life magazine. 
Gov. Hickey stressed the impor- 
tance of the automobile business to 
the government and economy of 
Wyoming, noting that it pays 6 
percent of all tax revenue collected 

by the state. 

Cooper reminded the delegates 
that “we are selling the world’s 
most wanted product and are re- 
sponsible for the successful opera- 
tion of the most important contri- 
bution to the economy of our coun- 
try.” 

King narrated Life’s “Market of 
the Sixties” film, which stresses 
the tremendous expansion of mar- 
kets due in the decade. 

Registration for the convention 
was held in the picturesque Irma 
Hotel, built in 1904 by Col. William 
F. (Buffalo Bill) Cody. Convention 
meetings were held in the Cody 
Auditorium, with Mayor Hugh 
Smith welcoming the delegates. 

Milward Simpson, former state 
governor, was master of ceremo- 
nies at the annua] banquet, 





Vandals Wreck 9 Cars 
In California Ford Deal 


SAN RAFAEL, Calif.—Damage 
estimated at $6,000 was caused by 
vandals who smashed up nine 
new cars at Ames Ford. Some of 
the cars were driven into walls 
and some were crashed headon 
into others. 

Two cars were almost total 
losses, police said, and three 
others were extensively damaged. 
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Charges Dealer Morale Being Wrecked . . . 
Chrysler Fires Back at Critic 


another stockholder’s suit, but has| the companies were priced above 


(Continued from Page 8) 


centive compensation plan, 1,754 
employes participated in the plan. 
* * * 


How Options Are Set 


s COMMITTEE of nonmanage- 

ment directors, who are not 
employes of the company and are 
not eligible to receive stock op- 
tions, has the authority to deter- 
mine the individuals to receive the 
options, the times when they re- 
ceive them, and the number of 
shares to be subject to each option, 
in accordance with the provisions 
of the plan adopted by the stock- 
holders. 

“Currently 93 participants hold 
options totalling 323,626 shares, 
some at a price of $49.94, some at 
$52.49, and some at $61.22 per 
share.” 

The rash of suits involving 


The Dann group has filed three 
of the six Chrysler suits. In addi- 
tion to the New York action, the 
group has filed one suit in Dela- 
ware charging mismanagement and 
asking that a receiver be named 
for the company and another Dela- 
ware action seeking access to the 
list of Chrysler stockholders. 


* * * 


Chrysler’s Other Suit 


YSLER has sued Ben Stone, 

head of the companies in which 
Newberg had an interest, for 
Stone’s share of the companies’ 
profits, Robert Markewich, a New 
York Chrysler stockholder, has filed 


made only general charges. 

The amended version of the 

Dann group’s suit in Delaware, 
which asks that a receiver be 
named for Chrysler, adds the 
names of 16 persons and 17 com- 
panies to the original complaint. 
The complaint attempts to link 
each of the new names to Chrys- 
ler and charges that in some way 
they have injured the company. 

The individuals named include 
Walter S. Cordin, Harry, Nate and 
Ben Freedland, So] Isenberg, David 
Snidden, Ben Stone, Ruth Stone (as 
an individual and as trustee for 
Stone family trusts), Ira Johnson, 
Carl Renda, Al Tuteur, Henry 
Wolfe, Curt "Lane, William Gutten- 
tag, Louis Hamburger and Joe 
Scetero. 

The companies named include 
Central Cartage Co., Ogden & Mof- 
fit, Flying Tiger Air Transport Co., 
Commercial Carriers, Cassens 
Transport Co., Imperial Cartage 
Co., Cordin Co., Square Deal Cart- 
age, Gate City Cartage Co., Sango 
Co., Atwood Vacuum Machine Co., 
Bonan Co., Allen Industries, Inc., 
Cass Steel Sales Co., H. R. Jacoby, 
Inc., Kenwall Steel Industries and 
Production Steel Co, 


* * * 


7 amended suit begins by 
complaining of the actions of 
Newberg and Stone in Bonan, 
Sango and still another company, 
Press Products. It was Newberg’s 
interests in the companies which 
led to his ouster as Chrysler pres- 
ident. 

The suit adds little to what has 
already come out about the 
Stone-Newberg companies, par- 
ticularly from Stone and in the 
Chrysler suit against Stone. The 
Dann group does charge that 
the parts supplied to Chrysler by 


Obituaries 


Robert G. Hayssen, 89; 


Co-Founder of Sterling 


MILWAUKEE.—Robert G. Hays- 
sen, 89, a co-founder of the truck 
firm that later became Sterling 
Motor Truck Co., died here Aug, 24. 


Mr. Hayssen was a co-founder of 
Sternberg Motor Truck Co. in the 
early 1900s. That company later be- 
came Sterling and Mr. Hayssen 
served as president until 1930. In 
1952, it was sold to White. Mr. 
Hayssen also had been president of 
C. B. Henschel Mfg. Co. here for 


the past 50 years. 
* + * 


James W. Day 

DALLAS.—James W. Day, 70, a retired 
auto dealer and General Motors district 
manager, died here Aug, 22. He joined the 
GM district office here in 1928 and later 
was a district manager in El Paso, From 
1937 to 1939 he was an auto dealer in 
Hobbs, N. M. 

i e-. - 


John C. McKellar Sr. 

ORLANDO, Fila.—John C. McKellar sr., 
59, president of McKellar Cadillac, Inc., 
Orlando, . ° 
auto business in Greenville, 8. C. 
He went to Tampa as vice-president of 
Sharpe & Co. in 1925, and started his own 
dealership in Orlando in 1942. He was a 
past president of the Orlando Automobile 
and Truck Dealers Assn. 

So) @ 


Howell N. Brandon 
NASHVILLE, Tenn, — Howell Nathan 
Brandon, formerly with Timken Roller 
Bearing Co., and longtime auto parts 
dealer here, died Aug. 25. Mr, Brandon 
was with Timken for 20 years, serving in 
mine states, He later returned here and 
‘was owner of Auto Parts and Service Co. 
Selling this business, he 
erated Brandon Auto Springs Co, 
years until his retirement in 1955. 

+. * * 


Webster Thompson 

ALEXANDRIA, La. — Webster Thomp- 
son, who at one time operated an auto 
dealership in Alexandria and more recently 
had a number of business interests in 
Boyce, La., died in a local hospital Aug. 
18, He was 54. . a 

+. 


Cordis L, Rutledge 
PIGGOTT, Ark.—Cordis L, (Jack) Rut- 
ledge, 49, used-car dealer, died Aug, 17 
in a hospital at Kennett, Mo., after a 
heart attack. mn “ 
+ 


Charles H, 

ARLINGTON, Minn.—Charies H, Muel- 
ler, 88, the oldest Ford dealer in Minne- 
sota, died Aug. 24. He had operated 
Mueller Bros, here continuously for more 
than 51 years, Allan Mueller, son of the 


founder, took over the complete operation 
of the dealership. 


Robert W. Blackmur Sr. 
MINNEAPOLIS.—Robert W, Blackmur 
sr., 58, assistant treasurer of Warren- 
Cadillac, Inc., died Aug, 24. Before com- 
ing to Minneapolis 25 years ago he was 
employed in Cadillac division in Detroit. 
* 7 a 


W. C. McGuffey 
ATHENS, Tex. — Wesley C. McGuffey, 
Athens used-car dealer, died Aug, 15, fol- 
lowing a heart attack. 
- * . 


George L, Clark 
HEARNE, Tex.—George L, Clark, 61, 
Hearne Chevrolet dealer, died Aug. 15 of a 
heart attack while seated in his home 
watching television. 
* * * 


John N. Shepherd 
BARNESVILLE, O.—John N, Shepherd, 
65, an auto dealer in Bethesda for 40 
years, died in his home Aug. 19. 
. *. * 


Irving Marshall 


AUBURN, N. Y.-——Irving Marshall, 71, 
former auto dealer here, died Aug. 23, He 
was a Standard Oil Co. representative in 


-| India from 1911 to 1917. 


C. B, Coombs 


YORK, Pa.—C, B. Coombs, 44, sales 
manager for O.E.M, and mobile products 
for the York Division, Borg-Warner Corp., 
died recently, 

* * 


Ralph L. Bixler 


PHOENIX.—Ralph L, Bixler, 62, former 
Kalamazoo (Mich.) auto dealer, died re- 
cently. He had made his home in Phoenix 
for 10 years. 

7 - 


Harold B. Rich 


RITTMAN, O. — Harold B. Rich, 56, 
owner of Rich Motors, Inc, (Chrysler-Im- 
perial), died Aug. 20. 


Robert T. Wengler Jr. 


DES MOINES.—Robert T. Wengler jr., 
assistant manager of Chevrolet's Des 
Moines zone, died of a heart attack Aug. 
22 while playing golf at Spirit Lake, Ia., 
where he was vacationing, He formerly 
was secretary of the Greater St. Louis 
Automotive Assn, and once was regional 
Senet director for Chevrolet in 

uis 


J, Clark Street 


ST, LOUIS.—J. Clark Street, 81, former 
president and chairman of Street Indus- 
tries, manufacturer of antifreeze and pe- 
troleum products, died Aug. 22 while on 
vacation at Petoskey, Mich, 


the market and were defective. 


Stone has denied that he ever 
overcharged for his parts or that 
they were defective. 

* * z 


Transportation Charges 


TS suit complains of the meth- 
ods used by Chrysler in han- 
dling the transportation of auto 
parts, charging that R. P. Laughna, 
vice-president in charge of the 
planning staff, received benefits 
from the companies awarded the 
business. 

The suit charges Ira Johnson 
with a wide range of irregularities 
in his post ag manager of the 
Chrysler proving grounds at Chel- 
sea, Mich. 

The amendment concludes with 
five pages of charges about deal- 
ings in steel te ag 
suppliers and warehouse firms. 

The suit says that Liberty Stor- 
age Co. was set up to store steel 
for Chrysler in 1957, although 
Chrysler could have stored its own 
steel or obtained the storage serv- 
ice for less than the amount charg- 
ed by Liberty. 

“However, after unconscionably 
lavish entertainment of certain 
Chrysler officials, including David 
Snidden, among others, by the said 
Freedland brothers, such as 3 
$5,000 party at the Knollwood 
Country Club, Chrysler made the 
storage arrangements with Liberty 
Storage Co.,” the suit charges. 

« * 


[= Freedland brothers and Sol 
Isenberg are listed in the suit 
as the organizers of Liberty. 

The Chrysler comment on the 
amendment to the suit said: 

“The amendment is drawn to a 





HELP WANTED 





EXECUTIVE 


Capable of operating automobile leasing 
company. Must have extensive automobile ex- 
perience and understanding of rental and 
leasing operations. Send complete resume, 
including picture, age, and salary required 
to Box 1780, c/o Automotive News, Detroit 7. 





MEN WANTED: Are you making over 
$20,000 per year? We want men to dem- 
onstrate and sell simple device that 
stops shimmy and shake in cars, elimi- 
nates all wheel balancing and tire truing 
and most front end work. Requires less 
than 30 minutes per car. Instrument 
costs dealer $159.00 complete. Write for 
details to: J. Lavinger, B & B Manu- 
— Company, Box 816, Sioux City, 
owa. 





REGIONAL SALES MANAGERS 


Factory im ‘er-distributor is expanding 
dealer network on the West Coast and in the 
Midwest. Excellent opportunity for aggressive 
automobile men to join prominent manufac- 
turer actively developing further U. S. mar- 
ket. Experience in development of territories 
and dealer appointment a Box 1779 
c/o Automotive News, Detroit 7 





SIX NEW CAR SALESMEN NEEDED, 
by franchised Dodge dealership. Volume 
sales, top pay. Move to Pensacola, Fior- 
ida and make more money, No state in- 
come tax, homestead tax exemption. 
Write Hill Kelly Motor Co., 125 South 
Baylen, Pensacola, Fia. 


EXECUTIVE 
Experienced in franchise membre associa- 
tion direction, Must be capable building 
membership of independent businessmen 
through hard-hitting direct-by-mail campaign 
personal contact, and seminars, Automotive 
background desirable. Must be thoroughly 
conversant with financial and auditing pro- 
cedures. Send complete resume includin 
picture, age, and salary expected to Box | 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER, must be thoroughly 
experienced in shop supervisory work, 
factory claims, etc, Chrysler, Imperial 
and imported cars. New modern shop, 
top salary plus incentives. Mr. Kaye, 
nee epuiee, 949 Central Ave., Albany, 











‘| EXPERIENCED—General 


considerable extent from the 
complaint filed by Chrysler Corp. 
in its suit against Ben Stone and 
others on Aug. 17 in Wayne Coun- 
ty Circuit Court in Michigan. 

“Mr. Dann apparently has bor- 
rowed from some of the results of 
the investigation being conducted 
for Chrysler Corp. He has refused 
many times to disclose to Chrysler 
any of the information he claims 
he has. The amendment is just 
another step by him to attempt to 
detract from and interfere with 
the thorough and responsible in- 
vestigation still being conducted.” 

Denials of the charges made in 
the amended suit were issued by 
Louis Hamburger, on behalf of 
himself and Production Steel Co. 

i * * 


Chrysler Sues Dann 


7 Chrysler libel and slander 
suit against Dann was filed in 
Superior Court in Wilmington, 
Del. The company said it has three 
causes for action, seeks damages 
of more than $10 million for each 
cause plus punitive and exemplary 
damages on each cause. 

The first cause of action, the 
suit said, is four paragraphs 
from the speech Dann made at 
the Chrysler annual meeting on 
April 19. In the paragraphs, Dann 
questioned the financial position 
of Chrysler. 

The suit charges that Dann made 
the comments in presence of re- 
porters thinking that the state- 
ments would be published, that he 
made the statements maliciously, 
that the statements were “false and 
defamatory,” and that the state- 
ments have injured the company, 
its credit and reputation. 

The second cause of action in- 
volves substantially the same state- 
ments which Chrysler says Dann 
distributed to reporters. 

* * * 


third cause concerns the 
complaint which Dann sent to 


HELP WANTED 





DEALER ACCOUNTANTS 
OFFICE MANAGERS 
Your membership and support in The National 
Association of Automotive Accountants heart- 
ily solicited. Box 1778, c/o Automotive News, 
Detroit 7. 





GENERAL MANAGER 


Presently employed in successful me- 
dium-sized dealership. Reliable, ma- 
ture judgment. Experienced in dealer- 
ship supervisory capacity for “Big 
Three" manufacturer. Desires challeng- 
ing position in large metro deal. Able 
to analyze; capabilities of department 
managers, and to produce profits. Will 
relocate. Box 1782, c/o Automotive 
News, Detroit 7. 


IF YOU ARE MAKING PLANS FOR ’61, 
and want new blood with all phases of 
dealership experience including five years 
management, married, three children, 
college degree, age 36; I desire to change 
to dealership handling 250 up new units 
per year. Currently manage ‘‘Big Three’’ 
dealership. Prefer general southern or 
southwestern location, Box 1773, c/o Au- 
tomotive News, Detroit 7. 


Motors service 
manager desires position with reliable 
dealer, Box 1771, c/o Automotive News, 
Detroit 7. 

EXPERIENCED PRODUCTION CONTROL 
MANAGER—Customer contact, drafting 
and sales training, Some college, age 
26. Box 1768, c/o Automotive News, 
Detroit 7. 





the Securities and Exchange Com- 
mission after the Chrysler annual 
meeting. Chrysler charges Dann 
with distributing copies of the com- 
plaint which the company says 
contained false charges, doing so 
out of malice and injuring the 
company by his actions. 

Dann said that he was flatter- 
ed by the amount that Chrysler 
seeks. “I only hope that if they 
ever get a judgment in that 
amount I will not only be able to 
pay it but that it will go into the 
Chrysler cash register and be dis- 
tributed to the shareholders and 
not go into the pockets of any 
corrupt officials.” 

He later said that he objected, 
as a Chrysler stockholder, to 
Chrysler’s using his money to sue 
him. He said it was a waste of the 
company’s money and an attempt 
to divert him from his effort to 
bring about changes at Chrysler. 

Dann questioned why Chrysler 
had allowed more than four months 
to elapse before filing the suit on 
matters connected with the annual 
meeting in April. He said that he 
was not frightened by the suit and 
was willing to let the courts de- 
cide who has injured Chrysler. 

In another development, Valley 
Die Cast Co, Detroit, denied 
charges made in the original com- 
plaint by the Dann group in the 
receiver suit that R. P. Laughna, 
a Chrysler vice-president, had an 
interest in the company. 


95 Darts Delivered 


To Oregon Police 


LOS ANGELES. — Oregon State 
Police began receiving delivery last 
month of 95 Dodge Dart Police 
Pursuits. 

The special police units, assem- 
bled in Chrysler Corp.’s West Coast 
assembly plant, are equipped with 
custom Police Pursuit 361-cubic- 
inch engines and single four-bar- 
rel carburetors. 


POSITION WANTED 


West Coast Preferred 


Leasing 
EXPERIENCED 
Manager 


Manager—8', years 
Salesman—4 years 
Dodge dealer—2 years 
Chrysler dealer—7 years 


Was general manager and vice-president 
in the car rental and leasing business; 
organized and set up new car dealers. 
Southern California preferred, but will 
consider other location. Box 1781, c/o 
Automotive News, Detroit 7. 





GENERAL MANAGER—OR BUY-IN type 
deal. Thirty-six years old, aggressive 
family man desires affiliation with dealer 
who can offer security and a future, 
Ten years’ experience with two of na- 
tion’s largest volume dealers, capable of 
handling all phases of management, such 
as financing, advertising, expense con- 
trol, sales promotion, training and used 
car merchandising. A proven producer 
in profit and volume. Complete 
and recent photo upon request, 
Box 1769, c/o Automotive News, 
troit 7. * 


GENERAL MANAGER (up to 150 units) 
—Owner wishes to retire or relax, will 
Manage your plant on salary plus per- 
centage of net with option to buy-in. 
Box 1770, c/o Automotive News, De- 
troit Tii«w~ 


BUSINESS MANAGER — ACCOUNTANT: 
College graduate; capable of handling 
business management and daily operat- 
ing controls, Experienced in accounting, 
credits, analysis, insurance, finance. Pre- 
fer eastern United States. Box 1772, 
c/o Automotive News, Detroit 7. 





Buying, selling, trading miscellaneous auto- 
motive items? Get quick results through 
Automotive News’ Want Ads. 
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POSITION WANTED 


WANTED—RESPONSIBILITY. 35 year old 
-ex-GM dealer (medium line—400 car), 
service and sales background, would 
consider service or sales manager posi- 
tion in large dealership or general man- 
ager for medium-sized deal. Take ad- 
vantage of my experience and benefit 
from the mistakes I’ve made. Box 1741, 
c/o Automotive News, Detroit 7. 


OFFICE MANAGER, F. C, Bookkeeper— 
Three years Chrysler, five years G.M. 
experience. Daily operations control, gen- 
eral ledger thru financial statement. All 
taxes. Supervisory capacity credit and 
finance experience, sales minded. Hard 
worker, seeking future with possible buy- 
in with medium size dealer in South or 
East, will welcome your inquiries. Box 
1766, c/o Automotive News, Detroit 7. 


GENERAL MANAGER OR SALES MAN- 
AGER—successful operator with proven 
record, ‘‘Big Three’’ experience, Best 
references. Desire permanent connection. 
Box 1753, c/o Automotive News, De- 
troit 7. 


DEALERSHIPS AVAILABLE 


AGENCY HANDLING BUICK, PONTIAC, 
GMC, JEEP, RAMBLER available, in 
Central New Mexico town. Sales 150 new 
units per year. On U. 8S, Highways 60 
and 85, 350 foot frontage, very low rent, 
long term lease available, Texaco service 
station, 10 stall garage, 2 car showroom. 
Gross over $500,000 per year. Wonderful 
climate—sun shines every day. Box 1759, 
c/o Automotive News, Detroit 7. 


NEWPORT BEACH AREA, CALIFORNIA 
—Dealership handling Dodge and Dart 
in fastest growing county in the United 
States. Franchise covers 120,000 popula- 
tion. Excellent leare and facilities. Over 
200 substantial industries and more com- 
ing. Ideal climate and living conditions, 
Factory approval necessary, Box 5055, 
Pasadena, Calif. 


DEALERSHIP HANDLING FORD—-Locat- 
ed beautiful Southern Missouri. Heart of 
the Ozarks, surrounded by Table Rock 
Dam, White River, Lake Taneycomo. 
Complete service and parts equipment, 
used car lot, 100 percent absorption, 
100-120 new units, low rent, long lease. 
Highway 65. Box 607, Branson, Mo. 

DEALERSHIP HANDLING TWO FRAN- 
CHISED FOREIGN MAKES, Good used 
car and repair departments, Middlesex 
County, exclusive. Might consider part- 
nership. Illness forces this decision, Sale 
price $25,000. Box 1777, c/o Automotive 
News, Detroit 7. 

PART INTEREST in dealership handling 
Lark, midwest Ohio. Box 1774, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIPS WANTED 


MORE PROFIT — Pan-American Labora- 
tories, Inc., manufacturers of easy sell- 
ing, premium quality, guaranteed auto- 
motive cleaners, stop leaks, lubricants, 
and additives is seeking aggressive dis- 
tributors for protected-franchised terri- 
tories, Profit potential is $25,000 to 
$75,000 net annually. Build a substantial 
enterprise with small initial investment. 
108 N. Martha St., Angola, Ind, Phone 
938. 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. September, 1960 checked. 
On addressed labels, 35M, $14 per M. 
Box s c/o Automotive News, De- 
troit 7. 


CARS FOR SALE 


AUCTION SCHOOLS 


LEARN AUCTIONEERING. Nationally rec- 
ognized diploma, Free catalog! Missouri 
Auction School, Box 9252P3, Kansas 
City, Missouri. 


CARS WANTED 
RS LST TNT TET, 
AUTO DEALERS 


Do you have a problem? 





We'll help you move your new or used cars. 
We buy, sell, or auction cars. All or any part 
of your stock. 


We are bonded and insured. 


Phone, write, or wire: 


KANSAS DEALERS 
AUTO EXCHANGE, INC. 


820 E. Douglas, Wichita, Kansas 
Phone: AM 5-2471 











1961 ORDERS 
BEING PLACED 


All Makes—All Models—All States 


New-car Dealers Interested in Volume Fleet 
Sales and Service, Contact: 


National Purchasing Department 


ROLLINS LEASING 
CORP. 
14th and Union Sts. Wilmington 99, Del. 
Chevrolet- Ford - Plymouth - Dodge - Comet 
Corvair - Falcon - F-85 - Lancer - Lark 


Rambler - Special - Tempest - Valiant 
Especially Invited 









All in top shape, clean 
and sharp — real bell 
ringers! Chevys, Fords, 
Plymouths, Buicks, 
Cadillacs, Pontiacs. 
Sedans, hardtops, 
wagons and converts! 





CARS FOR SALE 


You name it, we’ve got 
it—in fast-selling colors 
—equipped with power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 
















BUSINESS OPPORTUNITIES 


NORTH CALIFORNIA—W e111 established 
auto supply, retail store; expanding non- 
metropolitan community, ideal climate 
and living. $75,000, 29 percent down. 
Write Box 1764, c/o Automotive News, 
Detroit 7. 


DEALER SERVICES 


FOR SALE 


1960 Eldorado Brougham 

1959 Eldorado Brougham 

1960 Rolls Royce 

1960 Mercedes-Benz 300D Hardtop 
1959 Cadillac, 7 passenger, never used 
1957 Eldorado Brougham 


Huntoon & Raffo, Inc. 


238 W. 55th Street New York City 
Cl 7-3990 







1959 models are now 
available at Hertz offices 
across the country. 














MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 






CALL YOUR LOCAL 
HERTZ OFFICE TODAY 


or contact: Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash 

Chicago 4, IIl. 
Tel. DE 2-0420 


























* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 


Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 











TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 


Wholesale 





Tog Sg yt ne MOST MAKES Mercedes-Benz 
= a nae CU RRY We import and distribute direct 
Suapeterny MENTOnY,& areeMett co GLOBE AUTOMOTIV 
eelan ve. etre. chigan 
eee CHEVROLET IMPORTS, INC. 
B'way & 133rd St., N. Y. C. She aoe pony Tok 
Ed Hogan AD 4-6000 = Cable: GLOIMP 





All duty and federal excise tax paid. 











MISCELLANEOUS 


BLACK BEAUTY BUMPER TOWBARS 
WHITE MULE 
TRUCK TOWBARS AND SADDLES 


A COMPLETE LINE OF ENGINEERED 
TOWING EQUIPMENT 


THE MARION MANUFACTURING CO. 
P. O. BOX 1026, MARION, OHIO DU 2-7594 


$100.00 REWARD for information leading 
to the recovery of 1959 Chevrolet Impala 
convertible, green with white top and 
green interior. Serial number F59F121132. 
Stolen June 10, 1960, Call collect, Al 
Hetrick, Ine., Fremont, O, FEderal 
2-7371. 


REWARD—1959 white Ford Galaxie conv., 
serial number B9HC167353, in possession 
of man known as Bugene F. Pingley, 
white, age 29, mechanic. Phone collect, 
Mr. Allen, Victor 7-0067, Warren, Ohio. 





































CARS FOR SALE 


1947 PACKARD, 7-passenger, Super Clip- 
per, 28,000 miles, near mint condition. 
Make me an offer, A. J. Collins, 1933 
Woodside, Bay City, Michigan, Phone: 
TW 3-6022. 


PARTS FOR SALE 


PRINZ AND SPORT PRINZ (NSU) 
PARTS AND ACCESSORIES — Contact 
your nearest distributor or Ludwig Motor 
Corporation, 421 E, 9ist St., New York 
28, N. Y. TRafalgar 6-7010. 

COMPLETE $250,000 INVENTORY of 
Chevrolet parts, perpetually controlled. 
Fuller-White Chevrolet, Tulsa, 


ONE—1956 CHRYSLER WINDSOR EN- 
GINE in original crate. Part #1672541. 
Will fit other Chrysler products with 
modifications, List price, $654 — Our 
price, $250. Horace Motors, Inc., 222 8. 
Grove, Elgin, Illinois. 


LLOYD PARTS for all models, U. 8.’s old- 
est authorized Lloyd importer, If car is 
down, we ship same day, Foreign Cars 
Corporation, 1812 So. Andrews Ave., 
Fort Lauderdale, Florida, JA 2-9942. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


ACCESSORIES FOR SALE 








No Other Tow Bar 
Measures Up To 


The SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 










































































Dealers Net with 4 
Standard plus 2 Large 
s 


Federal Excise Tax Included 
© 
THE FAMOUS 


MOTO-MATIC 
TOW . GUIDE 


With Universal 
Swivel Action 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory ........ $59.80 
Dealers’ Special Discount 25%... 


Dealers Net with 4 $4485 


Standard Gooee 2 Large 
Adapter Ci 
Federal Excise Tax Included 


""ON THE BALL‘ 


TOW-PILOT 


Cadalloystee] Coupler 


Dealers’ List F.O.B. Factory ........ $51.00 
Dealers’ Special Discount 25%.... 12.75 


Stonderd plus 2ierge =: 9QGLD 
Adapter Clamps 
Federal Excise Tax Included 
¢ 
Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
since 1939" 
Canadian Distributors 
Eastern: 
Five Wheels Ltd. 


599 Yon St. 
Toronto, ario 










PORTABLE DUAL CONTROLS 


Recommended for Driver-Education Cars by 
the Auto-Industry Highway Safety Committee 
and by Chevrolet, Ford and Plymouth for all 
their models, including compacts. Automatic 
transmission $25; standard $30. Money back 
guarantee. PORTABLE DUAL CONTROLS, 
INC., 1701 Balmoral, Detroit 3, Mich. 

















































BUSES FOR SALE 
ONE—NEW FORD, 48 passenger school 
bus, Oneida body meets New York state 
requirements. Will sacrifice, Smith Ford, 
Norwich, New York, Phone: 4-3274. 





























FOUR (4) NEW 60 passenger Chevrolet 
school buses. Giles Chevrolet Sales, Port 
Jefferson, New York. Phone: PO 8-1234. 


ANTIQUE CARS FOR SALE 


































1928 CHRYSLER "80" 
4-door sedan, renovated. Excellent condition. 
Leather trimmed interior, Full $750. 
AUTOMOBILE SALES CO., INC. 
2929 N, Cicero, Chicago, Ill. 









price: 
























ANTIQUE CHEVROLETS — 1919 model 
touring car, 1928 model coupe, Both 
completely restored, look and run like 
new. $2,000 for the pair, F.O.B. Burling- 
ton, N. C. Write or telephone Allamance 
oo Ine., Church S8t., Burlington, 





























MISCELLANEOUS 


FOR SALE—Debolt Cardnier Filing Cabi- 
net, wheel type, 6,000 card capacity— 
cards included, new, never used, $75. 
McCoy & Douglas, Inc., 228 East Main 
St., Greensburg, Ind. 















































CONVERTIBLE TOPS—$21.25. Jeep tops, 
$72.20. Headlinings, $12.50. Free catalog. 
BIG BUCK, 12 Elliott, Beverly, Mass. 

















Special Introductory Offer 
The NEW ¢:: 
Complete with adjustable $5950 
with Regular Draw — 
lusive Factory 
on S10K00 orders 


Time 
— 36’’ draw beam bar 
steering guide ie 
$2950 
Universal Wrist Action Bar 39 
Distributors 
DE 2-0700 AN 3-8888 oe BA 1-8717 
40 So. Clinton St., Chicago 6, Ill. 
















Need hard to get parts? Automotive News’ 
Want Ads get quick results. 











SEE PAGE 36 
for the nation's 
TOP AUTO AUCTIONS 





ROADKING ONLY 
Tow Bar Sales Co. 
Call Collec poy ana 














New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 





a 


AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


TO... 
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TRADE CONNECTION: 
Car Dealer [] Truck Dealer [J Manufacturer 
Jobber [] Insurence [] Financial [] Supplier [] 


; 9-5-60 
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[ATIONAL? 


coaches your entire team 


He’s the District Service Supervisor, schooling a deal- 
er’s mechanics in fast diagnosis of service problems 
and acquainting them with new testing equipment. 

He’s the Zone Manager, setting salesmen’s sights 
on the product advantages they have over their com- 
petition, model-for-model and component-for-compo- 
nent. 

He’s the District Manager, advising a dealer on 
ways to find new personnel equipped with the spe- 
cialized knowledge and skills that can help increase 
truck sales in the future. 


‘Best deal in the truck business . 


| INTERN ATIONAL TRUCKS Hil. 





“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 








